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April vs. March, 1957; 


First Four Months, 1957-1956 


Pet. of 
Regis., 
April 
24.52 
23.05 
10.30 


Pct. of 
Regis., 
March 


24.27 


Make 


a 
Chevrolet 


Oldsmobile ....... 
Pontiac ieipesatiaennds 
Mercury .... 


Pet. of 
Regis., 
4 Mos., 
1957 
24.67 
23.05 


Pct. of 
Regis., 
4 Mos., 

1956 
21.22 
25.58 
8.42 
9.92 
737 
6.42 
4.63 
3.62 
2Al 
L75 

1 

19 


Pet. Pt. 
; Pet. Pt. 
Change 

"57 vs. ’56 
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Ford, AMC Widen Sz ic Slice 
As Chrysler and GM "a 


HRYSLER CORP.’S comeback 
has suffered a setback, accord- 
to just-released new-car regis- 
ition figures for April. 

‘or the first time in 1957, the 
poration lost ground in its 
owed drive to capture 20 per- 
tt of the new-car market. How- 
er, Chrysler Corp. is still run- 
well ahead of 1956 

; to-date performance. 
' Forging into domination of mar- 
ting gains during the month was 
bord Motor Co., which reversed a 
-term trend by increasing its 
ket share over the previous 
onth. Ford had been edging 
nward after building up a sales 
in the closing months of 


: 
| Ford, as a result, continued to 
ure greater gains over year-ago 
Bales than did any other car- 
‘building corporation. 
os * * 
ENERAL MOTORS, as it has in 
’ each month thus far this year, 
ave up additional portions of the 
market, dropping below 45 percent 
for the first time in 1957. 
American Motors was the only 
| corporation beside Ford Motor to 


Top Cars 


New-car registrations for four 
_ months: 
1957 Pos. 
1—492,702 
2—460,312 
3—201,233 
4— 150,586 
5—136,740 
6—113,504 
— 94,754 
8— 87,618 
9— 49,422 
10— 39,106 
1l— 38,736 
12— 25,879 
13— 20,475 
14— 13,855 
15— 12,009 
16— 4,323 
1li— 3,020 
18— 2,361 
19— 2,304 Packard 
20— 334 Cont’l. 700—20 
48,235 Misc. 25,080 
Total All Makes 
1,997,508 1,988,696 
Further Details on Page 48. 
a SRN 


Make 
Ford 


1956 Pos. 
421,923— 2 
508,618— 1 
167,453— 4 
197,364— 3 
156,571— 5 
127,637— 6 

92,164— 7 
71,942— 8 
47,837— 9 
34,815—I11 
37,318—10 
23,666—13 
30,737—12 
13,877—14 

3,703—18 
10,038—16 

1,420—19 

4,187—17 
11,646—15 


chalk up a market increase for 
the month. In only one month in 
1957—February—has AMC failed 
to show sales gains over the pre- 
vious month. 
Studebaker-Packard fell off 
again, after registering an increase 
in the previous month. 
Miscellaneous makes—consisting 
largely of Volkswagen — also re- 
corded a solid gain during April. 
The French-built Renault also con- 
tributed to advances scored by the 
(Continued on Page 4, Col. 1) 


Plymouth Tieup 
Slows Car Output 


Total Still 21 Pet. 
Ahead of Year Ago 


By Martin L. Whitmyer 
Staff Writer 

A STRIKE that shut down Plym- 

outh operations in Detroit on 
Wednesday and threatened to cur- 
tail car output at other Chrysler 
Corp. divisions helped hold auto 
production to an estimated 127,706 
units last week. 

Last week’s car output, how- 
ever, was 103.5 percent of Auto- 
motive News’ three-year index 
and a 55 percent increase over the 
previous week’s 82,391 assemblies, 
when most plants were on three- 
day schedules due to the Memo- 
rial Day hiatus. Last week’s out- 
put also was 21.6 percent above 
the 104,984 cars turned out during 
the week ended June 9 a year 
ago. 

The severe decline during the 
latter part of the previous week 
held May assemblies to 531,365 
units—a 3.3 percent drop from 
April’s 549,239 units, but 12.7 per- 
cent above the 471,673 cars turned 
out during May a year ago. 

cs + ” 


yeu output in May totalled 
100,321 units—a 48 improve- 
ment over the 95,708 trucks turned 
out during May a year ago, but 4 
percent off the 104,528 units turned 
out in April of this year. 

The truck manufacturers 

(Continued on Page 69, Col, 3) 


DETROIT, JUNE 10, 1957 


By Robert M, Lienert 
Associate Editor 

B* BOOSTING gross profit at a 

rate faster than expenses ad- 
| vanced, new-car dealers in the firs 
quarter of 1957 jacked up eir 
| operating profit before taxgs”to 1.4 
percent of sales, accg#c ing to 
figures detailed last in NADA’s 
Business Managem€nt Survey. 

The 1.4 pergeht profit, regarded 
as skimpy An most quarters of 
the retai/ auto industry, never- 
theless /represented an improve- 
ment/over the 08 percent profit 





recérded in the corresponding 

périod of 1956—and for the entire 

ear of 1956. 

The NADA report noted that 
about 21 percent of all dealers re- 
porting in the profit survey operated 
at a loss during the period, In the 
first three months of 1956, NADA 
said, 37 percent of reporting dealers 
used red ink in their bookkeeping 
department. 

= * = 
= pushed average gross 
profit to 15.1 percent of total 
sales in the first quarter of this 
year, compared with 143 percent 
in the 1956 period. Gross profit thus 
advanced 0.8 percentage points. 

Total expense, meanwhile, stood 
at 13.7 percent of total sales, com- 
pared with 13.5 percent in the 
year-ago quarter. 

With total expense rising 0.2 per- 
centage points, dealers had an extra 
0.6 percent of total sales to add to 
operating profit—the exact differ- 
ence in points between operating 
profit of 1.4 percent this year and 
0.8 percent last year. 


IHE increase in expense was split 

evenly between variable selling 
costs and operating expense, with 
each going up 0.1 percentage points, 
Selling expense rose to 3.7 percent 
and operating expense went up to 
10.0 percent. 

Dollarwise, dealers’ total sales 
averaged $4,994 per new unit re- 
tailed in the first quarter of this 
year, compared with $4,910 per 
unit in the 1956 period. 

Operating profit averaged $68 per 
new unit retailed in the 1957 period; 
$40 per new unit retailed in the 
1956 quarter. 

Gross profit per unit rose from 
$700 to $754. The $54 gain, however, 
was reduced by §26 wher? selling 
expense advanced $9 per unit from 
$175 to $184 and operating expense 
per unit went up $17 per unit, from 
$485 to $502. 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


The net gain in operating profit, 
therefore, was $28 per unit. 
a * * * 
tW7HILE the above figures are for 
the industry as a whole, the 
picture is generally the same for 
dealers in the four volume groups, 
as broken down by NADA. 

The NADA report lists dealers 
by volume as follows: Group I, 
one to 149 new vehicles retailed 
in 1956; Group II, 150 to 399 new 
vehicles; Group III, 400 to 749, 
and Group IV, 750 and more, 

Highest operating profit in the 
first quarter was 1.5 percent re- 
ported by dealers in Groups II and 
Ill. Dealers reported 1.3 percent in 
Groups I and IV. 

A year ago, profits averaged 0.5 
percent in Group I, 1.2 percent in 
Group II, 1.2 percent in Group III 
and 1.0 percent in Group IV. 

” * * 
p= sales volume per new 
unit retailed in the four groups 
in the first three months was as 
follows (1956 dollar volume per new 
unit is in parentheses): Group I, 


4% Million Un 


$8 Per Year, 25c Per Copy 


Dealer Profit Up to 1.4%; 
21 Percent Show Red Ink 


($5,219); Group II, $5,129 
($4,999); Group III, $4,711 ($4,720), 
and Group IV, $4,070 ($3,865). 
Dealers in Group III were the 
only ones failing to boost dollar 
(Continued on Page 66, Col. 1) 


$5,303 


Pontiac Dealer 
Sues Line Group 


For $750,000 


EW BRUNSWICK, N. J. — A 

$750,000 damage suit under the 
trust laws was filed here Thursday 
in U. S. District Court by Sheldon 
Pontiac against the Pontiac 
Dealers Assn. of Northern New Jer- 
sey and 17 Pontiac dealers. 

Sheldon Pontiac, of this city, 
owned by Sheldon Schiffman, a 
volume dealer, alleged violation 
of the Sherman Act. 

He charged unreasonable re- 
straint of trade to lessen competi- 
tion and asserted further that the 

(Continued on Page 6, Col. 1) 


its Junked 


For New Yearly Record 


By John K, Teahen Jr. 
Staff Writer 
Anos auto sales dipped in 
1956, auto scrappage proceeded 
at a record rate, according to pre- 
liminary estimates. 

A study of figures compiled by 
the Automobile Manufacturers 
Assn. and other industry statis- 
ticians indicates that 3.9 million 


Inside 
Auto. News 


Reaction to California price 
cut, Page 3. 

Ned Jorda#’s accident 
views, Page 38. 

What GM-du Pont decision 
means, Page 2. 

Latest Detroit auction, 
Page 4. 

SAE summer meeting, 
Page 2. 


Final April Page 48. 
Production by makes, 69. 
Auction charts, Page 
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to four million cars were consigned 
to the junk heap last year. 

Truck scrappage was placed at 
upwards of 600,000 units, Record 
truck scrappage was in 1951, 
when 652,000 vehicles were taken 
out of service. 

The car-truck total was a record, 
exceeding the revised figure of 
4,355,000 vehicles scrapped in 1955. 

Because of the figures involved 
in scrappage compilations, the 1956 
totals must remain estimates until 


this time next year. 
= 


* > 


ATA on vehicles in service re- 

leased last week by the Com- 
merce Department helped statisti- 
cians prepare their 1956 estimates 
and also enabled them to clarify 
the 1955 scrappage picture. 

The latest data, according to 
AMA, indicates that 3,732,000 cars 
and 623,000 trucks were junked 
in 1955, The car total was second 
only to the 3,833,000 autos which 
left the registration rolls in 1954. 

It also marked the fifth consecu- 
tive year in which passenger-car 
scrappage has topped three million. 

By rising to 623,000 units, 1955 

(Continued on Page 4, Col, 5) 





How Dealers Fared on Expenses, Profits 


Eprror’s Nore: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST THREE MONTHS, 


Pct. Total Sales 
3 Mos. 3 Mos. 


1957-1956 


OPERATING PROFIT BEFORE TAXES 


Group II Group I 
Pct. Total Sales Pct. Total 
3 Mos. 3 Mos. 

1957 1956 
100.0 100.0 
15.1 145 
3.9 3.9 
9.7 9.4 
13.6 13.3 


*Group I 


19571 
100.0 
15.5 
4.0 
10.0 
14.0 


1956 
100.0 


1957 
100.0 


15 12 15 


3 Mos. 3 Mos. 


100.0 


II 
Sales 


Group IV Industry Average 
Pet. Total Sales Pct. Total Sales 
3 Mos. 3 Mos. 3 Mos. 3 Mos. 

1957 1956 1957 1956 
100.0 100.0 100.0 100.0 
14.1 13.1 15.1 143 
4.0 4.3 3.7 3.6 
8.8 18 10.0 9.9 
WS 12.1 13.7 1385 


14 8 


13.6 
3.9 
8.5 

12.4 
1.2 


13 1.0 


* Groups aré based on the volume of 1956 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 
II, 150 te’ 899 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 











National Auto Show Dropped Till Fall of 58... 


AMA Votes Racing Ban 





DETROIT. — The board of di- 
rectors of the Automobile Manu- 
facturers Assn, unanimously recom- 
mended to member companies 
Thursday that they take no part 
in auto racing or other competitive 
events involving tests of speed and 
that they refrain from suggesting 
speed in passenger-car advertising 
or publicity. 

The board voiced the desire of 
auto manufacturers to “encourage 
owners and drivers to evaluate pas- 
senger cars in terms of useful 
power and ability to afford safe, 
reliable and comfortable transpor- 
tation, rather than in terms of 
capacity for speed.” 

George Romney, AMA president, 
announced that the association had 


Air Conditioning 
Ups Vapor Lock 


SAE Speakers See 
Boost in Coolers 


ATLANTIC CITY.— Vapor lock 
tendencies are on the increase in 
new cars, aided by wider use of 
air conditioners, the Society of 
Automotive Engineers was told at 
its summer meeting last week. 

J. G. Lillard and T. G. Lips- 
comb, refining research and de- 
velopment division, Humble Oil & 
Refining Co., Houston, noted 
some unfavorable driver reactions 
to vapor lock and other motor 
troubles blamed on vapor lock, 

“A periodic inspection and clean- 
ing, if needed, of the entire fuel 
induction system seems warranted,” 
they said. 

The pair said the rise in vapor 
lock tendencies was surprising since 
each of the Big Three auto manu- 
facturers “is producing at least one 
ear which has excellent resistance 
to vapor lock.” 

Highlights of other papers pre- 
sented at the meeting included: 

1. Three General Motors engineers 
said the automotive gas turbine is 
nearly ready to compete with 
piston engines in certain commer- 
cial and military areas. 

2. A French engineer said that 
two things certain to be built into 

(Continued on Page 6, Col. 1) 





Ever stop to think 
how much you depend 
on your automobile dealer? 


Vow mutomntnie denier 38 
He magnry mpertam: bettas 
but 0 our country as well He's othe pons cogwemetive of 
Ihe suteraniee mbuatry eur conmact man eth Devon He 
cm) am args meme e renponmite io America + ohe rou 
roe) ans cord Memdershp totes 

Se get scquamtnd ©uh your svtomobie dealer You and 
the shot taney Stop in at he Sevpiey room amd take 6 geod 
took at bes product. Even ¢ you re mot om the market lors eew 
(ar you | Read vows seule eager o wekome you and shew rou 
he re moet 

Shoemart o proud (hat ty Inatamen Pins seed by more 
Genser wing more mens of Lary ‘hen ary oie: auto hemmcing 
pies a New Engiamd SAewmu + proad tov. to have hnanced 
more cars for mare proyar thes ef other Bomtoe banks pur 
together So next ume you buy # car, ask your dealer for the 
Shewmar lamsiment Plan Hie i be glad to handle all the 
Sema tor ow 


The Ngtionel 
Shawmut Bank 
of Besten 
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Bank Salutes Dealers— 


NADA has praised the National Shaw- 
mut Bank of Boston for its newspaper 
advertisement, above, saluting the auto- 
mobile dealers. The association emphasizes 
that the avtomotive industry is a triad, 
consisting of the manufacturers, the 
deciers and the men who finance the cars 
and trucks. 
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actual or comparative capabilities 
of passenger cars for speed, or 
specific engine size, torque, horse- 
power or ability to accelerate or 
perform, in any context that sug- 


dropped plans for a national show 
to kick off the upcoming new-car 
season. It was explained that ten- 
tative dates clashed with other 
tative dates clashed with the Chi-| 
eago Auto Show, set for Jan. 4-12,| gests speed, 

1958, and that the AMA could not} Members of the AMA board of 
secure suitable space on alternate directors are: 


dates. | J. N. Bauman, president, White! 
Romney said the AMA is “explor-| Motor Co.; Robert F. Black, chair- 
ing dates and facilities” for a na-| man, White Motor Co.; Ernest R. 
tional show in the fall of 1958. | Breech, chairman, Ford Motor Co., 
The racing resolution stated | EB. J. Bush, vice-chairman and 
that the association and the | treasurer, Diamond T; Harold E. 
members of the board “share the Semone president, Studebaker- 
public interest in increasing the Packard; L. L. Colbert, president, | cues 
safety of highway travel.” | Chrysler Corp.; Harlow H. Curtice,| © 


“ resident, General Motors; Hen 
bil The manufacturers of automo- | presi II, president, Ford Motor Co. Mercury Sets Pace at '500'— 

es,” the resolution read, have} yw; t ‘ 
directed their efforts for many | illiam F, Hufstader, vice-presi-| The longest pace run in history was made by the 1957 Mercury Convertible Cruiser 
years toward developing and main- dent in charge of distribution staff, which paced the Memorial Day 500-mile race at the Indianapolis Motor Speedway, 
taining the performance charac-| General Motors. F. C. Reith, Mercury general manager, drove the Mercury Pace Car three times around 
teristics of vehicles at levels con-| Cc. L. Jacobson, vice-president— the 2% -mile track this year instead of the customary single pace lap due to an 
sistent with highway conditions and| de @ler relations, Chrysler Corp.; accident between two of the race cars. Winner of the race was Sam Hanks, who 
the requirements of the using) Edgar F. Kaiser, president, Kaiser averaged 135. 601 miles an | hour to set a new record. 
P. O. Peterson, presi- ~ 


"a acturers can best serve the dent,” Mack Trucks, Inc.; George 
bie “these effort Jucobeon Foresees Perils 
In Territory Security 


|W. Romney, president and chair- 
public by continuing these efforts; | a 
the document stated, “utilizing re-|™8". American Motors; W. C. 

| OCEAN CITY, Md.— Territorial | 
security, aside from questions as to | 








ra 





search and testing facilities,| >coumacher, vice-president—motor 


laboratories and engineering prov- ee aa ete — 
ing grounds to conduct tests under| nae 2 “a ri M ra J, Vaee- 
controlled and scientific conditions| P™°*¢e"> American Motors. 


and standards.” $158 Million Rise 


either sales or customers to any- 
body.” 


The resolution recommended that 


























member passenger-car manufac- | its legality, is a sales device fraught Jacobson told the Maryland 
turers: dealers that he was discussing 
th 1 roblems, Charles L. 
1. aaa participate in any public, In Auto Loans See ae by ae relations vice-| territorial security because it has 
competitive test of passenger cars . . . ident of Chrysler Corp.. said| been mentioned with increasing 
involving or suggesting racing or Hits Year Ss High — 7 ashi ” frequency in recent weeks, 7 
| Speed, including acceleration tests.| wASHINGTON.—Consumer in-| Jacobson addressed the annual| He recalled that for many years | m 
2. Not encourage or assist | staliment credit on automobiles in-| convention of the Automobile Trade | PTior to December, 1951, Chrysler m 
employes, dealers or others, or | creased $158 million during April,| Assn. of Maryland. The meeting|C°'P. franchises granted dealers co 
furnish financial, engineering, |the board of governors of the closed yesterday | ©*Clusive territories and forbade 
manufacturing, advertising or | federal Reserve System reported (June 9) them to advertise, solicit or make ct 
public relations assistance in con- | jast week. Jacobson also/| les in other territories. M 
nection with any such event, | Total di denied that new- Jacobson said Chrysler removed D 
directly or indirectly. rf ae 4.659 — a car prices are too| this clause when antitrust rulings 
3. Not supply “pace cars” or “of- board said. This cepuenuntell on high and defended “made it reasonably clear” that the L 
ficial cars” in connection with any Snevense of 900? million over Aon. current auto de- clause was of doubtful validity, M 
such event. 30, 1956. when the total was $13,- sign. | Besides, there is a number of as 
4. Not advertise or publicize any| 892 million. Aside from the ee with 
oF assist and encourage others ts| , The increase in auto paper during tics inherent in| First of all, he said, it is dim | 
es 5. Not advertise or publicize | [°Y oa thus “tar ae ter Saeael aoe territorial security. — . 
January, auto paper outstanding} © 1 sacobson ity exclusive sell.|_ “Does it mean that a dealer in P 
! oe [pen redeces ly SS Se = ts eguenmeatp could lead to endless | Territory A is forbidden from F 
Nearly Half of Cars Fail ee . went up 7 a and =iecieninndieen recrimination | Selling to anyone in Territory B, J x 
Safety Check in Portland |" April's ee ae oe ge and hard feelings, said Jacobson. | Serrtecy 2 2 ae anal 
PORTLAND, Ore.—Nearly half | counted for nearly two-thirds of.the| “They could set dealer against | .1i5 on his own volition?” Jacobson ; 
of the cars inspected as Port- | month’s increase of $259 million in| dealer, dealer against the factory, asked. L 
land’s part of the May safety | outstanding consumer installment| dealer councils against dealers) «6, does (it) refer only to sales 
check were rejected for one or | credit of all types. associations, and so on,” he said. resulting from advertising and ‘ 
more mechanical defects. At the end of the month, total| “Moreover . . . the confidence and soliciting in another dealer's terri- , 
Of the 1,530 cars inspected, 680 | installment credit amounted to an|the trade and the loyalty of the) ¢,..9 E 
failed. That is a 44 percent re- | estimated $31,532 million, or $2,113| People in a dealer's territory have) 7. problem of defining boundary 
jection rate. more than the $29,419 million re-| to be earned. lines between territories is also . 
corded on Apr. 30, 1956. “It is impossible to guarantee | difficult, he said, and is virtually 5 
| impossible in metropolitan areas. i 
me urt Hits du Pont-GM Tie... He noted that the old territory- s 
Supre Cor Hits security clause never applied to 
S j ~ Wid d STodey our metropolitan areas | | 
y our metropo are ; 
° are bigger than ever, and about 
U.S. Antitrust Scope Widene ar igger han eet tod ot | | 
By Maynard M. Gordon 1954, dismissing the U. S. case; 3. It could pull its four-man bloc j 
News Editor against du Pont, was reversed by/|off the auto maker’s board and Local Ad Rates J 





HE du Pont+General Motors 
divorce decree immeasurably 


the Supreme Court majority. 
Wall Street speculated that 


|form a non- voting trust. 


at, Saas OK’d in Columbus 


1 
USTICE WILLIAM J. BREN- . 


broadens the Government’s anti- —_ a possibilities presented a. : ye 1 
trust powers, it was eed last | themselves: . who wro e ~ 
week. _ 1. Du Pont could sell the stock | preme Court majority opinion, or- And New Or eans ‘ 


COLUMBUS, O.— Three news- 
papers in Columbus and two in 
New Orleans have been added to 
the growing list of papers which 
offer dealers the “local rate” for 
dealer-placed display advertising of 
new cars. 

Offering the new rates are the 
Columbus Citizen, the Columbus 
Dispatch, the Ohio State Journal, 
the New Orleans Times-Picayune 
and the New Orleans States. The 
New Orleans Item began offering 
the lower local rates to dealers 
several months ago. 

Under the rate structure in New 
Orleans, dealers will be able to 
place new-car advertising at local 
retail-store rates provided the ads 
are for one dealership. Advertise- 
ments with more than one dealer 
signature will continue to be 
charged at the general rate. 

Newspapers in four cities were 
erroneously listed in the June 3 
issue of Automotive News as having 
switched to local rates on new-car 
advertising. 

They are in Portland and Bangor, 
Me.; Rochester, N. Y., and Rich- 
mond, Va. 


in the open market. dered Judge La Buy to exercise 
2. It could distribute the stock/| “large discretion to model the judg- 
to du Pont stockholders. (Continued on Page 65, Col, 1) 


Antitrust experts declared that 
the Supreme Court’s 4-to-2 decision 
conceivably could bring tighter 
control over future and present in- 
stances of supplier ownership of 
manufacturers’ stock. 

In addition, by putting so- 
calle® “vertical mergers” within 
the scope of the antitrust laws, 
the Supreme Court may have 
opened up new grounds for dealer 
lawsuits against factories. 

The majority decision overturned 
a long-held policy that the Clayton 
Act is confined to “horizontal” ac- 
quisitions which affect agreements 
involving manufacturers and/or 
wholesalers. “Vertical” agreements 
affect producers and suppliers or 


producers and retailers. 
7 * © 
A 508 in 1957 to date vs. 1,988, 
the decision is how du Pont a jate vs 696 year June 


QUESTION directly raised by 
will dispose of its 63 million GM New-Truck Registrations—269,- Am. Motors 7% 
ae, See is 23 percent of the|| 214 in 1957 to date vs. 291,509 year | Chrysler 73% 
The Supreme Court ordered Dis- _ = . 
trict Judge Walter J. La Buy, of S-P 7 
ee, a determine ~ Bags 7 citiatoee 
e relief necessary.” Ju verage 
Buy’s original decision on Dec. 3, _ oe 


Business Barometer 


Auto Production — 151,709 cars, 
trucks in week vs. 126,318 year before. 

Department Store Sales—Down 
one percent from year before. 

Freight Loadings—722,903 cars in 
week, down 65,351 from year before. 

Gasoline Stocks — 194,373,000 
barrels, a decline of 2,010,000 barrels 
in week. 

Jobless Claims—212,500 in week 
vs. 203,800 year before. 

New-Car Registrations — 1,977,- 


estimated in week vs. 9,944,000 year 


ago. 

Steel Output—88.8 percent of es- 
timated capacity vs. 88 percent week 
before. 

Used-Car Prices — $881 average 
in June to date vs. $900 in May. 

Wholesale Prices—117.2 percent 
of 1947-49 average, unchanged from 


week before. 
= 


Common Stocks 
May 
28 
6% 

75 

56% 

42% 
7 


1957 
High Low 
8% 5% 
80%. 64% 
59% 54% 
44 38% 

8% 6% 


ago. 

Oil Stocks — 265,461,000 barrels, 
an increase of 1,350,000 barrels in 
week. 


Soft Coal Outpat—9,745,000 tons 


37.55 
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Response Is Mixed 


Dealers tell me 


By John O. Munn 
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WONDER if we have done all 

of the things within the power of 
dealers to eliminate cross-selling 
and bootlegging. They are admit- 
tedly the two trade practices that 
make it difficult to turn a profit on 
new-car sales. 

We need to go back a little in 
history to explore the reasons why 
the present difficult situation has 
been brought about. In my opinion 
there are two primary reasons. 

First, before the war, we op- 
erated on an exclusive-territory 
basis and we built up no resist- 
ance to overcome this present 


In the second place, factories for 
40 years assessed dealers advertis- 
ing costs, most of which was de- 
voted to product advertising. For 
that reason, little has been done in 
the trade to set forth to the public 
the importance of the contribution 
an automobile dealer makes in as- 
suring satisfactory use of automo- 
biles. 

This neglect was aided and abet- 


Dealers Announce 
Committee Lists 


In Rhode Island 


PROVIDENCE. — Standing com- 
mittees of the Rhode Island Auto- 
mobile Dealers’ Assn. for the 
coming year are: 

MemeBersur —Samuel White, 
chairman; Julius Senn, Frank A. 
Morrone, Domenic A. Madonna and 
David F. Fitzgerald. 

Deater RetaTtions—Harold A. 
Lanphear, chairman; Eugene B. 
Moone, John H. Ahr, Frank J. Kohl 
and Samuel White. 

InTerinpustTry Sarety—Walter E. 
Winters, chairman; Charles Stein- 
gold, Joseph L. Nunes and Louis E. 
Baker. 

Pusuic Retations—Harold A. Lan- 
phear, chairman; Charles W. Criss, 
Frank P. Lamb, John H. Ahr and 
Julius L. Abrams. 

By-Laws ann CONSTITUTION— 
Thomas A. Clarke, chairman; 
Frank A. Kohl and Berthelot A. 
Leclaire. 

Reso.utions—B. A. Leclaire, 
chairman; Thomas A. Clarke, Philip 
A. Desrochers, George Harrison and 
Fred W. Smith. 

Lecistative—Romeo D. Asselin, 
chairman; Robert W. Pierce, 
Thomas A. Clarke, George M. West- 
lake, Leo B. Carey and C. George 
Stefano. 

Soci. — Julius L. Abrams, chair- 
man; Frank J. Kohl, co-chairman; 
Frank L. Hurd, Wallace A. Sefsick, 
Ellis P. Hawkes jr., Fred G. Halbig, 
Alfred J. Ratier, E. M. Caldwell 
jr.. Romeo D. Asselin and William 
A. Mambro. 

Avortinc—Edward B. Jones, chair- 
man; David F. Fitzgerald and 
Joseph L, Nunes. 

Robert W. Pierce was renamed 
editor of the RIADA news bulletin. 
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ted by the factories, who signed 
most of this advertising with the 
words—“See your nearest (name of 
car) dealer.” 


Therefore, it is any wonder that 
the public, all these years, did not 
consider that it made a difference, 
to them, where they bought their 
car as long as they bought the car 


advertised ? 
o” x * 


It’s in the Name 


vy. . we have had the freedom 
for almost a year to devote our 
advertising expenditures to direct 
people to our place of business few 
are taking the advantage of the 
opportunity. 

As a businessman, your only nat- 
ural monopoly is your firm name. 
The basic strength of your institu- 
tion is not the product you sell in 
competition with other dealers, but 
the integrity and reputation your 
business enjoys. 


The main purpose of all retail 
advertising, particularly automo- 
bile dealers, is to develop public 
acceptance. Remember, a good 
reputation never comes automat- 
ically, at least to a degree, that 
we can cash in on it during a 
normal lifetime. A good reputa- 
tion must be earned, It can’t be 
bought, But we cannot rest with 
satisfied customers for our repu- 
tation. 

In this competitive market satis- 
fied customers aren’t enough. They 
die or move away. Young people are 
growing up, new people are moving 


jin. New competition is too aggres- 


sive to enable us to rest on our| 


laurels. We must, at every oppor- 
tunity and by every means possible, 


| pyramid recommendations of our 
| satisfied customers so that all will 


know there are preferred places to 


buy automobiles and automobile} 


maintenance. 
We must do this for the further 


| 
| 


reason that the customers we satis- | 


fy take good treatment for granted. 


The few that are dissatisfied make | 


it an issue and talk more and 
counteract the influence of those we 
have served satisfactorily. 


As evidence that dealers do not) 


recognize these new opportunities, 
one dealer asked this morning, 


|\“What do you mean the factories) 


have eliminated the advertising? 


They only removed it from the bot-| 


tom of the invoice and added it to 


the price of each unit. The only) 
thing that was eliminated is the) 


dealer’s voice in how it was spent.” 


We won't debate how much voice 
the dealer had in influencing co- 
operative advertising, But if you 
will just stop to consider, adding 
the advertising cost to the list not 
only eliminated the necessity of 
absorbing the advertising cost, but 
it gets the dealer his historic dis- 
count on that additional list price. 

It also leaves him free to spend 
his advertising money where and 
when it will do him the most good. 
It also gives him a strong argu- 
ment for lower local advertising 
rates. He has paid the additional 
expense of the national rate when 
the advertising was handled by the 


factory. 


Sating the Appetite 
H® IS getting the opportunity to 
promote his only natural mon- 
opoly, his good name, as a preferred 
place to buy cars. ven the fac- 
tories recognize this situation. L. F. 
Desmond, sales vice-president of 
Dodge, after describing the fac- 
tory’s advertising as whetting the 
appetite of prospective buyers, said 
that all that remains for the dealer 
to do locally is to convince his 
prospects that his salesroom is the 
best place in the world to satisfy 
that appetite. 

Another illustration that dealers 
do not yet appreciate the signifi- 
cance of this freedom on their 
own promotion was illustrated 
when one line of dealers located 
in a large city assessed them- 
selves for a billboard campaign 

(Continued on Page 70, Col, 1) 
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Check Fraud Artist Fails 
To Bilk N. J. Dealer 


NEWARK, N. J.—A man who 
gave his name as Steve Rene 
Gamache, failed in an attempt to 
give a New Jersey dealer a 
worthless check for a 1957 Cadil- 
lac. The dealer found out the 
customer had no account at the 
bank on which he had drawn 
the check. 

The suspect uses the aliases 
James Alteria, Rene Gamache and 
Rene James Gamache and is 
reported to travel widely. He 


3 


To California Cuts 
In Chevrolet Price 


OUTHERN CALIFORNIA 
sources reported last week that 
the 15 percent price cut announced 


gave two home addresses, 236 | by Chevrolet dealers laid an egg, 

Custer Ave. and 150 South St., | while the Northern California deal- 

ers claim terrific reaction. 
Meantime, Northern California- 


both in Newark. 








Officers, Directors Elected in Idaho— 


New officers and directors of the Idaho Automobile Dealers Assn. are, seated, from 
| left, G. J. Kramer (Pontiac), Coeur d’ Alene; Rulon Browning (Pontiac-Cadillac), St. 
| Anthony; Marvin Webb (Buick), Lewiston; W. Fisher Ellsworth (Dodge), Idaho Falls, 


president; Frank C. Bevington (Buick) Nampa, immediate past president; Fred Lillge | 
(Ford), Boise; and Wilson Churchman (Ford), Jerome. Standing: Kenneth L. McNew | 
(Ford), Buhl; Bob Flandro (Ford), Pocatello; Keith Gentry (Ford), Weiser; L. B. Myers | 


(Lincoln-Mercury), Pocatello; Clare Walker (Chevrolet), Kellogg; Leo J. Mason (Buick), 
Caldwell; Leon L. Weeks, secretary, Boise. Frank Gaffney (Chevrolet), Orofino, the new 


vice-president, is not pictured. 





Kansas Dealers Act... 


False Ad Fight Ordered 


By George M. Hunholz 
Staff Correspondent 

TOPEKA, Kans.—Directors of the 
Kansas Motor Car Dealers Assn. 
have voted to take action in cases 
of false or misleading advertising 
by dealers. 

The directors voted at their 
spring meeting here to refer “ob- 
viously misleading” advertising to 
the state attorney general for 
prosecution. Kansas has a law 
against unethical advertising, 

The group praised efforts of 
NADA President Frederick Sutter 
and Executive Vice-President Fred- 
erick J. Bell to stamp out practices 
which are detrimental to the fran- 
chise system of retailing motor 
vehicles. 

The directors recommended that 


Chicago Slates 


Show Drawings 


CHICAGO.—Drawing for passen- 
ger car exhibit space for the 50th 
Annual Chicago Automobile Show 
will be held at a luncheon June 13, 
at the Drake Hotel. 

Each passenger car exhibitor has 
received an application for exhibit 
space and a request to designate 





the approximate amount of space} 


desired. 

This year’s show, to be held Jan. 
4-12 at the International Amphi- 
theatre, will have the “Golden An- 
niversary” as its theme. The new 
exposition hall of the Amphitheatre 
again will be used for passenger 
ear display. 


Group of Vermont Dealers 


Will Close on Sundays 


BURLINGTON, Vt. — New and 
used-car dealers in Chittenden 
County have decided to close their 
establishments on Sundays “so that 
our employes may attend church 
and spend Sundays with their fami- 
lies.” 

In a newspaper ad announcing 
the policy, the dealers urged the 
public to “make it a point to attend 
the church of your choice every 
Sunday.” 





those dealers who continued such 
practices be barred from NADA 
membership. 

“Let’s forget volume membership 
and concentrate on quality mem- 
bers,” a past president declared. 
“The emblem of NADA in the 
window of an automobile dealer 
should tell the public that the 
dealership can be depended on for 
honesty and integrity. 

“We can’t get much lower in the 
eyes of the public, and it is all due 
to a very small segment which is 
trying for the quick buck.” 


The directors endorsed the ac- 
tivities of its legislative commit- 


tee in sponsoring legislation which ~ 


new requires a sales tax on all 
motor vehicle sales, Previously, 
those made between individuals 
were exempt. 

Of the more than 1,000 bills in- 
troduced at the recent session of 
the Legislature, more than 200 in 
some manner affected car dealers. 
None considered detrimental to the 
industry was passed, the directors 
were told. 





Nevada Pontiac dealers followed 
the Chevrolet lead, announcing 
price cuts of $277 to $355, effective 
May 30, 

The price cuts come out of the 
dealer margin. While they are not 
factory-sponsored, a rumor going 
around auto circles in Los Angeles 
is that the Chevrolet dealer action 
was masterminded by the factory 
preliminary to a nationwide effort 
to regain the top position in sales 
from Ford. 

* * * 
| THIS respect, the Southern 
California Ford Dealers Adver- 
tising Assn. brought up the possi- 
bility of a price-fixing violation of 
the trust laws. 

When asked for comment, Edith 
Lane, secretary and a member of 
the board of directors, said: 

“We have nothing to do with 
fixing prices. You will have to call 
the Ford Motor Co.” 


In the past, action of dealer as- 
sociations relative to price agree- 


'|}ments have been under scrutiny of 


the Justice Department. 
= + > 


[peers their sniping at the 
Chevrolet action, Ford dealers 
in Southern California—who asked 
not to be identified—said a price 
cut may be forthcoming if their 
sales soften and the Chevrolet move 
“rings the cash register.” 

Meanwhile, the Plymouth Deal- 
ers Assn. of Southern California 
met in closed session and, among 
other things, discussed competi- 
tive advertising. 

The association opened a “Go- 
Getter” contest for salesmen at the 
meeting. 

Prizes worth $35,000 and including 
mink stoles, television sets and 
holidays at Las Vegas were offered 
by the dealer group. The contest, 
which runs through July 31, has 
Fury, Belvedere and Savoy divisions, 

Plymouth dealers plan no price 
campaign, said Lou Jabro, secre- 
tary-manager of the association, 

“We don’t have to cut prices to 
keep Plymouth in third spot,” Jabro 
said. 

7 * * 
N THE other hand, Charles 
French, president of the North- 
ern California Plymouth Dealers 
Assn., said his group “would give 
(Continued on Page 66, Col, 3) 





NADA Board Discusses 
Territory Security Issue 


WASHINGTON. — A discussion 
of territory security will open a 
three-day meeting of NADA’s 
board of directors here this week. 

NADA has asked dealers to let 
their directors know how they 
feel on the issue, Surveys have 
indicated a 50-50 split and factory 
spokesmen have branded territory 
security unworkable. 





On the House .. . 


into trouble . 


Wemhoft 





Summer time’s here again; are you familiar with 
rules governing the employment of minors in your 
dealership? If not, better find out before you get 
. . NADA’s directors meet this week 
in Washington for some big decisions. . 
the times: With several exclusive Plymouth dealer- 
ships opened in the area, Detroit. association has 
established a Plymouth directorship; 
named is Frank Pepp, of suburban Royal Oak... 

Henry Ford II paid a glowing tribute to Lew 

Crusoe upon his retirement as Ford executive 

vice-president. Also told company stockholders 

that “when—and only when—volume justifies it, 


. Signs of 


first to be 


additional dealers for the new Edsel line will be selected and ap- 


pointed” . 


. George Haberfelde, Ford dealer, has been named 


“Citizen of the Year” by the Bakersfield (Calif.) American Legion 
. .. Frank Williamson, treasurer of Ohio dealer association, has 
been appointed and confirmed to the state dealer licensing board... 
Now that many of the state legislatures have concluded, have you 
thanked your legislators for things they’ve done in auto dealers’ 


behalf? It’s not too late to do it even now.. 


. Harold Lanphear is 


lending a hand to the Rhode Island association he served so many 


years. 


—Pertre Wemuorr, Editor, 
Automotive News 
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Chrysler, GM Fall Off - - Used-Car Bulletin from Detroit . . . 4. 2 Million Cars, £ 


Ford, AMC Increase Latest Auction Prices _|| Trucks Scrapped 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) °56 Rat Record 
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548,609 564,272 0.29; Hudson, 0.09; Lincoln, 0.01 and Sweden, 3,793 (7.8 percent) ; Italy, crease in any province, he noted. ~ anaes acaee tas 
454 (0.9 percent); Canada, 219; Bel- “= 2 G 1'238,918 1'273.263 23 
Further Details on Page 48. Continental, 04. i 189; Netherlands, 57; Czecho- . . Ia. ‘S315 14 "337,329 —O.L 
—Roseet M. Lienert. |S 0m a 21. a Sales Drive in U. S. - 4 os 
slovakia, 21; Australia) Denmark — a ieee os 
. and Russia, one each (seven coun- Planned by Volvo i 1.194.864 1,201,480 0.6 
tries combined, 0.9 percent). NEW YORK.—Volvo will step up| ™2™*- 1,047,764 1,077,841 a8 
April’s car export total of 15,- | sales activities in the U. S. in the| fz: “a 60a sas 
423 trailed both the previous | next 12 months, according to Per| Me. 322,674 344,690 6.8 
month, with 16,492, and the same | Ekstrom, financial director of Volvo,| M4. | asanane . ao 
1956 month with 22,936. a. arrived here last week from| wich, 3.114.101 3,138,467 08 
Of the 62,375 cars exported in en. Minn, Si ,425, J 
the initial four-month period, 8,182} “Ekstrom said Volvo was “grati-| Mis*- a aenaee A = 
went to Canada. This was far below | fied” by the way foreign cars in| wont, 336,094 "347,030 83.3 
general—and the Volvo in particu- Neb. one eee canoes “34 
Foreign Pa lar—were being accepted in the U.S. N. it. 212,482 : 225,341 6 
= eepeeeenyeoetneramer N. J. _—-2,060, ,148,688 \. | 
e ° N. M. 351,279 © 3.3 
. ® U phold Title Office N.Y. 4,642,728 4,804,658 3.5 
Registrations ; S| NG Masnin iste 
All states for April: I rt M ich. Dealership oho F 3,525,049 3,678,638 43 
- Fes. | LANSING.—The Michigan Su-| Ore ete Sarees 8.1 
1— 6335 Volkswagen  4,813—1 | Preme Court last week upheld the| _™; "308148 "317.196 3.9 
“2 1445 Renault * |right of the secretary of state to| s. c 782,187 811,202 3.7 
3— 1,300 MG $10—4 | locate an auto license and titleoffice| 8. D. ‘ a. ‘ — iy 
‘4— 1,102 English Ford * | in a new-car dealership. Tex. 3,868,962 3,938,472 1.8 
5— 852 Metropolitan 519—2 Reversing a circuit court decision,| Utah 336,157 352,784 4.9 
* Austin-Healey 349—3 | the high court threw out a suit by ve. ‘ aes . aan or 
* Jaguar 310—4 |the Mason County Automobile} we,  1'163:544 1/204, 3.6 
4,355 Miscellaneous 1,785 Dealers Assn. The plaintiffs charged| w. Va. 552,338 ‘ ee1,008 5.3 
Total All Makes that they were put at a competitive) Wis. eee ‘sae os 
15,898 8,086 disadvantage when the state as-| p' oto. 197,061 201,011 2.0 
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“,..completely satisfied our needs 


and those of our customers” 


says MR. KARL WISELOGEL, president 
W & W Motors, Inc., Lincoln-Mercury 
dealer of Panama City, Fla. 








“With an Air Base and Naval Laboratory nearby our 





business is largely with service personnel. We must 






have a national financing organization. Ten years 
ago we selected ComMMeRcIAL Crepit. They have 
provided us fast and accurate credit action no matter 








how frequently our prospects have changed address. 
They have assured our customers convenient 







service no matter where they are reassigned. We 
rely on COMMERCIAL CREDIT just as much as we rely 
on the suppliers of our cars. They have completely 
satisfied our needs and those of our customers.”’ 








Commercial Credit dealers 
are successful dealers 










Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 












we \ MMERCIAL CREDIT CORPORATION 
Catt ar rvice offered th h subsidiari f th 
ie: service ere rough subsidiaries o e 

cereal Commercial Credit Company, Baltimore . : . Capital 


AS and Surplus over $200,000,000 . . . offices in principal 
“s cities of the United States and Canada. 
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But More Air Conditioners are Seen... 
_ 


Air Cooling Boosts Vapor Lock 


(Continued from Page 2) 
French light cars in the next five 
years are better suspension systems 
and noise-cutting features. 

3. Advice for those who would 
drive at sustained high speeds was 
given a tire company engineer— 
get tires built to carry the load and 
keep them properly inflated. 

4. A Mack Truck engineer said 
the diesel engine will continue to 
be the foremost source of power 
for heavy-duty commercial ve- 
hicles through all the foreseeable 
future. 

Lillard and Lipscomb saw a need 
for their study of vapor lock in 
the wider use of air conditioners. 

They noted that air conditioners 
were used in 4 percent of all new 
cars in 1956, By 1962, they said, “It 
is expected that about 25 percent of 
all new cars will be air conditioned 
and that one car of every nine on 
the road will be air conditioned.” 

They said their tests on 29 new 
cars showed the installation of an 
air conditioner reduced fuel volati- 
lity limits and these limits were 
reduced still further when the air 
conditioner was in operation. 

Two General Motors engineers 
reported on a simplified method of 
determining vapor lock tendencies 
in fuels. 

John D. Caplan and Charles J. 
Brady said they use a modified 
Reid Vapor Pressure Apparatus to 
measure the vapor pressure of gas- 
oline under conditions similar to 
those in a car’s fuel system. 

The GM gas turbine discussion 
was the work of William A. Turu- 
nen, head of the research staff's 
gas turbines department; Robert 
Schilling, Chevrolet research and 
development chief, and E. L. Baugh, 
chief engineer for Cadillac’s Cleve- 
land ordnance plant. 

They said gas turbines are “prac- 





Pontiac Dealer 
Sues Line Group 


For $750,000 


(Continued from Page 1) 
defendants combined unlawfully to 
fix and maintain prices. 

= ” > 

EPRESENTING Sheldon Pon- 

tiac is Danzansky & Dickey, 
Washington counsel of the National 
Independent Automobile Dealers 
Assn. and the firm which repre- 
sented two used-car dealers, Don 
Schmid and Johnny Eagle, who 
won a $250,000 out-of-court settle- 
ment of a trust case against new- 
car dealers in Wichita, Kans. Local 


counsel in the New Brunswick case | 


is Jacques Lederman. 

In the Sheldon suit, it is al- 
leged that the defendant Pontiac 
dealers combined to persuade 
Pontiac division to cut back the 
supply of new cars to Sheldon, 
that they combined in a service 
boycott against Sheldon and that 
they packed prices, printing and 
distributing a green sheet listing 
prices higher than those sug- 
gested by the factory. 

The suit charged that the de- 
fendant dealers met and framed a 
letter to Harlow H. Curtice, presi- 
dent of General Motors, in which 
the dealers threatened to resign as 
a body unless steps were taken by 
the factory to restrain Sheldon 
Pontiac. 

Subsequently, Schiffman charges, 
he was called into the Pontiac zone 

office and told that his allotment 
of new cars had been cut. 
© . - 
suit asserted that Sheldon 
Pontiac adequately served his 
own zone of influence and ex- 
panded his activities into the areas 
of other dealers. 

Schiffman has been a Pontiac 
dealer since July, 1954, and pre- 
vious to that was a used-car 
dealer for 10 years. He said that 
he had won several zone sales 
a’ including the 1955 na- 
tional award for the most sales 
in his district and the Knudsen 
award in a contest just closed. 
The suit charged that the action 
of the defendants injured the pub- 
lic as well as the plaintiff. The 
plaintiff alleged he was injured to 
the extent of $250,000. Treble dam- 
ages were sought. 

Also sought was an injunction 
against the alleged practices. 





tical and feasible” for heavy duty 
and military vehicles with “no ad- 
ditional engineering break-throughs 
required.” 

Turbine-powered trucks will be 
able to haul much more than the 
same class of trucks with conven- 
tional engines, they said, They told 
of a Chevrolet which carries 15,000 
pounds more than a conventional 
truck of about the same class. 

The discussion of what lies ahead 
in French cars was given by Fer- 
nand L. Picard, Renault engineer- 
ing director. © 

He said that limited fuel sup- 
plies, lack of capital for drastic 
changes in design over short 
periods and traffic conditions will 
limit changes in the five-year 
period he discussed. 

Picard found little need for power 
steering due to the light weight of 
the French cars. He also looked for 
the use of the unit frameless body 
to continue and steel to be the dom- 
inating metal in those bodies. 


Rubber Co., listed the effects of 
high speeds on tires—rapid flexing 
of the tire and heat build-up, which 
strain the tire. 

“For a given load, best high-speed 
performance will be secured with 
a tire as large as is practical to 
use,” Hershey said. Larger tires 
revolve fewer times per mile and 
run cooler. 

Bernard Ucko, design analysis 
engineer, Mack Trucks, Inc., had 
the optimistic outlook on the fu- 
ture of the diesel engine. 

He foresaw design modifications 
to meet the changes of the future, 
with improved fuel economy and 
reduction of weight through use of 
light metals. 

W. J. Simpson, managing en- 
gineer of Chrysler Corp.’s organic 
materials laboratory, told of pack- 
ing seven years’ wear on rubber 
parts into a three-day test. 

Test tubes containing samples 
of the rubber are dipped into 


M. P. Hershey, Firestone Tire &!| bubbling oil or suspended in 








1911 


Again at Indianapolis... for the 34% 


RAY HARROUN 
74.59 m.p.h. 


JULES GOUX 
75.93 m.p.h. 


*1913 *1920 





electrically heated aluminum 
blocks at temperatures ranging 
from 212 to 450 degrees, he said. 


H. T. Mueller, Ethyl Corp. Re- 
search Laboratories, Detroit, told 
of new devices to measure friction 
inside auto engines. 


One instrument is designed to in- 
dicate pressure inside the cylinder. 
The reading is compared with 
known reference pressures. 


An “average-cycle counter” was 
devised to give an average of the 
variations in peak cylinder pres- 
sure as the engine runs. Readings 
relate cylinder pressure to crank 
angle time in the operating cycle. 

Mueller said the data obtained 
with the two instruments “make 
it possible to calculate true engine 
friction.” He said the friction 
figures are available in a wide 
range of auto research projects. 

Operating noises that bother auto 
owners give engineers even more 
trouble, according to Frank Her- 
zegh, B. F. Goodrich Co., and L, E. 
Muller and Elmer Greene, Buick. 

The three talked of using still 
and high-speed cameras, accelero- 
meters, loudspeakers and a host of 
other devices in efforts to trace 
and combat noises. 


Herzegh said it is impossible to |a foot to build the bad roads. 





GASTON 1921 TOMMY MILTON 
CHEVROLET 89.62 m.p.h. 
88.62 m.p.h. 





1922 


— 


eliminate all thumping at the 

current state of the tire-building 

art. 

Muller and Greene said use of 
shorter drive shafts in 1957 modelg 
had eliminated some rear-end 
noises noticed in 1956 cars. 

Laboratory testing of cars ig 
faster, more revealing and far more 
accurate than road tests, Richard 
N. Shields, Ford Motor Co., said. 

In an inertia wheel test, he said 
it was possible to tell what happeng 
inside an engine when it is called 
upon to accelerate a 4,500-pound 
car to 60 miles an hour from a 
standing start in 10 seconds. 

He said laboratory tests “elim. 
inate the mechanical will-o’-the. 
wisp of average or normal driving.” 

J. H. Henkel, Robert E. Thibo- 
deau and George A. Tuttle said 
they are equipped to test internal 
combustion and turbine engines of 
from 50 to 1,400 horsepower. 

Among other testing equip- 
ment described were the “bad 
roads” built by Ford to repro- 
duce wear given cars by their 
owners. 

R. W. Gaines and W. A. McCon- 
nell said it cost as much as $1,000 
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the Race of tires | 













1 BILLY ARNOLD 
100.44 m.p.h. 


LOUIS SCHNEIDER 
96.62 m.p.h. 


1931 1932 


FRED FRAME 
104.14 m.p.h. 


193 


104.16 m.p.h. 


LOUIS MEYER 1 


SAM HANKS, 1957 Indianapolis winner at 135.601 m.p.h. says: 


“*The pressure gets worse at Indianapolis every year, but I’ve got to admit 
that Firestone stays right on top of it. When you run at the speed I did, with 
the top cars pushing you all the time, you bless Firestone every foot of the 
way. And another thing, 6n the highway I have Firestones on my own car, 
because Firestone knows more about rubber than anybody else in the business.”’ 





WILD BILL 
CUMMINGS 
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GEORGE ROBSON 
114.8 m.p.h. 


MAURI ROSE 
116.33 m.p.h. 


1947 1948 


MAURI ROSE 
119.813 m.p.h. 


BILL HOLLAND 
121.327 m.p.h. 


1949 


1950 


JOHNNIE PARSONS 
124.002 m.p.h. 


1951 
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But Truck Output Sags e% 


By Martin L, Whitmyer 
Staff Writer 

ANADIAN car output totalled 
184,303 units during the first five 
months of this year, or 2.6 percent 
above the 179,647 units turned out 
during the same period a year ago. 
Truck assemblies during the 
1957 period totalled 37,058 units, 
or 14.4 percent fewer than the 
43,219 units produced during the 

first five months of 1956. 

Despite the truck decline, overall 
car and truck assemblies were only 
1.1 percent below the year-ago 
period. The six Canadian auto man- 
ufacturers turned out 221,361 cars 
and trucks during the first five 
months of this year, compared with 










25,000th Imperial Produced— 


= The 25,000th 1957 Imperial, representing more than twice the 1956 production, rolls | 223,866 vehicles during the January- 
C off the assembly line at the Chrysler division plant in Detroit as E. C, Quinn, left,| May period of 1956. 

ae president, and C. E. Briggs, sales vice-president, shake hands over the hood. Although ca ; 

$1,000 ENERAL MOTORS, which was 


Imperial’s custom production line has been running at capacity since before the 1957 
models were introduced, the company says a backlog of 9,000 orders is on hand. 
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closed down during January a 
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4onsecutive 50O” 


S Won On 


Ihe blazing 500-mile grind around “The Brickyard” is 

wpreme test of tire engineering. No laboratory can reproduce 
is brutal demands on safety and endurance. No one has learned 
a much from Indianapolis as Firestone. And the proof is this: 
lor 34 successive races the “500” has been won on Firestones! 








When a race driver buys tires lie is buying life itself. That’s why he 
puts his money on Firestones. There’s a hint in that for the driver of 
the family car. True, he doesn’t give his tires race-track punishment 
~but he runs them far longer! With the family aboard, tire traction, 
freedom from skidding, and blow-out protection are even more vital. 
Why is Indianapolis important to you? Because that 500 miles equals 
,000 miles of ordinary tire wear! Under the fantastic pressures of 
the “‘500,”” our engineers have learned more about rubber compound- 
ing, tread design and cord strength than any laboratory research 
could reveal. The result: dollar for dollar, Firestone tires, like the new 

restone Nylon “500,” are the longest lasting, smoothest running, 
tafest tires on wheels! Your family deserves a set. You can buy them 
o# convenient terms at your nearby Firestone Dealer or Store. 


Firestone 
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BILL VUKOVICH 
130.840 m.p.h. 
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As 953 tos. 74 m.p.h. 


TROY RUTTMAN 
LARD 1952 


128.922 m.p.h. 
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Canadian Car Makers 
Top *56 Auto Pace 


year ago due to a strike, led the 
other four car producers in the up- 
ward swing in car manufacturing. 
GM turned out 81,817 cars dur- 
ing the first five months of this 
year to record a 46.8 percent im- 
provement over the 55,719 units 
turned out during the same period 
of 1956, Truck output, however, 
was down from 16,404 units a year 
ago to 15,505 this year—a 5.5 per- 
cent decline. 

All other manufacturers — Ford, 
Chrysler, American Motors, Stude- 
baker-Packard and International 
Harvester—produced fewer cars and 
trucks than a year ago, 

Ford Motor Co, turned out 56,942 
cars during the first five months of 
1957, or 10.8 percent fewer than 
the year-ago total of 63,805, Ford’s 
truck assemblies slid 20.1 percent 
this year as it turned out 11,884 
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*1941 “Hove pavis 
115.117 m.p.h, 


*NO RACES DURING 
THE WAR YEARS 


units, compared with 14,874 trucks 
a@ year ago. 
+e * 

CO* THE volume makes, Chrysler 

Corp. suffered the greatest loss. 
Its output of 41,633 cars during the 
first five months of this year was 
19.8 percent below the same period 
a@ year ago, when it built 51,888 
units, while its production of 3,629 
trucks was 31.6 percent off the 5,306 
units turned out during the Janu- 
ary-May period of last year. 

AMC’s output of 1,266 cars this 
year was off 62 percent from the 
3,333 cars turned out a year ago, 
while S-P output dropped 46 per- 
cent—from 4,902 cars a year ago 
to 2,648 during the first five 
months of this year. 

I-H, the only exclusive truck 
manufacturer in Canada, turned out 
6,043 units this year, as compared 
with 7,635 a year ago—a 20.9 per- 
cent decline from 1956. 


Jacobson Sees 
Difficulties in 
Territory Security’ 


(Continued from Page 2) 


two out of every three new cars 
are scld in those areas.” 

As metropolitan areas continue 
to sprawl outward, he said, terri- 
tories to which exclusive agree- 
ments might be applied are steadily 
becoming fewer. 

Jacobson continued: “Then there 
are the problems that might arise 
in connection with the purchase of 
cars by fleet operators or leasing 
companies —and the later appear- 
ance and registration of those cars 
in local communities, This phase 
of the business has grown steadily 
in the last 10 years, and it might 
present some entirely new compli- 
cations in administering a system 
based on territorial security.” 


Jacobson said that no factory can 
control the amount of competition 
from other makes in any marketing 
area, but that it does have some 
control over the amount of local 
competition that comes from too 
heavy a concentration of its own 
dealers selling its own products. 

“Every time a factory makes 
an agreement with a new dealer 
and every time an established 
dealer goes out of business, the 
factory has an opportunity to 
modify its dealer organization to 
fit changed conditions in local 
markets,” Jacobson said, 

In discussing new-car prices, 
Jacobson said that criticism has 
been directed at the industry “from 
many quarters, not the least im- 
portant being some automobile 
dealers themselves.” 

Facts on prices talk for them- 
selves, Jacobson said, quoting BLS 
studies which show that since 1950 
car prices advanced 20 percent 
while average weekly earnings of 
production workers increased 40 
percent. 

In 1947, Jacobson said, it took a 
production worker 981.4 hours to 
earn enough to buy a Plymouth 
four-door sedan with standard 
equipment. Today, he said, it takes 
the same worker only 915.6 hours 
to buy a comparable car. 


Prices seem higher, Jacobson 
said, because more customers are 
buying such optional equipment 
as eight-cylinder engines, auto- 
matic transmissions, power 
brakes, power steering and air 
conditioning. 

Jacobson also took to task the 
critics of current auto design. 


“It has become fashionable in 
certain quarters to suggest that the 
automobile industry has failed to 
understand the needs and desires 
of the American public—that what 
people want is smaller, simpler, 
plainer cars, with more modest 
performance characteristics,” Jacob- 
son said. 

“All of us know the answer to 
that one. People can buy smaller, 
simpler cars if they wish. But what 
most of them actually do buy is 
the car that has the roominess, the 
comfort and the appearance they 
associate with American automo- 
biles.” 


Furness Founds Firm 


NEW YORK.—Stanley S. Fur- 
ness has formed a manufacturers’ 
representative firm, Stanley S, Fur- 
ness Associates, 120 Wall St. New 
York 5, N.Y. 
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CENTRAL REGION: 
Cleveland District Mgr., 


George F. Walters 
N.B.C. Building, Cleveland 14, Ohio 
TOwer 1-0800 


Detroit District Mgr., Harley F. Riley 
6200 West Warren Avenue, Detroit, Michigan 
TYler 8-9822 


Columbus District Mgr., John H. Scharnhorst 
Beacon Building, 50 W. Gay St., Columbus 15, 
Ohio, CApital 8-5251 


indianapolis District Mgr., Hiller A. Pries 
414 Guaranty Bldg., 20 N. Meridian St., 
Indianapolis, Indiana, MElrose 5-5421 


EASTERN REGION: 


District Mgr., Matcoim R. Fuller 
New England Industrial Center, P.O. Box 27, 
Needham Heights 94, Massachusetts 
NEedham 3-5705 





THE CAR AHEAD IS EDSEL 


New York District Mgr., Patrick A. Brescia 
158 Linwood Plaza, Fort Lee, New Jersey 
WIndsor 4-5500 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Syivester 
The Romax Bldg., 731 James St., Syracuse, 
New York, GRanite 4-7551 


Washington District Mgr., Emerson Planck 
Insurance Bldg., 2116 | Wilson Blvd., Arlington, 
Virginia, JAckson 4-2400 


MIDWEST REGION: 


Chicago District ae D. Edward Manning 
1900 Esquire Bldg., 65 East South Water St., 
Chicago 1, Illinois, ANdover 3-7788 


Des Moines District Mgr., Louis A. Wehde 
300 Fleming Bldg., Sixth and Walnut, 
Des Moines, lowa, ATlantic 8-2165 


Kansas City District Mgr., Ellwood S. Gross 
4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 


new member of the Ford Family of Fine Cars 


every! 


St. Louis District Mgr., A. E. Jacobsen 


Meramec Bldg., 111 S. Meramec Ave, 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnson 


3033 Excelsior Blvd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 


Atlanta District Mgr., Roy A. Biount 


1330 West Peachtree St., N.W., Atlanta 9, 
Georgia, TRinity 5-8721 


Dallas District Mgr., Robert J. Sanford 


1120 Mercantile Securities Building, Dallas |, 
Texas, Riverside 1-3171 


Houston District Mgr., George O. Simmons 


211 Melrose Building, Houston, Texas 
CApital 8-7571 


Jacksonville District Mgr., J. D. Flynn 


915 Prudential Building, Jacksonville, Florida 
EXbrook 8-1581 ] 











yEDSEL dealer will have plenty of 
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Memphis District Mgr., William W. Sugg 
1200 Edway Building, 147 Jefferson Ave., 
Memphis, Tennessee, JAckson 5-5601 


New Orleans District Mgr., Claiborne H. Weigand 
330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana, RAymond 1 


WESTERN REGION: 


Denver District Mgr., Harry M. Pritchard 


Detroit Building, 2727 E. Second Ave., 
Denver 6, Colorado, DUdley 8-4171 


Los Angeles District Mgr., Paul W. Pursiley 
291 So. La Cienega Blvd., Beverly Hills, 
California, OLympia 2-2444 


San Francisco District Mgr., Wallace E. Boyer 


209 World Trade Center, San Francisco 11, 
California, YUkon 6-5403 


Seattle District Mgr., Richard J. Siewers 


521 Second Ave., West, Seattle 99, Washington 
MUrdock 7920 


Not only will its dealers have more to sell in the Edsel — 
they'll have more room to sell it in. The Edsel Division 
has surveyed and studied every single market in the 
country to provide each Edsel dealer a maximum slice 
of the market without being crowded. Priced from just 
above the lowest to just below the highest, with more 
that’s new than any new car has ever had, the Edsel 


represents an historic opportunity in automobile selling. 


How Accredited Edsel Dealers Are Being Selected 


While our initial dealerships will only number around 
1,500, we now have over 4,250 direct inquiries. How- 
ever, we are well aware that except for the car itself, 
nothing will affect the Edsel’s future more than the caliber 


elbow room 


of the men who become Accredited Edsel Dealers. We 
are determined, therefore, to secure the strongest group 
of dealers a new car has ever had. 


The purpose of these advertisements is to make certain 
that we reach all qualified men: 


Men who have the capacity to do things better than 
they’ve ever been done before — because this is the 
whole philosophy behind the Edsel automobile. 


Men who have the character that secures friendly 
cooperation from employees and trust and goodwill 
from customers. 


Men who have or can obtain the capital it takes to 
do this job right. 


If you are such a man, or if you know of such a man, 
we urge you, in your own interest, to get in touch with 
our nearest Edsel District Office as soon as possible. 


EDSEL DIVISION @ 


FORD MOTOR COMPANY 
P.O. BOX 637, DEARBORN, MICHIGAN 
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AUTOMOTIVE WASHINGTON 


Pressure Groups Fight 


Increase in Road Plan 


By William Ullman 
Washington Correspondent 
ASHINGTON pressure groups are lining up in a hurry 
to discourage an increase in the proposed 41,000-mile 
Federal interstate highway system. The frenzied reaction 
followed a surprise vote by the Senate roads subcommittee 
to add 7,000 miles to the primary road network, bringing 
the total mileage to 48,0009". : ad 
miles. The Senate plan would , 
also extend construction time 
from 13 years to 20 years. 
Leading the fight to hold the 
highway program at par is the Na- 
tional Highway Users Conference, 
which frankly admits the Senate 
action caught it off guard. But 
while NHUC has lost a round, it 
hasn’t gone down for the count. 
William S. Richardson, NHUC 
chairman and president of B. F. 
rich Co., says the reason be- 
hind the Senate vote “seems ob- 








The Federal government 
will put up $90 
for every $10 pro- 
vided by the 
states for an In- 
terstate Highway. 

In the case of 
other Federal-aid 
roads, states have 
to fork over half 
the cost. As a re- 
sult, the tempta- 
tion is over- 
whelming for 
states to get the 
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roads they need included in the| network; it is anyone’s guess what/a probe of fiscal policy and the 


interstate network. 

Just as candidly, Richardson 

pointed out that more Federal 
spending is likely to mean more 

Federal taxing, and might touch 
off another round of state in- 
creases, too. “Highway users 

feel that they have bought, in the 
present program, all they can af- 

ford just now,” he warned. 

Several months ago, when it was 
announced that an additional 1,000 
miles would be added to the 
Federal system, states applied for 
nearly 8,000 miles. 

This meant saying no to most of 
the applications, and the Senate 
hates to say no, particularly to a 
state. Presumably, the new Dill 
would say yes to all of them. 

Opponents of the bill have one 
strong argument in their favor. If 
Congress establishes a precedent 
for raising the limits on the inter- 
state system every time a state re- 
quests it, there may be no end in 
sight. 

By 1960, we could be talking in 
terms of a 60,000-mile Federal road 


Gillespie Takes Ford 
Gillespie Ford Factory Outlet has 
held grand opening at 4020 Broad- 
way, San Antonio. 


it might be by 1970. 
* * *# 


Vehicle Registration Up 


A TOTAL of 65,212,510 motor 
vehicles were registered in the 
U. S. during 1956, according to the 
Bureau of Public Roads, This 
represents a gain of four percent, 
or about 2.5 million vehicles, over 
1955. 

The 1956 total included 54,332,295 
passenger cars, 10,625,536 trucks 
and 254,679 buses. 

* + * 


Money Studies Planned 


HE amateur economists on 
Capitol Hill have begun a whole 
series of hot-weather investiga- 
tions of taxes, the credit scarcity, 
inflation and government spending. 
The first hearings were opened 
last week by Rep. Wilbur Mills, 
Arkansas Democrat and chairman 
of a joint economic subcommittee 
on taxes, and will continue through 
this week. 

Witnesses will try to help Mills 
find out whether Federal spending 
is increasing so fast that it will 
wipe out expected surpluses. 

Senator Harry F. Byrd, Virginia 
Democrat and chairman of the Sen- 
ate Finance Committee, will begin 





For time-saving carbureter tune-ups 


CARTER 





It’s just simple profit arithmetic! Since Carter is the world’s leading 
manufacturer of automotive fuel systems ...and so many of the cars on 
your roads have Carter Carbureters ... you'll save time and be sure 
of a perfect job when you use replacement parts made by Carter. 


Then add this: Carter sells your tune-up service for you in 
year-'round national advertising that brings extra service sales 


through your doors. 


To sum up, you'll make more money when you stock and sell 
Carter. For details, call your Carter supplier. 


‘+ REPAIR PARTS PACKAGES 
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financial state of the nation on 
June 18. Lead-off witness will be re. 
tiring Secretary of the Treasury 
George Humphrey, who may be 
kept on the stand for a whole 
week. 

Byrd is worried, not only about 
the size of the national debt, but 
also about the way that high in- 
terest rates have added billions to 
interest payments on the debt. 

Other Democrats on the Senate 
committee are expected to be 
working at cross-purposes with 
the chairman, however. Senator 
Albert Gore, Tennessee, for ex- 
ample, is angry over an Adminis- 
tration recommendation to in- 
crease interest rates on certain 
Government loans. 

At present, the Government 
charges as many different rates for 
the money it lends as it has types 
of loans. Rates on loans to coops 
to build electrical facilities and 
rural telephone systems, for in- 
stance, can’t go higher than 2 per- 
cent. On the other hand, Small 
Business Administration loans to 
business people cost 6 percent. 

President Eisenhower is said to 
feel that it is “indefensible” for 
the Government to charge only 2 
percent for money that costs it 
about 3% percent to borrow. 

Even Rep. Wright Patman, Texas 
Democrat, announced plans for an- 
other probe of monetary policy, but 
something happened behind closed 
doors to make him change his 
mind. 

The rumor is that more than half 
his small business committee 
threatened to resign if he insisted 
on going ahead. 

The Patman hearings may begin 
in two weeks or so, but the best 
guess is that they will be restricted 
to the credit problems of small 


business. 
+. = o 


Apparel Sales Slipping 


Arts the average American 
wouldn’t give his right arm 
for a new car, but he’s willing to 
give a pair of shoes. 


The Department of Commerce’s 
latest Survey of Current Business 
discloses that autos, gasoline and 
food have been taking a steadily 
increasing share of the spendable 
income of Americans since 1929. 


To spend more in these catego- 
ries, people have been spending less 
on clothing and shoes. Last year, 
they spent the lowest share of their 
wages in history for apparel. 


Reject Stickers 


Are Challenged 
a . . 
By Virginians 

RICHMOND, Va.—aA petition at- 
tacking the manner in which Vir- 
ginia’s motor vehicle inspection 
law is being administered has been 
presented to Delegate E. M. Hud- 
gins, Chesterfield County. 

Virgil Meeks, Richmond, who cir- 
culated the petition, said Hudgins 
agreed that certain aspects of the 
administration of the law ought to 
| be looked into. 

Meeks and 58 signers of the peti- 
tion don’t like use of the rejection 
sticker. The petition contends that 
the sticker deprives the automo- 
bile owner of use of the vehicle 
| even though there may be no major 
defects. 

A State Police regulation requires 
that use of vehicles bearing rejec- 
tion stickers must be limited to 
travel to and from garages. 


Kaiser to Build 


Missile Testers 


TOLEDO.—New contracts calling 
for the production of more than 
$1,700,000 in guided missile testing 
equipment are being awarded the 
Toledo electronics division of 
Kaiser Aircraft & Electronics Corp. 

Destined for use by the Air Force, 
the test equipment allows techni- 
cians to make an automatic ground 
check of the operating character- 
istics of a missile before firing. The 
preflight tester simulates functions 
| of flight. 
| With this work in hand, approxi- 
mately 50 additional personnel will 
be required. The division is now 
engaged in an expansion program 
which involves the installation of 
an “environmental” testing labora- 
tory capable of simulating alti- 
tudes up to 80,000 feet, temperature 
from minus 65 degrees Fahrenheit 
to plus 800 degrees Fahrenheit. 

















Rambler business is booming! In May—the biggest month in And the trend continues. Visitors to Auto Shows—folks 
Rambler history—sales are up a phenomenal 31.6% over the who had just seen and compared all the new cars—were 
same month of last year. And, even more important, from asked—‘‘If you plan to buy a 1957 car in the low price 
Announcement Day to date, Rambler sales have shot up field, what make do you consider buying?” One out of 
mee gba face = a ee am every five said ‘‘Rambler’’. . . further proof of the big 

SE ROE 5 CETUS FOR GE: EAS S Che Sey SESe- sales potential that awaits every American Motors dealer. 


mobile to combine big car room and comfort with European aoe ; 

car economy and handling ease. * * * Rambler is the Economy Frankly, we need additional dealers to handle this volume. 
King— border-to-border and coast-to-coast record holder— Those who qualify will enjoy a franchise founded on true 
less than a penny a mile for gas. * * * Rambler is the one car’ factory-dealer cooperation with unlimited potential. How 


designed for today’s driving, parking and garaging conditions. about you? Wouldn’t you like to cash in on Rambler’s growth? 
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VO 61 OUT OF 5 LOW-PRICED NEW CAR BUYERS 
CONSIDER BUYING RAMBLER... 

menos Additional Dealers Needed.Now To 

ee Handle This Increased Volume! 
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Now, More Than Ever, 
It Pays To Be An 


DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS Buco: 
DETROIT 32, MICHIGAN 
7 Gentlemen: Please give me full details on the opportunity offered by the 
B a YY E t ee e new American Motors franchise. | understand that | am under no obligation 
and that my confidence will be respected. 


NAME 


American Motors Means aoa rae ame TLL Aer ADDRESS_ 


ZONE STATE 
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Capsule Comment 


Three Washington (D. C.) daily newspapers switch to 
local advertising rates for dealers. 
The movement is growing. 


NADA President Fred Sutter declares time has come to 
institute quality-dealer program. 
And blot out all that red ink. 


Federal Reserve Board, with President Eisenhower’s as- 
sent, finds no need exists for restoration of consumer credit 
controls. 

A vote of confidence in the economy’s ability to take 
,care of itself. 


; 
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U. S. way Administrator Bertram Tallamy reports 
that the Interstate Highway System is keeping up with 
scheduled development. 

The long-awaited answer to motorists’ headaches is 
off to a good start. 
= a * 
Survey by Truck Editor Jack Weed points out that glamor 
tt has boosted sales of pickup trucks. 
The wheelhorse of the highways now is a proud stallion. 
* * 7. 

The NLRB reportedly is inclined to expand its jurisdic- 

tion in dealership labor disputes. 


a@ solution to much of the strife in the “no 
between Federal and State authority. 


Both Harlow Curtice and Henry Ford II observe the 
| failure of the “spring sales upturn” to materialize 
There was spring, but no-bounce. 


man’s la 


Coming 
Events 


Dealer Conventions 


June 27-30—Michigan Automobile Dealers 
ag Fees cae Island. 

— ia Automobile Dealers 

«Genera glethorpe Hotel, 


han, oa. — Feamatien of Automobile 
Dealer Assns. of Canada, Toronto, 
i 25-27—Automobile Dealers Assn. of 
Sh ™ inia, Greenbrier Hotel, White 
ings. 
ck gr — Maine Automobile Dealers 
7. Inc., Samoset Hotel, Rockland, 
e. 


— 8-10—New York State Automobile 

ealers, Inc., The Concord, Kiamesha 

ke, N. Y, 

Sept. &10—Automotive Trade Assn. of 

Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—W. ones Automobile Dealers 

Assn., Sheridan, Wyo. 

ones. ’ _ pe Hampshire Automobile 
alers Assn., Lake Tarleton Club, Pike, 


Sept. " — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland. 
Sept. 15-16—Kentucky Automobile Dealers 
— Sheraton Seelbach Hotel, Louis- 
ville. 
a 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 
Se 17 — 
ealers Assn., 
apolis. 
Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 
7. 19-21—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Oct. 1-3—New Jersey Automotive Trade 
cn Chalfonte-Haddon Hall, Atlantic 
' 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

OF. 20-21—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

ay os — Ohio Automobile Dealers 

The Neil House, Columbus. 
cag mate te Independent Auto- 

ene Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers 
Hotel Utah, Salt Lake City. 

Jan. — 15—National Automobile Dealers 

, Miami Beach. 
* * * 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London 

Oct. 30-Nov. 10—international Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. 1—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov, 27-Dec. I—St. pres Automobile Show, 
Auditorium, St. Paul. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, ‘ 
Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 
Jan. 412 — Chicago ‘Auto Show, Inter- 

national Amphitheatre, Chicago. 
Jan. 812 — St. Paul Automobile Show, 
Auditorium, St, Paul. 
Jan. 18-26—Cincinnati 
and South Wings, 
nati. 
Jan. 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 

State Fair Exposition Conter, Louisville. 


‘aeaeiid 


June 16-21—Annual Meeting, 
Society for Testing Materials 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage 
of America, National 
Toledo. 

Oct. 1416—Truck Body and Equipment 
Assn, 10th annual convention and ex- 
hibit, Atlanta Biltrrore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth 
Hilton Hotel, San Antonio. 

Nov. 2-4—13th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. &1i—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 

Hilton Hotel, Chicago. 


Assn., 


Auto Show, North 
Music Hall, Cincin- 


18-26—Detroit Auto Show, Artillery 


American 
Chalfonte- 


Owners 
Tomeiien, 


inference, 


30 Years 


Automotive Cartoon 


Of the Week 


@® MOTOR SALES. 


“They're movin’ fast, man—you better put in your order, 


quick.” 


‘Paid Interest . . 


This is an open forum for the discussion of any 
readers, and your letters are welecmed. No attention ie given 
letters but you may sign your name with the assurance that 


if you so request. Address 


How Dealer Pays 


In regard to your front page 
Apr. 29, Chrysler Corp. has never 
—repeat never—billed this dealer 


two to five days after shipment. 


This dealership has paid interest 
repeatedly on cars that it has not 
received. Certain propaganda should 
never be acknowledged. But I can’t 


quite buy this—Kansas Deaer. 

Eprror’s Nore: A second letter 
from this reader pointed out that 
he was referring to the old con- 
tract, but the following statement 
from a Chrysler Corp. spokesman 
may still shed light on the subject: 

In so far as practical, it is the 
policy and intent of Chrysler 
Motors Corp. to make the date 
a vehicle is received by the dealer 
coincide with the date payment 
for the vehicle is made. 

Each dealer may designate his 
own method of comnaeul: The ma- 
jority of dealers arrange to have 
a bank or finance company of 
their choice pay for vehicles re- 
ceived. Chrysler Motors Corp. does 
not receive payment from these 
financial institutions until the 
transit schedule indicates that 
the vehicle is received by the 


dealer. 
For example, if it normally 


The Big Stories 


From San Francisco to New York in a little less than 80 hours is 
the new. time posted by L, B. Miller, well-known long distance motor- 
ist, in a Chrysler Imperial “80” touring car. His previous driving time 
between the two cities was 83 hours and 12 minutes. 

With its new Akron plant in operation, Firestone Tire & Rubber 
Co. ‘is currently turning out between 40,000 and 42,000 tires a day. 


It expects to get up to 45,000. 


Additions to the Federal aid highway system of the country totalled 
9,400 miles since last year, bringing the aggregate Federal-aid high- 


ways to 55,903 miles. 


From production announcements made by its various units, it is 
evident that General Motors will make 


This compares-with 141,651 in May, 1926. 


—From the files of Automotive News. 


takes five days for a vehicle to 
reach a dealership from the as- 
sembly plant, Chrysler Motors 
Corp. does not present drafts or 
invoices for payment for five 
days. 

Some dealers pay direct to the 
company without use of a finan- 
cial institution. In these cases, 
dealership checks are usually not 
deposited until vehicle in-transit 
time has elapsed. 

Reviews of transit-time sched- 
ules are made continuously 30 
that proper timing of payment 
for vehicles is observed. Appro- 
priate forms have been sent to all 
dealers to report delays in arrival 
of new vehicles so that adjust- 
ments can be made when neces- 
sary. 

> . - 
Good ‘Neighber’ Buyer 

The headline to this article should 
be the good neighbor buyer, and 
then go on telling-the story. 

On Apr. 6, 1957, a man came into 
an auto dealership in Mattoon, IIL, 
to buy a car. He said he had been 
to other dealers, but that he liked 
this 1951 Buick better than any he 
had seen. He was very polite, every- 
body in the place agreed on that. 

The bookkeeper, who gives every- 


r saying 
right, neighbor?” and “Yes, neigh- 
bor” and “That’s right neighborly - 
of you, neighbor” which threw the 
bookkeeper off balance. : 











LOOKING TO THE FUTURE—PRODUCING FOR TODAY! 


TYPICAL EXAMPLES 


Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of 
tomorrow. F 


Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 


And today Bendix Products Division is planning mew and 
better products for the cars and trucks of tomorrow. 


That’s why the industry looks to Bendix* as a source of new 
ideas, as well as a volume manufacturer of automotive components. 


REG. U.S. PAT. OFF. 


Bendix Power Brakes Bendix Power Steering 


BRAKES + POWER STEERING + POWER BRAKING 
CONSTANT VELOCITY UNIVERSAL JOINTS ¢ HYDRAULIC REMOTE CONTROLS 


Bendix 3s" South Bend, wo. 





Massachusetts motorists will pay 
nearly $10 million more for com- 
pulsory auto insurance for 1957 be- 
cause of a 19.6 percent increase 
announced by State Insurance Com- 
missioner Joseph A, Humphreys. 

The increased rates will yield 
casualty companies approximately 
$9,750,000 in additional revenue. 

The insurance companies had 
sought increases averaging slightly 
more than 20 percent, designed to 
yield $12 million. A spokesman for 
the companies, after a quick survey 
of the new rates, said they still are 
“inadequate.” 


Humphreys said the increases 
vary from 16.1 to 25 percent for the 
cities and towns which continue in 
the same rating territories. How- 
ever, 30 cities and towns have been 
moved to higher-rated territories, 
because of “substantial increase in 
losses.” 


The increases pushed the basic 
rate in the lowest rated of the 
state’s 17 territories from $17.50 to 
$20.50. In the highest-rated area— 
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How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
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& Safety 


Boston—the, rate went from $73.50 
to $86. 

Gov. Foster Furcolo’s office an- 
nounced it would make a thorough 
study of the rate increases to see 
if all of them are necessary. 

Humphreys’ original rate sched- 
ules for 1957 were only 50 cents 
higher than those set for 1956. The 
companies appealed to the State 
Supreme Court. 

The court ruled the rates set by 
Humphreys were “not adequate, 
fair and reasonable and should be 


annulled.” 


* -*# * 


Chicago Groups Oppose 
Separate City Traffic Code 

A bill which would give Chicago 
authority to adopt traffic regula- 
tions completely different from the 
State’s traffic code has been opposed 
by the Citizen’s Traffic Safety Board 
and the Chicago Motor Club. 

Charles M. Hayes, motor club 
president, said the bill should not 
be enacted “because it would des- 
troy the statewide uniformity in 


Will Socony Mobil do more 
than train my personnel an 
proper lubrication techniques ? 





regulations governing moving traffic 
which is essential for traffic safety 
and for the enforcement of the 
drivers’ license and safety-responsi- 


bility laws.” 
+ * * 


Oregon Authorizes Funds 


For Federal Highway Work 


The Oregon Legislature has au- 
thorized the State Highway Com- 
mission to issue $20,600,000 of bonds 
for two projects expediting the Fed- 
eral highway program in Oregon 
and building a new section of the 
coast highway in Curry County. 

The commission also was author- 
ized to spend $100,000 developing 
plans for a new bridge across the 
Columbia River at Astoria. 

a 


Looking Ahead 


The Allegheny Conference on| 


Community Development has esti- 

mated Allegheny County's (Pitts- 

burgh) 

$466,784,200 for the next 10 years. 
+ * + 


Chrysler Joins in Award 


To Detroit Prep Seniors 
The Detroit Police Department 


has established a program of an-| 


highway requirements at| 





Automobiles were used in Army 
maneuvers by the French as far 
back as 1908. 


zens” by their classmates and 
teachers. 


Cosponsors are the Board of Ed- 





the name of the winner will 
engraved each year. 


* * * 


|4 California Dealers Cited 


For Aid to Driver Training 


The Hayward (Calif.) Area Safety 
Council has honored four dealerg 
for supplying dual-control cars for 
free driver training in high schools, 

The citations were presented to 
John Edgren jr., Edgren Co, 
(Chrysler - Plymouth), Fremont; 
Robert Raskob, Howdy Chevrolet 
Co., Livermore; L. G. Sullivan, Hay- 
ward Motors (Ford), and Ed Madi- 
gan, Perkins Motors (Lincoln- 
Mercury), Hayward, 

= * + 


Ontario Roads Study 
Arrangements have been com- 
pleted between Ontario Department 
of Highways, Ottawa, Queen’s Uni- 
versity, Kingston, and the Univer- 


| sity of Toronto for a joint highway 


research program on highway en- 
gineering problems. 
*” + 


New Tourist Club Lists 


ucation, parochial schools and Negro Accommodations 


Chrysler Corp. Chrysler will pre- 


| 


The Tourist Motor Club, a new 


nual Youth Awards for high school | sent to each of the 80 participating | izati ith th rpose of | 
seniors chosen as “outstanding citi-| schools a bronze plaque on which | aie the } ll eekesieh, has 


hy 
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Socony Mobil can help boost your 
service absorption in many important ways! 


over . . . increase volume. 


We’re ready to give you the 


benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


Here’s why it’s good business 
to do business with Socony Mobil 


® You get America’s top sellers . . . Mobilgas, 
Mobildil, Mobiloil Special! 


® You get the help of experienced men to 


personnel. 


Mobil means business ...more business for you! 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


help you boost service absorption. 
® You get expert on-the-job training for your 
® You get the benefit of merchandising and 


lubrication knowledge unsurpassed in the 
petroleum industry. 





| been organized by a Chicago insur- 


ance man, Walter L, Lowe, and 


chartered by the state. 

The club has published a 48-page 
travel guide which lists hotels, mo- 
tels and other places where Negro 
motorists are welcome in all states 
and parts of Canada, Alaska and 
the Caribbean Islands. The club 
also offers accident policies, bail- 
bond protection and a hospitaliza- 
tion plan. 


‘Sel? Road Work, 
Prentiss Urges 


Louis W. Prentiss, executive vice- 
president of the American 
Builders Assn., has cited the need 
for a national program to “sell” 
the public on the new Federal-aid 
highway construction. 

“It makes no difference how 
quickly plans are prepared by our 
engineers, how many contractors 
are ready, willing and able to bid 
on the jobs or how many equip- 
ment manufacturers and materials 
suppliers are loaded and set to go, 
the program is not going to get off 
dead center unless a selling job is 
done to overcome local opposition 
to highway location,” he declared. 

He outlined a series of increased 
ARBA activities to aid in getting 
the new highway story to the pub- 
lic. He said one of the major ef- 
forts is an educational motion pic- 
ture, now in production. 

. . > 


El Paso Dealers Honored 


A. B. Poe Motor Co. (Chrysler- 
Plymouth-Imperial) and Fulwiler 
Motor Co. (Ford), El Paso, have 
received safety awards from the 
Texas Automotive Dealers Assn. for — 
lending training cars to high 
schools. 

> . 


38 Dealers Honored 


The Automobile Club of Syra- 
cuse presented plaques to 38 cen- 
tral New York auto dealers for 
their cooperation in the club- 
sponsored driver-education pro- 
gram conducted in the area’s 
public schools. 

* . - 
Teachers, AAA 
a 
Fete Ohio Dealers 

Auto dealers who supply driver- 
training cars to city and county 
school systems were honored in 
Wilmington, O., at a luncheon spon- — 
sored by the American Automobile 
Assn. and driver-training teachers. 

Walter N. Nichols, county school 
superintendent, was toast-master. 
He praised the dealers for their 
cooperation and interest in the 
program. 

The guest list included: William — 
F’. McCoy and Roy Bernard, Brand- 
enburg Motor Sales (Chevrolet), 

n; C. K. Irvin, Blan- 
chester Oil Co, (Chevrolet), Blan- — 
chester; Joseph V. Fallanca (Lin- 
coln-Mercury), Wilmington; James 
Williams, Buckeye Motors (Ford), 
Blanchester; John Patton 
Motors (Dodge), and — 
Wayne Bowers, Brandenburg 
(Chevrolet), Washington. 
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for the first five months of 1957 Fleet Owner 


has a gain of 154 role A- ai eiiil:, myer: 


eee + 154 pages 


THIS GAIN IS 75 TIMES 
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COMPETING PUBLICATION 
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GM Listens to Ladies . . 


Styling with Woman’s Touch 


DETROIT.—Not too many years 
ago, the woman’s influence upon 
automobiles was limited to a stern 
voice from the back seat. 


, besides sharing the 
driver’s seat with men, women 
cast the deciding vote in the 
chase of seven out of 10 cars ae 
through women designers who 
make up an important segment 
of General Motors styling staff, 
are actually helping design auto- 
mobiles, according to Harley J. 
Earl, styling vice-president. 

“Making our styling staff coedu- 
cational has been very successful,” 
Earl said. “Our women designers’ 
combination of styling skill and 
feminine point of view is helping us 
create cars and appliances designed 
with the woman in mind.” 


One of the “damsels of design,” as| 
Earl calls them, is assigned to the 
design studios of each of GM’s five 
car divisions. The others work in 
product and exhibit designs which} 
includes styling of Frigidaire ap- 
pliances. 


“Besides being color and fabric) 
specialists, our women designers are| 
tuned specially to the woman| 
driver’s problems and they've al-| 
ready taught us a lot,” Earl said.) 
“They were strong advocates of| 
the six-way seat for greater com- 
fort and visibility. They have de-| 
signed windshield wiper knobs and 
other dashboard controls which are 
easier to find at night. And, of | 
course, they are always on the look-| 
out for anything in cars that might) 
snag their nylons. 
“So many talented girls are en- 
tering our field of design that in 
three or four years women may 
be designing entire car exteriors.” | 
Earl, who in his 30 years with| 
GM has supervised the design of! 
nearly 35 million cars, was one of) 
the first auto stylists to recognize) 
the growing influence of women| 
upon automobiles. He hired the first | 
GM woman designer in 1943. 
Earl credits women with inspiring | 
increased beauty in auto interiors, | 
for the rapid growth of power ac-| 
cessories on cars and today’s taste-| 
ful and eye appealing color com-| 





To demonstrate the talent of his 


special colors and interiors| 
for 10 hardtops and convertibles. | 
The result was a feminine fashion 
show that bubbled with originality. | 


The women gave their cars such 
Special names as “Sophistique,” | 
“Mona Lisa,” “Chanteuse,” “Alou- 
ette,” “Trieste,” and “Allegro.” 

Nine out of the 10 feminine 
are solid colored, except for 

lines or sweep spears. Ex- 
colors range from 


i 
5 
5 
3 
i 
F 


Except for one car, the women) 
designers carried the exterior color 
into the interior in matching metal- 
lic leathers and vinyls and high 
fashion fabrics of nylon or silk. 

The girls added such feminine ac-| 
cessories as an umbrella fitted into 
.the door, telescoping umbrellas fas- 

tubes under the seats, and 

out vanities, notebooks and tis- 

dispensers built into the inside 
the glove compartment door. 

The GM women designers range 
ee 


British Auto Show 
To Open Oct. 16 


LONDON.—Britain’s 42nd Inter- 
national Motor Show is scheduled 
for Oct. 16-26 and will 
area of 250,000 
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have a dis- 
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show is sponsored by the So- 

of Motor Manufacturers and 

Ltd, More than 300 cars 

be displayed, together with 
d equipment, trailers, 

and marine engines. 

s show. included the 
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teriors. One woman designer taught 
industrial design in two colleges. 

The “damsels of design” are: 
Peggy Sauer and Gere Kavanaugh, 
Detroit; Jayne Van Alstyne, East 
Lansing, Mich.; Helene Pollins, 
Far Rockaway, Long Island, 
N. Y.; Dagmar Arnold, Glen Cove, 
Long Island, N. Y.; Sue Vander- 
bilt, Larchmont, N. Y.; Sandra 
Longyear, Manhasset, Long Island, 
N. Y.; Jan Krebs, Waterbury, 
Conn., and Ruth Glennie, Law- 
rence, Mass, 


In addition to having women de-| 


in age from 23 to 34. Most became 
interested in art during childhood. 
All hold college degrees. All have 
had extensive industrial design | 
training, seven at Pratt Institute in 
Brooklyn, N. Y. 

Their experience before joining| 
GM includes design of jewelry,| signers on his staff, Earl keeps 
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sponsible for the popularity growth 
of automatic transmissions from 
one car in 20 produced in 1946 to 










Curb on Horsepower 
Sought in New Hampshire 























lamps, radios, store windows, chil- | track of what women want in cars 
dren’s toys and architectural in-' through customer research and let- 


‘News’ Principle: Get tle 


RAIN 


Lots of rain makes plants 
a whole lot on the Chicago Daily News because 
our circulation is growing by leaps and bounds. 
Daily average circulation for the six months 
ending March 31, 1957, was 614,098 ... an 
all-time record. Forecast: for all advertisers— 
a heavy downpour of sales results. 


grow. Must rain 


PUBLISHING PRINCIPLE 
ae eee 


Independent 


Approach Gives 


Readers Fac 


Integrity Pays 
Bonus to Advertisers 


Editor and Publisher John S. Knight laid 


down a simple principle in 1944. H 


to get the truth and he wanted it printed in 


his newspaper. 


As such, the Chicago Daily News takes 


seriously the obligation to be the 


i i become 
of its readers when temptations 
oy great for the custodians of public trust. 


‘ 


Responsibility like this involves 
digging into the operations 


i igations 
every level, and comprehensive investiga 


of chicanery and injustice.” 


* * * 


EXACTLY what the “News” 
a Hodge scandal. By do- 


ing so, the Daily News performed a real serv- 


did in uncovering the 


: : d 
ice to its readers, community an 
fearless reporting clearly points o 


portant function of a newspaper—and 


means to you. 


Incidentally, he | 
fine its Pulitzer-winning 
State of Illinois alone. In 
foreign correspondents, 
Fred Sparks, were named 
1950 Pulitzer Award 


porting. 





of government at 


e “News” doesn’t con- 
: endeavors to the 
1951 Daily News 
Keyes Beech and 
winners of the 
for international re- 


oa Te f the 

Service like this is why readers of 1 
“News” have confidence in their paper—in its 
reporting and in the ads it carries. Ls 












three out of four produced last P| 
CONCORD, N. H.—A bill intro- | year,” he said. 
duced in the New Hampshire ‘The same is true for other de- In 
Senate would halt the automobile | Vices that have made driving a 
“horsepower race.” pleasure. Power steering and power D 
The measure would ban any brakes, both introduced since 1950, buil 
six-passenger stock car which was | Were installed on one out of four Mo 
longer than 19 feet and had more | ©®°S produced last year. pla 
than 375 horsepower. Cars now in But despite the attention women the 
use would not be affected. are now receiving from auto stylists, the 
men need not worry about being | dis; 
overlooked, Earl said. G 
ters about car preferences he re-| “We'll never let women designers = 
ceives from women all over the| offend men’s taste, because it’s still T 
country. the men who pay — most of the MO’ 
“I think women are largely re-' time.” oO 
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Thiem, Springfield cerre- 
spondent of the Daily News, led the 
investigation that resulted in exposure 
of the Hodge scandal. Thiem had pre-_ 
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Vauxhall Victor 
Placed on Display 
In GM Building 


DETROIT.—The Vauxhall Victor, 
built by General Motors’ Vauxhall 
Motors, Ltd., England, has been 
placed on display in the lobby of 
the General Motors Building. It is 
the first time a foreign car has been 
displayed in the building. 

GM says it is the first car with a 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 





entiewspaper 


“ee 
Are 


y 
r 


ion in Chicago and Suburbs 





AUTOMOTIVE NEWS, JUNE 10, 1957 
How Nation's Salesmen Meet... 


wraparound windshield and rear| 


window to be produced in volume 
in Europe. The Victor is somewhat 
smaller than other Vauxhall models 
and considerably smaller than any 
American-built GM car. 

Harlow H. Curtice, GM president, 
said the Victor was received with 
“great enthusiasm” at the Geneva 
Automobile Show and in England 
and other important Vauxhall mar- 
kets. 

The car is built in two models— 
the Victor and the Victor Super. It 
has a four-cylinder, overhead-valve 
engine with a compression ratio of 





7.8 to 1. It weighs 2,130 pounds, is 
166.2 inches long, has a wheelbase 
of 98 inches and has 13-inch wheels. 


5¢ 





The Chicago Daily News has won its 10th P 
This time the award was for meritorious pu 
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Practical Problems of Selling 


Eprror’s Note: This is one of 
a series of letters by some of 
the nation’s top auto salesmen. 
This letter is from Leslie 
Sprunger who sells for Moser 
Motor Sales (Ford-Mercury), 
Berne, Ind. 

= + * 


Often shop employes are among 
the best salesmen in a dealership 


—$—_———_— 


Cited for Uncovering Scandal 
In State Auditor’s Office 


ulitzer Prize. 


SH \oftice of Illinois state auditor Orville E. Hodge. 


fraud.” 








1950—for revealing pay- 
the state administration 


3 courageous public service in ex 
® ~ \auditor of Ilinois, resulting in ‘ 
iy others. This led to the organization 0 


The award was one 


Commenting 0 iniieatian 
great staff” that due out the _Hodee scandal eee meansens 


s * 


THE NEWS was cited by the trustees of Colu 
posing a $2.5 million 
he indictment and conviction of the stat 
s to prevent the recurrence of the 


f state procedure 


among 14 Pulitzer prizes in letters, 
n its prize, Daily News spokesmen said the award is a 
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blic service in exposing fraud in the 


mbia University for “determined and 
fraud centering in the office of state 
e auditor and 


journalism and music. 
“tribute to the 


pes 


and I have tried to explore and 
develop this field. 

Our firm, one of the oldest in 
Berne, employs 12 
Persons in the me- 
chanical de part- 
ment and each is 
a potential sales- 
man. Most of them 
drive either a Ford 


Sales 
Case 


Histories 





or a Mercury. 


The mechanics are urged to 
































talk Ford and Mercury where- 
ever they go. When a customer 
comes in for service, the me- 
chanics are urged to determine 
if he is a potential new or used-~” 
car customer. If the customer is 
@ prospect, his name is turned 
over to me. 

The employes are also urged 
to keep their eyes open for 
prospects among their friends, 
neighbors and chance acquaint- 
ances, These prospects are turned 
in to me, too. 

Our firm does a large volume of 
repeat business which, I think, is 
a tribute to the integrity of the 
company and its employes. I think 
the boys in the shop are among 
the finest assets we have in de- 
veloping sales, 


Biggers Sees 
Bright Future 
For Glass Firms 


TOLEDO. — Optimism on the 
longer-range future of the flat-glass 
industry was voiced here by John 
D. Biggers, chairman and chief 
executive officer of Libbey-Owens- 
Ford Glass Co. 

He addressed a group of more 
than 100 security analysts at a 
luncheon sponsored jointly by the 
Toledo Trust 
Company and 
L-O-F. 

Picturing the 
industry generally 
as to products and 
markets, Biggers 
said it had once 
been looked upon 
as static but “it 
has become a dy- 
namic industry 
with continuing 
growth opportuni- 
ties.” 


“We are convinced that the 
modern architectural and design 
trends toward more and more glass 
in buildings, in motor cars, trains 
and ships, in furniture, in nearly 
everything, is not a passing fad, 
but is inspired by sound functional 
and esthetic considerations—better 
vision, greater safety, the love of 
beauty—whether in design or na- 
ture,” Biggers said. 


“The year 1957 is nearly half 
over, Our major automobile glass 
customer has not maintained the 
extraordinarily high percentage of 
industry production which it at- 
tained in 1954, 1955 and 1956, Resi- 
dential building starts have de- 
clined 16.7 percent. 


“Imports of glass from the low- 
wage countries of Europe and Asia 
have invaded our American market, 
and are continuing to cut into both 
domestic sales and employment. 

“As a result of these develop- 
ments our sales during the first 
quarter declined 11 percent, but we 
succeeded by effective utilization of 
our new facilities in holding the 
profit reduction to 7% percent. 

“We think sales for the year as 
a whole will be somewhat less than 
1956 but believe we can maintain 
an earnings-to-sales ratio no less 
favorable than that of the first 
quarter.” 





John D. Biggers 


European Trip Marks 
Browning Anniversary 

ALHAMBRA, Calif.—Joe Brown- 
ing, head of Joe Browning Buick 
Co., Inc., has returned from a seven- 
week European trip—a 40th anni- 
versary gift from himself. 

Browning joined Buick in Chi- 
cago in 1917 and later served in 
Buffalo and Milwaukee before 
pees Ag Los Angeles as zone man- 
ager. He has been a Buick dealer 
in Alhambra for many years. 


Krebs & King Expands 

Krebs & King (Mercury) Route 8 
at Etna, Pa, a Pittsburgh suburb, 
has purchased Layton Motor Co. 
(Mercury), 611 Butler St. Krebs & 
King executives are William A, 
Krebs, owner; Michael J. King, co- 
owner, and Glenn Hall, service 
manager. 
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Reynolds Aluminum—the metal of — 


helps you do it in Harper’s Baz 


Fashionable eye appeal counts with women (men, too, for that matter) and that’s why we're 


highlighting the Reynolds Aluminum ‘‘gleam of gold"’ in the May issue of Harper's Bazaar. 


Whatever fine '57 car you sell, Reynolds Aluminum is a part of it. It may be adding sales 
appeal to trim parts—lustrous clear or color anodized aluminum parts with their lasting 


beauty that will never chip or flake or rust. It may be improving performance and saving 





weight in strong, dependable working parts. 


Wherever aluminum is used . . . one thing is sure. It is adding value to the fine new cars you 
are selling today. Point up the advantages of this strong, lightweight, rustproof, fashionable 


metal. Aluminum's advantages are proud new selling features for you. 


REYNOLDS METALS COMPANY 


Louisville 1, Kentucky 





Now your new car co 
just as 
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your jewelry, your d 
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ress and your Perfum 
le is a back-drop of 
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gleam of old in Reynolds 
metal of fashion, Inside and out, 
nameplate to upholstery, Reynolds 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 

Attorney at Law 
CCORDING to a late higher 
court decision, if a dissatisfied 
buyer of a motor vehicle makes a 
payment to the seller after the 
buyer has complained that he is dis- 
satisfied and intends to rescind the 
contract, the buyer waives his right 
to rescind the contract later and he 
must pay the full 
balance due the 

seller. 
For illustration, 





L. T. Parker 
an agreed price of $23,000, of which 
$12,000 was to be paid within 60 








days and the balance within six 
months. 


All of the trucks had mechanical 
difficulty of one type or another, but 
Hawkins kept them and used them. 
Nearly two months after the con- 
tract of purchase had been made, 
Hawkins told Gauvey that he would 
return the trucks because they were 
mechanically defective. 

However, a few days later Haw- 
kins deposited $9,000 in a bank for 
partial payment on his note to 
Gauvey. Sometime later Gauvey 
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| 378, it was shown that MacNaugh- | 









the claimed defects certainly indi- 
cates either he had waived them or 
they resulted from some intermedi- 
ate condition for which he knew 
plaintiff (Gauvey) was not respon- 
sible.” 










































* * * 


Compensatory Damages 


HIGHER court has held that an 
automobile dealer who prac- 
tices fraud on a customer is liable 
for compensatory damages. This 
means that the customer may be 
awarded damages in an amount 
much greater than the damages the 
purchaser actually suffered. 
For example, in MacNaughton v. 
United Motor Sales, 76 N. W. (2d) 





ton delivered his 1952 Pontiac auto-| 
mobile to the United Motor Sales| Training the Training Managers— 


pursuant to a written contract be-| Seventeen Dodge truck training managers from regions across the country last 








in Gauvey v. Haw-| took possession of the trucks and | tween the parties whereby Mac-| week got a taste of their own medicine at a three-day advanced seminar on truck | Sim 
kins, 296 Pac. (2d)| sued Hawkins for $10,000 balance Naughton agreed to leave the car) sales and service instruction at the Chrysler Training Center in Detroit. Standing bro 
302, it was shown/| due. with the company for not less than | from left are A. J. Hagen, Chicago; R. W. Sparrow, Kansas City; W. K. West, Memphis, | 2Olt 
that one Hawkins| Notwithstanding the fact that the| 30 days on a consignment basis for| p. 1. Lippitt, Minneapolis; W. H. McKorkle, St. Louis; W. H. VanSickle, Dallas; W. G, | ™m® 
purchased from a| testimony showed that the trucks) sale. | Knapp, Los Angeles; L. C. Sherry, Portland; R. R. Orth, San Francisco. Seated: J. M, 
dealer two small/ were mechanically imperfect when| By the terms of the contract, | Maloney, Boston; P. R. Civitello, New York; J. H. Booth, Philadelphia; J. H. | of 
trucks, a large| they were delivered to Hawkins, the| the title to the car was to re- Large, Syracuse; K. L. Heatherly, Charlotte, N. C.; D. J. Sweeney, Cincinnati; R D. Ww 
tandem truck and/higher court held that the latter) main in MacNaughton until sold |... Detroit, and D. L. Smith Pittsburgh , ; ae m: 
three trailers, all| must pay the balance due and said:| by the consignee at a price of not - - “= - - ——— de 
second-hand, for; “The fact that defendant (Haw-| less than $1,650 net to the con- | and gave it to the dealer to ex- | was out of town on a sales trip. mi 
kins) made the $9,000 payment on| signor. MacNaughton endorsed | pedite sale in the event that a A few days later United Motor r 

the note after full knowledge of all! his certificate of title in blank, | buyer would be found while he Sales, without the knowledge or e 

— ae - consent of MacNaughton mortgaged s 

the car to Rock Finance Co., an tha 

innocent party, as security for tou 

money borrowed. Later United Mo- of 

tor Sales sold MacNaughton’s car cla 

, re) M rN Fi 4 to one Norman, an innocent pur- Is 
chaser for $1,100. P 1 

MacNaughton did not learn of the De 

mortgage or the sale of the car un- the 
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til after the sale was made. The 
car never was returned to him, nor 
did he receive any consideration 
for it. 

In subsequent litigation, the 
higher court held United Motor 
Sales liable to MacNaughton in the 
sum of $1,773.75 compensatory dam- 
ages, together with costs of $127.80. 

= > aa 


\2 Get Same Trademark 
i 


| | rena pieel a higher court held 
that exactly the same trade- 
mark may be used and registered 
by two different manufacturers, one 
| of which manufactures and sells 
outboard internal engines for boats 
| and the other of which manufac- 
tures and sells internal combustion 
engines for motor vehicles. 


For illustration, in Kiekhaefer 
Corp. v. Willys-Overland Motors, 
236 Fed. (2d) 423, Willys-Over- 
land applied to the U. S. Patent 
Office for registration of the 
word “Hurricane” as a trademark 

| for “Internal Combustion En- 
gines.” 

Kiekhaefer applied for registra- 
tion of the same word as a trade- 
mark for “Outboard Motors, 
Internal Combustion Engines for 
Industrial Use.” 


The higher court held that both 
Kiekhaefer and Willys-Overland 
may register and use the trade- 
mark “Hurricane” on its respective 
merchandise, and said: 

“The question whether confusion 
is likely to result from use of par- 
ticular marks on particular goods 
is one which must be decided 
largely on the basis of the specific 
circumstances of each individual 
case. 

“Here the marks are identical 
and the issue is whether a pros- 
pective purchaser, seeing the 
same mark on an outboard motor 
and an engine for an automotive 
vehicle, would be likely to assume 
that they emanated from the same 
source,” 

With respect to the method of 
sales which is likely to avoid con- 
fusion among purchasers of both 
products, the court said: 

“It is also to be noted that out- 
board motors for boats and engines 
for automotive vehicles are not 
normally sold in the same manner 
or through the same channels, Out- 
board motors are commonly pur- 
chased as units by the ultimate 
consumers, while automotive ve- 
hicle engines are normally acquired 
by consumers only as parts of 
vehicles.” 


Materials Handling Show 


Slated for Cleveland 


NEW YORK.—The 1958 National 
Materials Handling Exposition is 
being held until June 12, at the 
Public Auditorium in Cleveland. 

A paved outdoor area will be 
added to the 1958 show for the 
demonstration of outdoor equip- 
ment. 


bi 


Pat. Pending 


anthems wwoestre ee 


Weight: 14 Ibs. 
Mirror: 44" dia. 


eee 


~~ eS oS + 


sot 












« ‘i A 
ZERKEGA ees a . d ‘ 





anding 
‘m phis; 


one 
ells 


ion 


TROT SR 


S?a5 Se? 


on 
r- 


ko oe 


Vwvwrvwv ww F 


ee 


wea he 


Two ww 











AUTOMOTIVE NEWS, JUNE 10, 1957 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Age-Old Materials Dream 
Moves Closer to Reality 


a it be that the day of 
“transparent steel”—an intrigu- 
ing concept long cherished by en- 
gineers in many fields—has been 
brought nearer by a rare “tech- 
nological breakthrough” in basic 
materials research? 


Pyroceram, the latest product 
of research at Corning Glass 
Works, is a material that may be 
made transparent or opaque as 
desired—and in a range of for- 
mulations with a combination of 
properties exciting enough to stir 
a designer’s imagination! 

So unusual are its characteristics 
that this development is being 
touted by Corning as “a new family 
of basic materials” that cannot be 
classed properly as either metal, 
plastic, glass or ceramic. 

In the words of William: C. 
Decker, Corning president: “From 
the commercial viewpoint, what do 
we have in Pyro- 
ceram ? It is light- 
er than aluminum, 
harder than high- 
carbon steel, 
many times 
stronger than 
glass, has ex- 
cellent electrical 
insulating proper- 
ties, high deforma- 
tion temperature 
and thermal shock 
resistance, No 
other material possesses this com- 
bination of desirable properties.” 

Pyroceram starts out as a glass 
and is formed the way most glasses 
are. But, Corning says, nucleating 
agents and a special heat-treating 
technique alter molecular structure 
and cause non-crystalline glass to 
be transformed into a hard, non- 
porous crystalline material. 
Pyroceram can be tailor-made 
with thermal expansions ranging 
from slightly negative to high 
enough to match those of heavy 
metals. It allegedly can have elec- 
trical insulating properties “supe- 
rior to those of the best commercial 
dielectric ceramics.” 
* * * 


p PENDING upon the formula- 
tion and production procedure, 
Pyroceram may be made white or 
in colors. It can be made either 
opaque or transparent and reputed- 
ly is “the first polycrystalline ma- 
terial ever to exhibit this optical 
property.” 

Experimental compositions re- 
portedily have flexural strengths 
as high as 60,000 pounds per 
square inch, The strength-to- 
weight ratio of one type of Pyro- 
ceram is said to be identical to 
that of annealed aluminum—and 
greater than that of titanium and 
stainless steel. 

In his announcement of the new 
materials, Dr, William H. Armi- 
Stead, director of the research and 
development division, stated that 
certain types of Pyroceram retain 
their strength at temperatures as 
high as 1,300 degrees Fahrenheit. 

“Unlike most high-strength, high- 
temperature crystalline materials,” 
said Armistead, “Pyroceram has 
great flexibility in forming. It can 
be made into large or complex 
shapes by any of the known glass- 
forming techniques. It is adaptable 
to mass production, and can be 
pressed, drawn, blown, rolled and 
centrifugally cast.” 

Another advantage in formability 
cited by Armistead is the fact that 
certain types of Pyroceram may be 
shaped by investment casting tech- 
niques such as those used in metal 
foundries—enabling it to be fash- 
ioned into complex, close-tolerance 
parts. 


* * * 


N IMPORTANT role in the Py- 
roceram presentation (as well 
as in “educating” the press group 
on glass) was that of Dr, William 
W. Shaver, manager of atomic en- 





ergy research and consumer prod- 
ucts development. 

In one general comment, Dr. 
Shaver explained that Pyroceram 
materials differ from glasses in 
that they are essentially crystal- 
line in nature, and they differ 
from ceramics in that their crys- 
talline structure is much finer. 
With excellent showmanship and 
a fine flair for the dramatic, Shaver 


water boiled and gave off steam, 
the container was not damaged, 

In another demonstration, a red- 
hot Pyroceram cone was withdrawn 
from a furnace and used to drive 
a spike into a wooden block. The 
cone showed no signs of scaling or 
other deterioration and seemingly 
resisted the impact without damage. 

Other experiments showed-off 
such Pyroceram characteristics as 
thermal shock resistance, thermal 
expansion coefficient (made to 
order), transformation to trans- 
parent state and electrical insulat- 
ing properties. 

* * * 


Auto Design Ideas 


a automotive applica- 
tions in exhaust-system com- 
ponents and for such gas turbine 
parts as turbine blading and com- 
bustion chamber liners are obvious 
possibilities arising from Pyro- 
ceram’s combination of properties. 
Another is the possible suitability 
of the material for dimensionally 


acted as commentator for a series| stable, temperature-resistant brake 
of demonstrations to illustrate some | linings. 


of the unusual properties of Pyro- 
ceram. In one experiment, water 
was poured into a Pyroceram dish 
that had been heated to 1,300 de- 
grees Fahrenheit. Although the 





Getting back to the “transparent 
steel” idea, however, there could 
be still other automotive applica- 
tions where the material may be 
specified for reasons other than 


its high-temperature properties. 
Specifically, I have in mind the 
known preference of some leading 
automobile stylists for a canti- 
lever roof—and, in some instances, 
even the dream of an all-trans- 
parent roof or upper structure 
for cars. 

For either type of design, it is 
conceivable that one Pyroceram 
formula might afford the means for 
structural support (transparent 
pillars) of such a cantilever roof, 
while another composition replaced 
side window glass—and still another 
batch from the same family of 
materials provided an opaque or 
translucent tinted top as desired. 

This material is just now leaving 
the laboratory stage and moving 
into pilot production on its first 
commercial application in a guided 
missile radome. During the next 
several years, Corning must con- 
tinue its experiments to learn more 
about this versatile new material— 
while carrying out an intensive 
campaign to inform the nation’s 
product designers about Pyroceram. 

* + = 


ans, I should say it is 
too early to predict how suc- 
cessful Corning will be in its efforts 
to have Pyroceram accepted and 
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recognized as a “whole new class of 
basic materials.” 

However, regardless of the out- 
come of this well-founded attempt 
to create a new materials classifi- 
cation for Pyroceram, there is no 
doubt in my mind that these new 
materials will find their way into 
many and diverse products as 
.designers become acquainted with 
their unusual combination of 
characteristics. 

This will happen whether Pyro- 
ceram does, indeed, gain rank as a 
new family of materials—or 
whether it is destined to find its 
place as a subdivision of the broad 
ceramic group of engineering ma- 
terials. 


Either way, hearty congratula- 
tions for an outstanding research 
achievement are in order for Dr, S. 
Donald Stookey, manager of the 
fundamental research department, 
who invented Pyroceram when he 
discovered that a crystalline ma- 
terial resulted when special glass 
formulations were subjected to high 
heat treatment after the addition 
of nucleating agents. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


A Full Truckload—Not Just a Trunkful! 


That’s the way farmers in Ohio, Michigan and 
Pennsylvania buy—BIG! That goes for all supplies 
and equipment, right down to the trucks they buy 


to haul them. 


Farm income is higher (all three states are among 
the top third). Full diversification spreads it over 
all 12 months—almost evenly. But, prosperous 
farms are busier ones. It takes more to keep them 
going—more fuel and lubricants, tires and batteries, 
repairs and accessories. 








CLEVELAND, OHIO 


EAST LANSING, MICHIGAN 


Rural families in these states know where to look 
for help in holding income at a big, steady level. 
High as 9 out of 10 read their home-edited farm 
papers—THE OHIO FARMER, MICHIGAN FARMER, 


PENNSYLVANIA FARMER. 


Here are broad-coverage magazines that get sales 
action! They’re circulated twice monthly, gravure 
printed (in four colors) to save you plate costs. It 
will pay to get the complete story. Write 1010 
Rockwell Avenue, Cleveland 14, Ohio. 


SSCHSHSSSSSHSSSSSHSSSSHSHSHSSSSSSSSSSSSSHSSSSSSSSSHSSSSSSHSSSSSSSSSSSSESSSSSSSSSSSESSSSSSSSSOSSCEE 


SSCHSSSSSSSSHSSSSSHSSSSSSSSSSSSHSSSSSSSSSSSSSSHSSSSSSSSSSSSSHSSSSESSSSSSSSESSSSSSSESSSESSSSSSSSSSSSSSESSSSOSESS 


THE OHIO FARMER + MICHIGAN FARMER + PENNSYLVANIA FARMER 


HARRISBURG, PENNSYLVANIA 








YOU’RE LOOKING INTO 
THE SERT ROOM 
AT THE WALDORF-ASTORIA 
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Here you see the display for a private showing held in New 
York on May 14th and 15th. It is a picture that soon will 
be duplicated in showrooms across all America. Naturally 
it is a picture of cars...we think the finest cars in the 
world. A few interesting new models are included, too. But, 
more important, is the fact that this picture is physical 
proof that the promised new era at Studebaker-Packard is 
already here . . . today! 

It’s a new era for Studebaker-Packard dealers. . . and 
can be one for other dealers who want to share a future of 
profit on every sale ...a future in which they can serve an 
entire. community rather than just a segment. Today, the 
Studebaker-Packard “Balanced Franchise’’ means more than 











it ever has before. Together, the Studebaker-Packard and 
Mercedes-Benz products provide an almost limitless line . . . 
priced from $1776 to more than $13,000... including 
America’s lowest priced full-sized cars—the Scotsman series; 
the world’s most famous sports cars; plus some 30 other 
passenger models. In trucks the picture is the same. . 
practically every type of commercial vehicle you can name, 
14-ton to 60,000 GVW, diesel or gas, including 4-wheel drives. 

No dealer’s offering can be broader, more balanced . . . and 
the basic company sales policy remains the same. You order 
only what you can sell . . . at a profit! 

But make no mistake, this new era at Studebaker-Packard 
is an era of volume . . . not dollar-exchanging super-mass 


volume, but rather substantial profitable volume. There are 
openings in certain selected markets for new dealers . . . 
write today to DEALER DEVELOPMENT DIVISION, 
Studebaker-Packard Corporation, South Bend 27, Ind. 


Studebaker-Packard 


CORPORATION 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pawtucket, R. I. 
A total of 360 new cars were 
in Pawtucket, R. t dur- 
ing April, according to figures 
compiled by the Rhode Island 
Automobile Dealers Assn, 


Chrysler, 7; 
perial, 2; Hudson, 1; 
and miscellaneous, 18. 
Truck registrations, which total- 
led 24, were divided as follows: 
Ford, 8; International, 5; Chevro- 
let, 3; GMC, 3; Willys, 2; Divco, 1; 
Mack, 1, and miscellaneous, 1. — 
(Thomas L. Forbes.) | 
> 


Cincinnati 


Motor vehicle sales in Hamilton | 


County (Cincinnati), O., during the 
week ended May 23, amounted to 
1,825, an increase of 66 units over 
the sale of 1,759 in the previous 
week, but 77 less than in the like 
week of 1956. 

A total of 717 new cars and 71 
new trucks were registered, com- 
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mobile, 105; Mercury, 95; Buick, |" 
88; Pontiac, 62; Dodge, 59; Ram- 
bler, 31; Chrysler, 30; Cadillac, 27; | 
Volkswagen, 19; , 16; Stude- 

baker, 14; Lincoln, 13; Renault, 8;|_ 
MG, 7; Metropolitan, 6; Nash, 6; 
Imperial, 5; Hudson, 5; Packard, 
5; Porsche, 4; Borgward, 3; Tri- 
umph, 3; Volvo, 3; Austin, 2; Hill- 











pared with 699 new cars and 45 
new trucks in the previous week. | 
A total of 980 used cars and 
trucks changed 
the period. In the 
979 used cars and 

were retailed. 
Repossessions increased to 109 

units, the highest for any week 
since the Federal Reserve Bank of 
Cincinnati started reporting weekly 

. The total represents 
an increase of 64 over the previous 
week and 60 over the like 1956 
week.— (Frank Kappel.) 

* 


Milwaukee 
New-car sales in Milwaukee dur- 
ing April totalled 4,199 for the 
monthly total since May, 
1956. March sales totalled 4,101. 


i 
i 


first four months, set in 


April registrations were shared as 
follows: Ford, 978; Chevrolet, 861; 
Oldsmobile, 391; Buick, 367; Plym- 

299; Pontiac, 240; Dodge, 231; 
Rambler, 185; Mercury, 176; Cadil- 
lac, 104; Chrysler, 73; DeSoto, 70; 
Nash, 45; Studebaker, 42; Volks- 
wagen, 33; Lincoln, 27; 

21; Hudson, 16; Willys, 7; Packard, 

and miscellaneous, 60.—(John N. 

ubel.) 


3 


* > > 
Cleveland 
A sharp rise in automotive sales 
noted in the Cleveland area 
the week ended May 25. New- 
zoomed to 1,755, almost 
r the preceding seven days 


if 
; 


‘and 63 used units were described 


* 
Portland, Ore. 
New-car sales continue to slump 
in the Portland area, and in many 
other parts of Oregon as well. 
Sales are down largely because 
of a severe setback to the entire 








THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Wlongnren-STEMAC. inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Cele: 
Ask for typical sample, complete details 





lumber industry. Dealers are mark- 
ing time, with hopes of a change 
soon, 

Many dealers are critical of the 
growing trend toward price-gim- 


$75 Million Sales Pact 
Is Signed by Dueck 


VANCOUVER, B. C.— Dueck, 
Ltd., has signed a dealer sales 
contract calling for delivery of 
a minimum: of $75 million worth 
of cars and trucks in the next 
five years, 

Alan Eyre, Dueck general man- 
ager, said this will mean approxi- 
mately 30,000 new-car sales. 
Dueck sales are 30 percent ahead 





counts on Chevrolet, Oldsmobile 
and Cadillac. 





mick advertising. They favor a re- 
turn to realistic pricing with 
honest tradein allowances. — (F. K. 
Haskell.) 


Denver 


Sale of new cars in Denver 
dropped 13 percent during April 
to total 1,569, compared with 1,806 
in March. 

New-truck sales were down 15 
percent, from 203 to 173. 

In the first four months of the 
year, new-car sales amounted to 
6,474, compared with 6,810 in the 
similar period of 1956. Truck sales 
this year totalled 721, compared 
with 799 a year ago. 

Ford continued to lead in new- 
car sales in April with 378, fol- 
lowed by Chevrolet with 326. 
Plymouth remained in third place 
with 245. 


man, 2; Willys, 1, and English Ford, 
1. 


Truck sales were: Ford, 65; Chev- 
rolet, 51; International, 13; GMC, 
6; Mack, 5; Willys, 4; Euclid, 3; 
Volkswagen, 1, and miscellaneous, 
32.—(Ira R. Alexander.) 

* * + 


Pittsburgh 

New-car registrations in the 
Pittsburgh area in the week ended 
May 25 “decreased decidedly” from 

the previous week, according to 
the Bureau of Business Research of 
the University of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of business 
activity was 110.6 percent of the 
1947-49 average, the second-low- 
est figure reported in 1957. 
Steel-mill operations held at 90 

percent of practical capacity dur- 
ing the week.—(Leon M. Leffing- 


Other registrations were: Olds-! well.) 
















Plymouth’s Minor Cited— 


Jack W. Minor, left, Plymouth sales vice. 
president, was selected as “The Outstand- 


ing Young Businessman of 1957" by the 
los Angeles Jr. Advertising Club. The 
presentation is made by Robert lL. Dell- 
inger, club president. Minor addressed 
more than 200 Southern California adver- 
tising executives on the opportunities for 
youth in business. 





Only WHITE has maximum payload 






















THE 3000 


Excellent weight 
distribution and 
cab-forward design for 
states where heavy 
front axle loading 
is most important 




















THE 9000 


90-inch Dimension 
(front of bumper to 
back of cab) for states 
where both heavy front 
axle loading and “‘L” 
dimension are impor- 
tant. Pulls full square- 
nose high-cube trailer— 
40 ft. in 50 ft. states 
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California Plant 
Builds Mercury’s 
3 Millionth Car 


DETROIT.—The three millionth 
Mercury was assembled last week 
at the division’s Los Angeles plant. 
The first Mercury was built Oct. 8, 
1938, in Detroit. 

Within 90 days, Mercury will 
‘start production in a second Los 
“Angeles-area assembly plant. The 
nt has just been completed on 
200-acre tract four miles away 
m its first Coast factory. 
_ Commenting on the three-million- 
‘th car, F. C. Reith, Mercury gen- 
‘eral manager, noted that 334,000 
Mercurys and 34,000 Lincolns have 
been produced in the Los Angeles 
plant since its opening in 1948. 
_ “We currently are employing 1,- 
511 workers who produce 192 new 





“When the new Los Angeles plant 
goes into production this fall the 
number of workers will be in- 


The new plant has a one-shift 
capacity of 280 cars. June 10. 


for highway transport anywhere! 





THE 4000 


Lightweight design 
with rugged power and 
sound engineering— 
ideally suited for all 
applications where front 
axle loadings heavier than 
normal are not required 


All three lines are 
available with the great 
new White Mustang 
gasoline engines or 
powerful diesel engines... 
Steering Pusher and tandem 
models in all three 
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Auto-Lite Sales Team— 
- . Posing before miniature of Hollywood-designed set that will introduce Auto-Lite 
Mercurys daily here,” he said. | Sejierama '57 to automotive wholesalers are, from left, M. H. Smith, general sales| came up with an ad, billing 
D. B. Seem, advertising vice-president; Robert Price, mer-| Dodge as Albuquerque’s 
chandising manager, batteries; J. L. Lingle, merchandising manager, spark plugs;| selling car “after the low-price 
and B. A. Noonan, merchandising manager, service parts. The Auto-Lite travelling| three.” 

theatre, which includes large orchestra, live talent, wide screen film and special The figures in the ad showed: 
effects, will play before an estimated 13,000 wholesaler salesmen in 24 cities starting| Ford (2 dealers), 412 cars sold; 


manager, replacement; 























‘Lost?—See Wessen’ 


— closing of Ed James Buick 
in downtown Los Angeles 
prompted Wessen Buick to bid for 
James’ service customers with one- 
column-by-one-inch ads. 

The ad, inserted in several spots 
throughout local papers, read: 
“Lost your home for Buick service? 
Come to Wessen Buick. 

Wessen officials said the promo- 
tion had increased service business 
slightly and that many new cus- 
tomers had mentioned the “Lost” 
ads. 


Dodge Is ‘Best Seller’ 


AYNE LOVELADY (Dodge) 
did a little arithmetic and 





Chevrolet (2 dealers), 392; Plym- 





3 GREAT TRACTOR LINES 
that spell out 
the truck industry's greatest 
earning power story 


Whatever the highwa a pattern a truck 
operator has— Whites have special advantages 
that are important because they do more 
work ... carry maximum payloads... earn 
more money. 

This as range of White highway 
tractors provides White Representatives every- 
where with their : sales ee 
ever! And they’ king up this op 
with service ioniie parts eoudability 
modern facilities. 

White payload engineering brings you the 
modern concept in tractor design— 

e Maximum payloads under any state law 
pattern 


e@ Maximum schedules and best “‘use”’ factor 
@ Reserve power and strength to handle 
payloads een profitably 
Here are tractors that update operating sched- 


ules . . . introduce a new concept in earning 
power . . . add a modern “look” to the truck- 
ing industry. 

More than ever before—this White Leader- 
ship in Action makes it extra profitable to 
GO WHITE! 


THE WHITE MOTOR COMPANY 


Cleveland i, Ohio 





For more than 55 years the greatest name in trucks 


How They're Pushing Sales 


Dealer Ad Ideas 









outh (2 dealers), 151, with 147 
Dodges sold by Lovelady. 


Enlarging on the theme, the ad 
went on to say: “Had the figures 
been broken down by dealers, 
Dodge would have been in third 


place.” 
West Coast Promotions 


/-pee dealers in Los Angeles 
are stepping up their advertis- 
ing and sales promotion campaigns 
for the summer months. 

In San Francisco, the dealers 
have authorized expenditure of 
$32,650 for advertising in the re- 
gional market through July. Some 
$26,000 will be used for radio spots 
during the morning and evening 
rush hours, and $5,000 has been 


* * * 


earmarked for promoting station 


wagons in newspaper ads. 

Los Angeles Dodge dealers will 
distribute 750,000 flyers stressing 
specific tradein offers. They'll be 
distributed door-to-door in the vi- 
cinity of each dealership with about 
15,000 being delivered in each 
dealer’s area. 

= +. * 


Don’t Pay While Payless 


MmeAc CHEVROLET Co., Espan- 
ola, N. M., offers teachers new 
cars with no payments until after 
the teachers’ payless summer 
months. 

The firm’s ad says, “This also 
applies to our late-model used 
cars.” 


Japan Considers 
Making Small Car 
For U.S. Market 


TOKYO.—Auto manufacturers 
here are considering an attempt to 
invade the U. S. market with small 
passenger cars. 

Genshichi Asahara, president of 
Nissan Automobile Co., has origi- 
nated a plan to pool the resources 
of leading manufacturers to mass- 
produce a small car. 


Japan now is producing 30,000 
small cars a year. 

The government has estimated 
total production of four-wheel ve- 
hicles at 197,760 for the current 
fiscal year. This is about a 50 per- 
cent increase of over last year. 

Exports for the year have been 
estimated at 6,000 four-wheel units. 


Calif. Buick Deal 
Is Sold by Boyd 


EAST OAKLAND, Calif.—Warren 
Boyd, a veteran of 48 years in the 
automotive industry in the San 
Francisco Bay area, has sold his 
Buick dealership to -Ed Deemer, 
his general manager. 

Although retiring as a dealer, 
Boyd plans to remain active in 
the finance business on a moderate 
scale. 

Boyd entered the industry in 
1909 with Diamond Rubber Co. and 
became a dealer in 1921 when he 
and a partner acquired a Willys 
Overland franchise, In 1931, he be- 
became Northern California dis- 
tributor for Hupmobile, and later 
handled Pierce Arrow and Packard 
before opening his Buick dealership 
in 1937. 





AUTO 
TURNTABLES 


enuneinenid by 
Macton Machinery Co. 


DYKE LANE 
Stemford 2, 
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Today the strongest, safest tires 


Nylon makes an important safety improvement in tires... and customers 
know it. They want the added protection nylon gives against the hazard of blowouts— 


mile-after-mile driving with complete confidence. Nylon cord tires are good news 














4 


Taxi fleets prove nylon’s dependability 
in millions of miles of driving under all condi- 
tions —over open highway or city streets, over 
good roads or bad. Fleet owners everywhere 
want the extra safety of nylon cord tires. 





to your customers and good business for you. 








are made with nylon cord 
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tires are being demonstrated to millions of Americans through Du Pont’s powerful 
advertising campaign. It brings the story of nylon’s safety and dependability to 
your best potential customers. The rising sale of nylon cord tires is proof of the 
growing public demand for nylon’s extra strength and safety. 


Du Pont produces nylon fiber. 
Tire manufacturers 
make nylon cord tires. 


They’re a piece of change-over business that increases 


customer satisfaction, influences sales. 


REG. U.S. PAT. OFB 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


COLOGNE, Germany, — On my 
way to this city, I chanced to ride 
with a friend in hig Mercedes and 
heard music coming from the glove 
compartment. 

I looked around. No antenna, 
as a matter of fact, no radio, It 

d that I had a sneak 
previow of a new gadget to come 
on the market in about two 
months. 

It is a small machine which 
Plays music from tapes and is lo- 
cated in the glove compartment. 
One cartridge contains either one 
or four hours of continuous music 
uninterrupted by commercials, This 
unit may play through the radio 
or through its own loudspeaker. 

The price will be about $60 when 
used with radio and $80 when 
equipped with its own amplifier. A 
good number of selections will be 
available — from opera to light 
music. 

I suggest that an American record 
firm get a hold of this music ma- 







PACKARD 
ELECTRIC 





CABLE 


chine in order to provide U. S. type 
of music, since that was the thing 
that was very hard to obtain, ac- 
cording to my friend. 

*- * . 


Chrysler in Cologne 


AW the soon to be finished 
parking garage with several 
levels and the very modernistic 
store in it for display of Chrysler 
Corp, cars. 
> + * 


German April Fool 
i SSWALo, a firm in Germany, 
offered in half-page ads an ac- 
cessory called the “Ideal.” It con- 
sists of a cartridge which can be 
operated up to 150 times by a pull 
on a button by the car’s driver. 
It ejects a cloud of dirty, black 
smoke on the right side of any car 
or motorbike. 
The idea, as advertised, is that 
when passing some of the diesel 
trucks one may get annoyed by 


the exhaust. If so, in order to get 
“revenge” one can eject a cloud of 
smoke after passing the truck 
which will completely cover the 
driver’s cab. 

I called the firm and was told 
that it was only an April Fool’s 
Day joke which, due to an error, 
appeared three weeks too late. 


Attention, African Dealers 
DR, HILDENBRAND, Kassel, 
Germany, is marketing “per- 

fume” which will keep elephants or 

hippos away. The smell of lions 
works well against hippos and ele- 
phants stay clear of the odor of 


human beings. 
+. * . 


Buses Last 25 Years 


SWITZERLAND, most authori- 
ties agree that the useful life of 

a bus is 25 years. 
By the way, nearly all Swiss buses 
have exhaust braking systems. This 
is a simple device which cuts off the 


r better without costly spot suppressors ! 





Films Train Salesmen— 

Laux, of Frankfurt, Germany, has pro- 
duced a series of sound slidefilms to be 
used in training salesmen. The films are 
produced from multicolor drawings. Similar 
films are used in training courses for 
mechanics. 

* * 


injection on diesel engines and shuts 
the exhaust pipe close to the en- 
gine. 

In that manner, the exhaust 
stroke is another compression 
stroke, which means that the 


/ TV and radio interference can be controlled 





Here’s how it’s done— Packard Elec- 
tric’s exclusive T.V.R.S. cable does 
two jobs simultaneously. Its non- 
metallic conductor carries the cur- 


without help from suppressor 


Because the distributed resistance in 
Packard T.V.R.S. cable has proved 
superior to ordinary spot suppress- 


ing devices, there is a minimum of 


“broadcast’’ ignition interference to 
interrupt the operation of car radios 


or neighboring T'V sets. 

T.V.R.S. cable makes spark plugs 
last longer, too. That’s because 
electrical oscillations are reduced 
within the ignition system. As a 
result, there is less erosion of the 
spark plug points. 


A Packard Electric terminal- 
attaching process makes T.V.R:S. 
cable easy to use on any ignition 
system. And packaged replacement 
kits are available for your service 
organizations. Get the facts now. 
T.V.R.S. .cables can eliminate a 


troublesome problem for you. And 
they can actually save money in the 
process! For your convenience, 
Packard Electric maintains branch 
offices in Detroit, Chicago, and 
Oakland, California. 


Packard 


Warren, Ohio 


Electric 


] 


“Live Wire” division of General Motors 


Berliet, a French truck builder, 
incorporates the air compressor for 
the brakes with a diesel engine. The 
compressor’s connecting rod oper. 
ates around a pin mounted off- 
center on the camshaft gear. 

* * > 


Mechanic Training Film 
= of Frankfort, reports de- 
velopment of a new type of 
slidefilm for training mechanics, 
The films include drawings which 
help explain the operations being 
discussed. 
Laux also is offering a series of 
color slidefilms, complete with 
drawings, for training auto sales- 


men. 
* * * 


Austrian Imports 
AS, a country with a popu- 
lation of 6,944,100, in 1956 im- 
ported only 297 U. S. made autos. 
The import duty, including a special 
tax, amounts to about 26 percent of 
the car’s value. 
+ * * 
Suspension Fight 
™ advertising people are fight- 
ing it out — Renault’s Fregate 
rear suspension vs: Daimler-Benz 
rear suspension. 

The Renault group insists the 
rear wheels ought to operate in a 
parallel manner. This, however, 
requires more universal joints. 

Daimler-Benz contends the pen- 
dulum single-pivot rear suspension 
can do the same thing with less 
effort, 


Rental Firms Crack Down 


ERMANY’S 1,000 car-rental 

firms got together and decided 
just who may and who may not 
rent their vehicles. They decided 
they'll rent only to “reliable” per- 
sons. Among groups excluded, it is 
reported, are “notorious drunkards” 
and “most teenagers.” 

The move involves some 10,000 
ears which are driven about 300 
million miles a year, 

> 7 > 


Attention Inventors 


ANTED: A new type of mirror 
or other gadget which will let 
the driver know what is going on 
immediately behind his car. Too 
often, children or animals are en- 
dangered when the car is backing 
up. 
Also, many drivers cannot judge 
distances when backing, and a de- 
vice which would touch the rear end 
of the car before solid contact is 
made would be a blessing. 
> 


Insurance Suggestion 


7s Common European Market 
people have suggested that one 
type of auto insurance be made 
compulsory throughout Europe. 

= ” > 


The Top Three 


7 most popular cars in Switzer- 
land are Volkswagen, about 
49,000; Opel, 37,000, and Fiat, 30,- 
500 


Sales figures in Belgium for 1956 
show Opel, 14,000; Volkswagen, 12,- 
500, and Renault, 8,500. 

> 


Maserati Innovation 


yy asenatt permits mentioning 
that one of its racing models 
is equipped with springless valve 
opening and closing, similar to the 
Mercedes Grand Prix winners. Dual 
cams are used, one for the opening 
and one for the closing. 

a * * 
Oil Sausages 
you may not believe what you 

, but it may be true. 

In these days of oil tankers of 
gigantic dimensions and gigantic 
cost, a Hamburg engineer has de- 
signed a new method of transport- 
ing oil. It is now under considera- 
tion. 

The engineer, whose name is 
Doerpinghaus, designed some 
huge sausages of nylon, perion 
and plastics and covered by steel 
netting. They are divided into 
com its and can carry up 
to 10,000 tons of oil. 

The units are about 300 feet long, 
appear to be only about two yards 
above the surface of the water and 
can be pulled by ocean-going tugs. 

When empty, the sausages can be 
rolled up and can be shipped back 
by air freight. It is reported that 
they will cost only about 10 percent 
as much as a tanker, and produc- 
tion time is only a few weeks. 
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How Hamm’s Wins Instant Recognition 





eee In new markets 


“Outdoor advertising parallels Hamm’s 
distribution and wins instant recogni- 
tion for Hamm’s with the ‘sky blue 
waters’ theme and the large appetizing 
glass of beer”, says Richard L. Forrest, 
V.P. of Campbell-Mithun, agency for 
Theo. Hamm Brewing Co. 

“Taste appeal sells beer, and we be- 
lieve Hamm’s outdoor pictorial pres- 
entation has been one of the contrib- 


General Outdoor Advertising 


515 South Loomis Street, Chicago 7, Illinois 





uting factors in Hamm’s climb to fifth 
place in national beer sales. We strongly 
believe in outdoor for Hamm’s and 
place a great deal of faith in its effec- 
tiveness.” 

For additional success stories (Kraft 
Foods, Life Savers, General Tire and 
many others) write the General Out- 
door Advertising Company office in 
your city. Or, write us in Chicago. 










































































































Leads Ford Truck Sales— 

Sale of 1957 Ford trucks since the February introduction broke all records for the 
first three months of any truck introduction period in the history of the Los Angeles 
sales office, according to William H. Klein, district manager. Sales during the three- 
month period totalled 6,811 units as compared with 4,875 units for the same period 
@ year ago. Klein, right, and Thurio Newell, assistant district sales manager, look 
over the Ford Ranchero, which has been selling at an average of 400 units per 
month, representing 18.1 percent of total Ford truck sales. 
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Across the Nation ... 


M. B. Auto Sales, Inc. (Dodge), 
has opened at 8025 Cottage Grove 
Ave., Chicago. President is Manny 
Bobele, and his son, Frank, is sales 
manager. George Bowness is gen- 
eral manager. M. B. Auto Sales 
formerly was a Packard dealership. 

+ * * 


Jonnet Mercury Opens 

Jonnet Mercury Sales & Serv- 
ice, Monroeville, Pa., has opened 
across from Miracle Mile Shop- 
ping Center and is owned by 
Elmer Jonnet. 


* * * 
Renault Appoints 
13 Dealers in U. S. 


Renault of France has appointed 
10 U. S. dealers. They are: Drennan 
Motor Co., Winfield, Kans.; Shaffer 
Pontiac, Inc., Norfolk, Neb.; Rufus 
Holley Used Cars, Anniston, Ala.; 


cool metal for hot planes 


For jet and rocket aircraft engines, wings and surfaces that 


. are subject to extreme conditions of heat, friction and corrosion, 


where the metal must stand up .. 


. design it, improve it and 


protect it with McLOUTH STAINLESS STEEL. 


specify 


Mc LOUTH STAINLESS STEEL 
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HIGH QUAL 
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MANUFACTURERS 


McLoutH Stee. Corporation 
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Auto Dealer Changes 


SF at? 


CARBON 





East Lake Auto Sales, Birmingham, 
Ala.; Herbert Jones Nash Co,, Little 
Rock, Ark. 

Jack Prewitt Motor Co. Nash- 
ville; McIntyre Import Motors, 
Florence, Ala.; Marshall Motors, 
Miami; International Motor 
Inc., Miami, and Fort Pierce Im- 
ported Cars, Port Pierce, Fila. 

= * * 


Bankruptcy Petition Filed 
Longest Buick, Inc., Hopewell, 
Va., has filed a bankruptcy petition 
n Federal District Court in Rich- 
mond. 
* e * 


Anderson Adds Simca 


Anderson Motor Co., Portland, 
Ore., has been named distributor 
in Oregon and Idaho for the Simca. 
It also handles Willys commercial, 
Rambler, Metropolitan and Hudson 


MICHIGAN 
STEELS 





Co., Cooperstown, N. Y.; Piedmont 
Tire & Motor Co., Inc., Rock Hill, 
S. C.; Odessa Motor Co., Odessa, 
Tex.; Stillman & Hoag, Inc., Engle- 
wood, N. J.; Palm Swede Motors, 





cars, according to William M, 
Anderson. 


Wane Management, Sulta 


Get Phoenix Deals 


Town & Country Plymouth will 
be opened in Phoenix, Ariz., about 
Aug. 1, 1957, by Wane Management 
Co., Long Beach, Calif. It wil! be 
located at 1303 Camelback St. 

A Long Beach man, Mike Salta, 
has opened Westward Pontiac in 
Phoenix at Sixth and Adams Sts, 
He has named James A. Rapton as 
general manager. 

* 


Hammett Adds Chrysler 

Hammett Motors, Inc., Parsons, 
Kans., has been appointed a dealer 
for Chrysler. H, L. Hammett is 
owner. The firm also handles 
Dodge and Plymouth cars, 


Acquisto Opens Dodge 
S. J. Acquisto has opened an 
exclusive Dodge dealership in Los 
Angeles at 911 W. Manchester Blvd. 
= +” = 


Fergus Opens Branch 


Fergus Ford, Skokie, Ill. has 
opened its newest branch in Old 
Orchard, Ill., a new shopping center. 
Ed Rybar is manager and will be 
assisted by Al Klein. William D. 
Fergus is president. 

. + +. 


Imus Buys Fulwiler 


Ken Imus has purchased Fulwiler 
Motor Co., El Paso, Tex., for a 
reported $500,000. He has renamed 
the dealership El Paso Ford. 

* > 


Rust Motor Moves 


Rust Motor Sales (Studebaker. 
Packard), Louisville, has moved to 
new quarters at 501 E. Broadway, 
formerly occupied by Leyman Mo- 
- Co. (Buick). Nate Rust is presi- 

ent. 


7 > > 
25 Jeep Dealers 
. 

Added by Willys 

Willys Motors, Inc., added 25 Jeep 
dealers in April. They are: James 
Motor Co. Rapid City, S. D.; Area 
Jeep Sales & Service, Hammond, 
Ind.; Glasco Tractor & Equipment 
Co., Salem, Ill.; East Moline (Ill) 
Tractor & Equipment Co.; Holzem 
Motor Co., Wausau, Wis. 

Bill Fraser Motors, Bend, Ore.; 
Taggesell Pontiac Co. Salem, Ore.; 


K. W. Motor & Impl. Co., Arkansas 
City, Kans.; Cooks Auto & Supply 


Inc., Wichita; Mountain City Motor 
Co., Oakland, Md.; Wood’s Auto 
Sales, Terre Haute, Ind. 

Ruddick’s Garage, Seymour, Ind.; 
George Williamson, Inc. Lake 
Wales, Fla; A-B Motor Co. Nat- 
chez, Miss.; Wheeler's Garage & 
Pan American Service Station, 
Columbus, Miss.; Miller's Sales & 
Service, Aztec, N. M.; Thibault 
Bros. Corp., Cambridge, Mass.: Joe 
Vogel Pontiac, Inc., Auburn, N. pe 
Artesia Implement & Supply Co., 
Artesia, N. M.; Reed Motors, Wol- 
cott, N. Y.; Murphy & Phillips, 
Pulaski, N. ¥. 


Jeff Davis Buys Ford 

Schwam Motor Co. (Ford), 515 
E. Fourth 8t., Charlotte, N. C., 
has been sold to Jeff —- 
Greensboro, N. C., and David T. 
Grubbs, Burbank, Calif. It will be 
operated as Courtesy Motors. 

* 


Bostick Buys Brakebill 
Vernon Bostick has purchased the 
interest of Paul Brakebill in Gay 
Motors (Mercury) and has suc- 
ceeded him as president. 
a ee 


Brown Opens Mercury 


M. D. Brown has opened a new 
Mercury dealership in Covina, Calif. 


Gipson, Scharf Buy Deal 

Cc. W. Gipson and Raymond 
Scharf are the new owners of Cad- 
illac Plaza, Inc., Twentieth and Wil- 
shire, Santa Monica, Calif. 


Larson Opens Ford 
Walter Larson has opened a Ford 
dealership in Murray, U' 
sociation with his two 
and Lon Larson. The latter will b 
sales manager of the new firm. A 
one time, the elder Larson was o 
(Continued on Page 31, Col, 1) 
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Across the Nation... 


Auto Dealer Changes 


(Continued from Page 30) 


the pitching staff of the Boston Red 
Sox. : 
+ * 


Patco Studebaker Opens 


A new dealership, Patco Sales & 
Service (Studebaker), 8002 Bennett 
St., Pittsburgh, is owned by Elmer 
J. Jonnet jr. and is managed by 
his brother, Joseph Jonnet. Robert 
F. Angell is sales manager. 

* * 


Renault Signs 4 Dealers 


Renault has announced that it has 
signed the following four dealer-| 
ships: Jeffery Motor Sales, Platts- 
burg, N. Y.; Rowland Motors, Inc., 
Coscob, Conn.; European Motor 
Corp., Jersey City, N. J., and Dave 
Castleman, Inc., Sarasota, Fla. 

* * * 


Marcus Takes Borgward 


Borgward, a German automobile, 
is being introduced to Denver by 
Marcus Motors, 1156 Broadway. 

An initial shipment, according to 
S. M. Marcus, president, of 25 cars 
will be followed by 50 more. 

* * + 


James Takes Willys 


James Motor Co. (Buick-DeSoto- 
Plymouth), Rapid City, S. D., has 
been named a Willys dealership. 
Partners in the firm are B. J. Ros- 
kos, W. A. James and A. S. Chris- 
tianson. Roskos is manager. 

* 7 . 


Hovde Adds Rambler 


Hovde Motor Co. (Pontiac), St. 
James, Minn., has been awarded a 
Rambler franchise. 

= = 


Dale Opens Pontiac 
Dale’s Pontiac, Owatonna, 
Minn., operated by Dale IL. Hursh, 
is a new dealership replacing the 
former Martin’s 
formerly operated Dale’s Pontiac 
in Helena, Mont. 


Hood Motors Opens 


Hood Motors (Dodge-Chrysler- 
Imperial) has opened at Sixth and 
Oak, Panama City, Fla. Homer C. 
Hood is president of the firm. 

> > o 


LaRiche Buys Bundy 


William M. LaRiche has taken 
over Bundy Motor Co. (Ford), 12100 


Pontiac. Hursh | 





Detroit Ave., Lakewood, O., and is 
operating it as LaRiche Ford, Inc. 
The former owner, Ray Bundy, has 
retired. He was a dealer 37 years 
and is a past president of the Cleve- 
land Automobile Dealers Assn. La- 
Riche also owns an Oldsmobile deal- 
ership in Lakewood. 
* o- 


Becker Takes Nash 


Becker Auto Sales, 803 Main, 
Lafayette, Ind.. has been awarded 
a Nash franchise. 

s * = 


Christensen Joins Cassidy 


Cassidy Ford Sales, Fowler, Ind., 
has become a partnership and has 
been renamed Cassidy and Christ- 
ensen. Edward P. Cassidy and Gene 
A. Christensen are the partners. 

* : * 


New Britain Motor Sold 


Plymouth Auto Mart, Inc., West 
Hartford, Conn., has acquired 
New Britain Motor Car Co. 
(Chrysler-Plymouth), New Brit- 
ain, Conn. The latter firm now 
will be operated as a Plymouth 
exclusive. 


McClure Regains Lincoln 


McClure Motor Co., 326 S. Main, 
El Dorado, Kans., has been awarded 
a Lincoln franchise. The company 
has been a Ford dealership since 
1921 and handled Lincoln from 1922 
to 1945. Milton C. McClure heads 
the firm. 

om + * 


Plymouth Picks Gates 


Gates Motors is the new exclusive 
Plymouth dealership at 3409 N. Tli- 
nois St., Indianapolis. B. T. Gates 
sr. is president and Charles Taylor 
is general manager. 

© - - 


Milne Sells Outlet 
Elmer Raniere and Louis Sino- 
poli have purchased Milne Motors 
(Studebaker - Packard) in Valpa- 


raiso, Ind., from Lester A. Milne. 
The firm has been renamed R. & S. 
Motors. 

ad * * 


Towson Showroom Opens 


Towson Ford has opened a new 
showroom on York Road, north of 
Towson; Md., near Baltimore. F. H. 
Onnen, president, said six cars can 
be shown at once, all on one floor. 

+ = + 


McLeod Gets Ford 


Dick McLeod, formerly with R. M. 
Hale Co. (Ford) in Indianapolis, Ia., 
has opened a Ford dealership in 
Madrid, Ia. 


Renault Signs Pewitt 


A franchise for Renault has been 
granted to Jack Pewitt Motor Co., 
354 Murfreesboro Rd., Nashville. 


Thomas Coleman is general man- 
ager. 
e + * 


Monarch to Build 
Monarch Buick Co., N. Meridian 
and Eleventh, Indianapolis, has 
purchased property on N. Illinois 
near Eleventh for a new build- 
ing, according to William R. 
president. 
* = * 
Prostrolo Opens 
Jerry Prostrolo has purchased the 
Chevrolet-Oldsmobile dealership in 
Madison, S., D., from Kick Kneppen. 
* * + 


Anderson Takes Outlet 
Helmer Anderson has acquired 


Valley, Minn. 
+ * * 


Moore Moving 


William H. Moore, former Mem- 
phis dealer, has purchased Union 


Ark. The firm has been renamed 
Moore Ford Co. 
* * * 
IH Signs Mizell 
Mitzell Motor Co. Norton, Kans., 





has been appointed an International 


the Oldsmobile dealership in Spring 


| Motors (Ford) in North Little Rock, | 
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“How are the brakes? Just 
tou-c-h...” 





Harvester dealer, The firm will con- 
tinue to handle Buick, Pontiac, 
|GMC, used cars and other equip- 
| ment. 

* * s 


GMC Deal Franchised 


Ward La France GMC Sales, Inc., 
New York City, 





a new wholly 
owned affiliate of Glen Alden Corp., 
has been appointed a franchised 
GMC dealer. The new company will 


share facilities at Bruckner Blvd. 
and 139th St, with Ward La 
France Truck Corp., another Glen 
Alden affiliate, which manufactures 
fire-fighting equipment and other 
special-purpose vehicles. Officers of 
the two firms are the same. 
* * * 


R. Jackson Moves 
Richard Jackson, formerly with 
his father at Jackson Pontiac-Buick, 
has become the owner of Roseau 
Motor Co. (Ford), Roseau, Minn. 
* . . 


Wilcox to Handle Simca 

L. M. Wilcox, president of Wilcox 
Motors, Seattle, has been named 
exclusive distributor in Washing- 
ton and Alaska for the Sima line 
of French cars. The firm will have 
40 dealers in Washington, 

. * « 


Byron Opens 
Albert M. Byron has opened 
Byron Motors (Simca) at 21101 E. 
Fourteenth St., Hayward, Calif. 
* ¢ @ 


Selland-Salem Opens 
Selland-Salem Pontiac has opened 
|in Fargo, N. D. E, J. Selland and 
oe R. Salem are partners in the 
firm. 





ORDINARY CLEAR GLASS WINDSHIELD. 
Sky glare alone, even without direct sunlight, causes 
squinting and fatigue. A light meter reading at the 
top of the windshield measured 140. 


E-Z-EYE SHADED WINDSHIELD. Under ex- 


actly the same conditions, the 


light meter behind 


the transparent blue band at the top measured 60. 
Eyes shaded from glare are unstrained. 


Survey shows 55% want “tinted glass’’! 


In a nationwide survey conducted by Popular Mechanics Magazine, 
55% of the respondents said they want “tinted glass” in their 


next Car. 


Small wonder, when you study these comparison pictures and 
light meter readings. The full color pictures appearing in L-O-F 


the story even more dramatically. Many of your customers will 
see these ads. Wouldn’t it be profitable to order more of your 


cars with E-Z-Eyve? 





E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 
Reduces Clore, Eyestrain,Sun Heat 


LIBBEY - OWENS-FORD GLASS COMPANY - TOLEDO 3, OHIO 





There’s No Buy Like It In The Country 





@ “I won’t say that Farm JOURNAL ads sell cars by themselves, 
but I will say that they help an awful lot.” 


Dan Parks 
Augusta, Kansas 


@ “If you judge an ad by the number of prospects it brings in,then 
there’s no doubt that FARM JOURNAL advertising is in a class by 


itself.”’ 
H. E. Moyer 


Pratt, Kansas 


@ ‘We consider FARM JOURNAL one of our best salesmen. It goes 


down these rural routes just like a local newspaper.” 
Geo. J. Pasak 
Sioux City, Iowa 


FARM JOURNAL is America’s largest selling farm magazine. It’s 
bought and read by twice as many farm families as any other 
publication because it gives farm families everywhere what they 
want... need... and can’t get anywhere else.. 


FARM JOURNAL 


One of the nation’s truly great magazines 
More than 3,500,000 subscribing families 
Graham Patterson, Publisher Richard J. Babcock, President 











and so many Chrysler Corporation Dealers 


thrive on country trade 


Pee i! al 


FARM JOURNAL 


Your vote is in and these five win! 


THE NEWEST NEW CARS IN 2O YEARS 
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In loft foreground, Plymouth: right, Dedge; center, De Soto; rear left. Imperial and rear cight. Chrysler 
cover all pre ranges 


With a total of 93 models to 


~with over 400 color combinations to chouse from. there's a Chrysler ¢ corporation car that’s right for you! 


You and your neighbors are giving these 5 cars the most thunderous reception in automotive history. For here 
is genuinely new leadership in styling and engineering—to give you a whole new concept of driving pleasure! 


Compares ree sryie@: In secing 
these cars you recognized The New 
Shape of Motion as net simply warmed- 
over styling but a brilliant new concept 
in design. Here. in America’s lowest. 
roomiest cars is the clean, uncluttered 
beauty that won instant acclaim. Other 
cars are reaching toward this styling— 
these cars have it now! 


COomParRE THe FIDE! In revolution- 
ary new 
that Chrysler 
have achieved the first majer. across 
the-board 
years. You found that with Torsien-Aire 
the car virtually planes away all road 
roughness. takes tight turns without 
lean, stops without dive. 


Torsion-Aire. vol discovered 


Corporation engineers 


suspension advance in 33 


COMPARE THE VALUE! With new 
Pushbutton TorqueF lite transmission 
smoothness and 
new Total-Contact Brakes that 
put /ess.tee pressure to greater effect 


offering unmatched 


surce 


exclusive Full-Time power steering 
everyone agrees these cars have road 
wizardry all their own! If von haven't 


driven one do so, soon! 


CHRYSLER CORPORATION > THE FORWARD LOOK 


PLYMOUTH - DODGE - DE SOTO: CHRYSLER - IMPERIAL 














Metropolitans Arrive in Los Angeles— 

R. D. Bolt, left, American Motors Los Angeles zone manager, and First Mate J. 
Kennar inspect one of the first Metropolitan models being unloaded from the S. S. 
Silverpoint as she arrived in the U. S. after her maiden voyage from Avonmouth, 
Port of Bristol, England. The ship carried 741 Metropolitans, the largest shipment to 
arrive in this country, in specially constructed shipping crates. 





|General Tire Names Wilbur 
|\To Head Sales at Marion 
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Auto Personnel 





Minnesota Mining & Mfg. Co, has | 
named Joseph C. Duke aos 
vice-president in charge of coated 
abrasives and adhesives and coat-| 
ings, and Bert S. Cross graphic 
products executive vice-president.| Fibre glass products, reporting to 
Both Duke, a 32-year veteran, and| Wilbur. 

Cross, who has been with the com- | * * «& 

any 30 years, are 3M directors. | ° ° 
: The company also announced the | Nelson, White Appointed 
election of Dr. Byron J. Oakes as| To Fill Goodyear Posts 


chemical products group vice-presi- | Creation of two new posts within 


for the military and aircraft, 
automotive, appliance, electrical, 
motor boating and communica- 
tion industries, Fred W. Dover 
will continue as sales manager of 


| dent,.and Cecil C. March as vice-|its service sales and equipment) 
|president of the coated abrasives division has been announced by 


and related products division. 
+ * + 


Robert B, Wilbur has been pro- | 
moted to general sales manager | 
of General Tire & Rubber Co.’s | 
Marion division. 

Wilbur will direct sales of all 
products manufactured at the 
company’s Marion (Ind.) plant. 
These products include polyure- | 
thane foam and giass laminates | 











How Great Lakes Steel 
inspects scrap quality 


Two things don’t belong in this gondola—and a team of 
trained Great Lakes Steel scrap inspectors is searching them 
out. The intruders are non-ferrous material and high sulphur 
content ferrous material, which contaminate heats and spoil 


the quality of finished steel. 


Additional visual inspection in the stockhouse and on the 
open-hearth floor, magnetic screening, and weight checks all 
combine to detect and eliminate these adulterants, before the 


scrap is fit to become a part of Great Lakes steel. 


Sound like a lot of trouble? It’s worth it, to us and to our 
customers. And it’s just one more step in Great Lakes Steel’s 
continuing program of quality control that assures you the 
finest steels. Make it a point to contact your Great Lakes 
Steel representative for the rest of the story. He’s as close as 


your telephone. 





Here approved scrap, in charging boxes on buggies, 
heads for the open hearths. Quality scrap gives 
finished steel improved surface and ductility 
characteristics. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan -¢ Division of 





NATIONAL STEEL valig CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleve- 
land, Grand Rapids, Houston, a Lansing, Los 
Philadelphia, Pittsburgh, 

isco, ‘oledo, Toronto. 


Angeles, New York City, 
, St. Louis, San Francisco 





Goodyear Tire & Rubber Co, 
Akron. 

Named equipment sales manaver 
is James A. Nelson, formerly senior 
staffman in service sales and equip- 
| ment division. G. P. White, former 
manager, service sales, retail stores 
| division, will assume duties as man- 
ager of retread production and mer. 
chandising. 

cd * + 
Acheson Colloids Names 


Student and Gallagher 


Acheson Colloids Co., Port Huron, 
Mich., a division of Acheson Indus. 
tries, Inc., has appointed Kurt R. 
Student and Connell J. Gallagher 
service engineers. 

Students will work out of Ache- 
son’s Cleveland office and will serve 
the northern Ohio territory, Galla- 
gher has been assigned to the Pitts- 
burgh office and will cover western 


Pennsylvania and West Virginia. 
* * 7 


Brake Shoe Hikes Welsh 


John R. Welsh has been appointed 
assistant general purchasing agent 
of American Brake Shoe Co A 
member of the company’s purchas- 
ing department in New York since 
1946, he was purchasing agent for 
ferrous materials before his new 


appointment. 
+ + = 


Vickers Appoints Gieryn 
Industrial Sales Manager 

F. V. Gieryn has been appointed 
industrial department sales man- 
ager for the machinery hydraulics 
division, Vickers, 
Ine., Detroit. 

Gieryn for- 
merly was man- 
|}ager of export 
sales. In his new 
capacity, he will 
supervise sales 
of Vickers hy- 
draulic units and 
systems for ma- 
chine tools and 
other plant pro- 
duction machin- 


ery through 20 sales offices. 
* *¢ * 


Pritchard and Milton 


Promoted by Edsel 


Harry W. Pritchard has been 
named Denver district sales man- 
ager for Edsel, succeeding Walter 
S. Milton, who was promoted to 
market representation manager at 
the division’s headquarters in Dear- 
born. 

Pritchard, formerly assistant dis- 
trict manager in Chicago, joined 
Edsel last December after 10 years 
with Ford division. Milton has been 
with Edsel since last October. He 
previously was an American Motors 


sales official. 
> > = 


AMC Appoints Paxton 


Assistant to Chapin 

H. G. Paxton has been appointed 
administrative assistant to Roy D. 
Chapin jr.. American Motors’ auto- 
motive executive 
vice-president, He 
formerly was ex- 
ecutive assistant 
to Roy Abernethy, 
automotive distri- 
bution and mar- 











keting vice-presi- 
dent. 

Paxton joined 
Nash in 1945 in 
a Cleveland and was 

F ‘ promoted to na- 
H. G. Paxton tional business 
management manager in 1951. Two 
years later he became national car 
distribution manager. 

a * + 


Hyatt Bearings Promotes 


Groce and Gilmartin 


Lester L. Groce has been named 
assistant general sales manager of 
the western region of General 












L. L. Groce H. J. Gilmartin 
Motors’ Hyatt Bearings division. 
Succeeding him as sales manager 
of the Detroit zone is Henry J. 
Gilmartin. 

Groce joined Hyatt in 1944 and 
(Continued on Page 35, Col. 1) 
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(Continued from Page 34) 


has been sales manager of the 
Detroit zone office since 1956, Gil- 
martin joined Hyatt in 1934 and 
has been sales engineer in the De- 
troit office since 1943, 


Armour Cushioning Names 


Coughlin as Sales Manager 


James P. Coughlin has been ap- 
pointed general sales manager, 
cushioning prod- 
ucts division, 
Armour and Co., 
Alliance, O, 

The division 
manufactures 
cushioning prod- 
ucts for the auto- 
motive and 
transportation in- 
dustries. Prior to 
joining Armour, 
Coughlin was with 
Eutectic Welding 
Alloy Corp. and Westinghouse Elec- 
tric Corp. in Buffalo. 


* * * 


Edsel Picks Siewers 


R. J. Siewers has been named! 
district manager for Edsel in the} 
district embracing Oregon, Wash- | 
ington, northern Idaho and western 
Montana. 





James P. Coughlin 


* * > 


Dunkirk Radiator Elects 


Reed as President 
M. C. Reed has been elected| 
president of Dunkirk Radiator} 
Corp., Dunkirk, N. Y., succeeding 
the late L. N. Murray. 
Reed joined the firm in 1938 and| 
has been sales vice-president. 


* = = 


Olin Aluminum Ups Dye _ | 

R. Carter Dye has been promoted | 
to general sales manager for Olin 
Aluminum, Walter F. O'Connell, 
executive vice-president of Olin 
Mathieson Chemical Corp. an-| 
nounced. Dye had been acting di- 
rector of sales of the aluminum 
division. 

* - 7 


Lincoln Appoints Barnes 


Detroit District Manager 

James H. Barnes jr. has been ap-| 
pointed Lincoln’s Detroit district 
sales manager, 
succeeding Merle 
D. Imus. 

Barnes will 
manage the mer- 
chandising opera- 
tions of Lincoln 
and Continental 
cars in Michigan 
andnorthwest 
Ohio in the divi- 
sion’s 13 - district 
field sales organi- 
zation. Prior to 
his appointment to the district post 
Barnes served for two years as as- 
sistant to the Lincoln general sales 
manager. 








4. H. Barnes, jr. 


Markert Named President 


Of Industrial Wire Cloth 

H. Joseph Markert has been 
named president of Industrial Wire 
Cloth Corp., Wayne, Mich. Justus 
P. Nesbitt is the new vice-president 
and general manager. 

Lynn A. Maysilles has been ap- 
pointed chief product engineer and 
Lloyd Ludwig has been named op- 
erations manager. : 

= = 7. 
Goodyear Hikes Squibb 

David B. Squibb jr. has been 
appointed to a staff position in the 
manufacturers’ sales department of 
Goodyear Tire & Rubber Co. He 
formerly was associated with the 
company’s tire products merchan- 
dise distribution department. 

* * * 


Revere Elects Sieger 

Walter H. Sieger has been elected 
president of Revere Corp. of Amer- 
ica, Wallingford, Conn., subsidiary 
of Neptune Meter Co., New York. 
He succeeds A. Thomas Ball jr., 
who will continue to be available 
to Revere in an advisory capacity. 


Borg-Warner Names Smith 


George P. F. Smith, vice-president 
and eastern representative of Borg- 


Warner Corp., with offices in New 
York, has assumed the additional 
responsibility of operating the cor- 
poration’s Washington office. He 
succeeds Karl J. Ammerman, re- 
tired. 

* * * 


Cadillac Promotes O’Hara 


In Business Management 

Thomas P. O’Hara has been ap- 
pointed assistant business manage- 
ment manager for Cadillac. 


O’Hara joined Cadillac in 1950. | 
Prior to his promotion he was a) 


field representative for the busi- 
ness management department. 
* cal * 


Columbus Edsel Office 
Lists 9 Appointments 


The Columbus district sales of- 


fice of Edsel has announced these 
appointments: 

William H. Beckner, manage- 
ment services manager; John C. 


|Hass jr., distribution manager; 
Hubert A. Wheeler, service man- 
ager; Theodore M. Duigon, market 
representations manager; Leonard 
M,. Heacock, administrative man- 
ager, and William L. Warren, Wil- 
liam A, Randall, William L, Bowlus 
and John L, Petropoulos, zone man- 
agers. 





* * * 
Fenestra Appoints Burnett 


Detroit Division Manager 


David S. Burnett has been named 
general manager of Detroit Steel 
products division, Fenestra, Inc., 
Detroit. 

The election of 
E. A, Miller as 
vice-president of 
Fenestra’s build- 
ing products di- 
vision, in charge 
of all sales and 
manufacturing ac- 
tivities for build- 
ing products, was 
also announced. 

a Other top echelon 
David S. Burnett assignments in- 
clude the following: W. J. Maurer— 
continues as manufacturing vice- 
| president, building products, but 
‘assumes duties of purchasing and 

















product engineering; William Gil- 
lett — continues as vice-president, 
assuming the duties of business 
planning, and Earle C. Hodges has 
resigned as a member of the com 
pany’s board and as building prod- 
ucts sales vice-president. 
* * od 


Goodrich Appoints Maxwell 


To Detroit Sales Post 

B. F. Goodrich Tire Co, has ap- 
pointed Robert A. Maxwell man- 
ager of equipment sales in Detroit 
to succeed George J. Stritch, who 
has retired. 

Goodrich also named Grover C. 
Clark and Robert O. Howard to 
new assignments in the associated 
tires and accessories division. 

* * > 


Trailmobile Names Wood 


Tank Sales Manager 


E. Frank Wood has been named 
manager of Trailmobile Inc.’s 
Springfield, (Mo.), tank division, 
thus completing a three-man man- 
agement team. 

Wood formerly was manager of 
Trailmobile’s Springfield branch. He 
joins Frank A, Beyer, plant man- 
ager, and Harry W. Crank, chief 
engineer, to complete the manage- 
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ment team at the Springfield plant 

which is given over exclusively to 

the manufacture of tank trailers. 
* * * 


Firestone Names Hathaway 


Trade Sales Vice-President 


E. B. Hathaway has been named 
trade sales vice-president of Fire- 
stone Tire & Rubber Co, He suc- 
ceeds H. D. Tomp- 
kins, who contin- 
ues as a company 
vice-president, 

Hathaway joined 
Firestone in 1927 
and served in Chi- 
cago, Detroit, St. 
Louis and Alton 
and Springfield, 
Ill., before being 
appointed dealer 
sales manager in 
1941. He became 
eastern division manager in 1942 
and was promoted to sales manager 
in 1948. 


E. B. Hathaway 


o +” * 
Minich, Pfaff Appointed 
Directors of Wheelabrator Corp., 
Mishawaka, Ind., have announced 


two appointments: Verne E. Min- 
‘Continued on Page 40, Col, 1) 
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GOLDEN TRANSISTOR HEART ... replaces 20 ports 
that wear out in conventional car radios. 


Best Car Radio Profit Opportunity in 27 Years 


Ends all mechanical noise and vibration. Now all the 
rich tone produced by Motorola’s Golden Voice® speaker 


AR RADIO sales rose 30% last year. And this year 
—with the most revolutionary car radio improve- 
ment in 27 years—Motorola Car Radios are rising 


even faster! 


$1,040 plus-profits for you. Every fourth car on the 
road today needs a radio. This means one out of every 
four people who come into your place of business is a 
good car radio prospect. 


Even if you sell 


only one Motorola Car Radio a 


week, your yearly profit will amount to at least $1,040! 


And you’ll find you 
less—just by giving 
Most trouble-free 


can close sales in five minutes or 
prospects these facts: 


car radio ever built. Motorola 


transistor-powered car radios replace 20 parts that cause 
75% of the trouble in conventional car radios. 


Cuts battery drain 


50% or more. Transistors use far 


less power than vacuum tubes. . . play for hours with no 
appreciable battery drain. 


AA 


MOTOROLA 


World’s Largest Exclusive Electronics Manufacturer 


and exclusive Volumatic® control comes through with no 


mechanical distortion. 


Custom-designed to fit most any dash—like it came 
with the car. Installation takes as little as 20 minutes and 
adds extra profit. Or your Motorola installation depot will 


handle it for you. 


And Motorola Car Radios retail at prices your customers 
are ready to pay—low as $39.95, with a big profit for you. 
So why not get all the facts on your opportunities in this 
plus-profit business? Just mail this coupon today. No obli- 


gation, of course. 


Motorola, Inc., AN-6 


business. Thank you. 
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4545 W. Augusta Bivd., Chicago 51, Illinois 
Please give me all the facts about the Motorola Cor Radio 
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No. 34 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


Two outstanding automobile salesmen are Domi- 
nick Morley and his son, Dominick Morley, Jr., 
both associated with Clark and White, Ine.., 
Lincoln-Mercury dealers on Commonwealth 
Avenue in Boston, Massachusetts. 


Mr. Morley, Senior, has been selling luxury 
cars since 1908 when he joined the Boston 
dealer for the Stearns. In 1929 he became 
Sales Manager for Pierce-Arrow in Boston, and 
in 1937 he organized Morley Motors which 
later became Clark and White. 

Mr. Morley has been top Lincoln salesman 
for the entire country in 1953, 1954 and 1956. 
And he has been a member of the Mercury 
Inner Circle ever since it was organized seven 
years ago. 


His enthusiasm for selling is shared by his 
son, Dominick Morley, Jr., who graduated from 
Harvard in 1952 and after several years as an 
’ electronics officer in the Air Force in Germany, 
came out of the service and decided to follow 
in his father’s footsteps. 


In his first year selling Lincolns and Mercurys 
—1954—he was so successful he became a 
Regional Circle Winner. He has also won this 
significant award in 1955 and 1956. 


Ford Motor Company salutes Dominick Morley 
and his son. We're proud of their achievements 
and we wish them continuing success as out- 
standing salesmen of our cars. 








Meet the Morleys— 
father and son_ 
two successful 
sales careers 


“This is a great business! I've been selling automobiles for almost 
forty-eight years, and I’m just as optimistic as the day I began in 
1908—about a mile away right here on Commonwealth Avenue. 


“| was selling the Stearns then. It was a luxury car, too, but much 
more expensive than our top-of-the-line cars today. And we put 
more into a car now—better value, more features. 


“In these forty-eight years, I've been in every phase of dealership 
operation. I’ve been a dealer, a sales manager, I’ve sold service 
and used cars and thousands and thousands of new cars—the 
Stearns-Knight, the Pierce-Arrow, and for over twenty years 
the Lincoln and the Mercury. 


“I know that cars don’t sell themselves. Personal contacts 
they’re very important—and following up your customers. People 
like attention, especially when they're buying a luxury car. 

“That’s what I tell my son, Dom Jr. I encouraged him to come 
into the business. He’s a natural salesman with a great future- 
as a dealer or maybe back in Detroit in the home office. Of 
course, that’s up to him, but I hope he stays in the automobile 
business. 

“I’ve worked hard in it—had my ups and downs—but I’ve always 
made money and enjoyed my work. I don’t suppose I'll ever 
retire completely—at least not while I can work with Dom. He’s 
good, but I can’t let him get ahead of me yet!” 


“Dad's right. This is a good business. I started selling cars during 
the summer of my third year at college, and after serving in the 
Air Force, I came here as a full-time salesman. 


“That was about three and a half years ago. I’ve learned a lot 
about selling cars in that time—to get to know your prospect, 
to keep in touch with him after the sale, and especially to keep 
track of his service visits. Having a satisfied customer introduce 
you to someone else is the best sales help I know. 


“You can make money selling cars. | have—that’s why I’ve stayed 
here. Sometimes, though, | think I'd like to have a dealership 
of my own—a chance to try out my ideas about quality selling. 


“But then I'd also like to teach others how to sell. What I do isn’t 
unique, of course, but I’ve found that people are interested in 
more than just the price of a car. Sure, trading range is impor- 
tant, but they want to know about features and quality, too. 


“Dad's taught me a lot about the automobile business. He's always 
optimistic about it—maybe more than | am—but he’s been at it a 
long, long time. 


“That’s why he can outsell me now. But just you wait—I'll catch 


up with him yet!” 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ®*LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 





CE upon a time .. . but re- 

cently enough so that I was no 
kid showing off in a hotrod ...a 
truck driver blinking his lights as 
you drove up from behind, meant it 
was all clear to pass him on a long 
hill. Now, day and night, blinks 
warn an oncoming motorist that a 
radar speed trap lies ahead. Or the 
trucker may use another “high 
sign” two fingers held up to sig- 
nify the two cables that cross the 
highway to clock your speed elec- 
tronically. 

Robot timers now are legal. 
Some 3,000 of them check speeds 
in the 48 states—and 50 more are 
being set up each month. So even 
if police cars are plainly marked, 
there’s no use looking for a cop 
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before stepping on it to pass the 
slowpoke who’s hugging the 
white line and creating a real 
danger. 

You can’t argue with an elec- 
tronic computer—and a computer 
doesn’t care whether your nose is 
powdered, or whether your hair is 
red, blond, or brunet. 

Arrests for speeding have gone 
up from 20 to 100 percent, depend- 
ing on the area. Most people plead 
guilty and pay the fine, Most of the 
rest are convicted on the evidence 
of the robot. Fines run from $15 to 
$50 or more; court costs, from $5 to 
$40. 


‘Occasional’ Drivers 


y= speed never is the sole cause 
of an accident, Indeed, traffic 
engineers, warning that the slow 
driver is a far worse accident haz- 
ard than the speeder, argue there 
is no such thing as a “sole cause” 
for any accident. 

Accidents stem from a combi- 
nation of reasons, Bad highway 
design for a particular area and 
the indecisive occasional driver— 
the Sunday driver whose re- 
actions are not quick—are two of 
the “conspirators” who fifth- 
column a driver to crack him up 


Pontiac Honors Its Top Salesmen— 


The 25 top salesmen in Pontiac's national dealer organization were guests of the 
company for two days of plant tours and business meetings. They received special 
awards at a dinner that climaxed the visit to the home office. The men are zone 
presidents of Pontiac's Master Salesmen's Guild, and nine of them were honored for 
the second consecutive year as the most outstanding salesmen in their zones. 


on the road when he’s going well | than two million miles of driving. 
under the limit. That is, he hadn’t been in an ac- 
One of the best drivers I know/| cident until about a week ago. And 
is a fast driver, But he hasn’t been| then, he was standing stark still at 
in a reportable accident in more/| an intersection 10 feet in front of a 


Te ee ee 


traffic cop when a driver plowed 
into him from the rear, 


Even the guy who hit him wasn’t 
doing more than 20 m.p.h. He was 
just daydreaming, he told the 
policeman, 

And the good driver told me 
that this very thing—that did 
$800 worth of damage at a “com- 
bined” speed of 20 miles an hour 
—is what he feared most as the 
driving hazard: The occasional 
driver who does not do the skill- 
ful thing instinctively . . . who 
doesn’t drive a good 300 feet 
ahead of himself. 

I know a top-runk traffic en- 
gineer—every state in the U.S. and 
Canada has employed him to help 
work out their traffic problems— 
who argues that speed is actually a 
matter to be limited only by an 
individual driver’s skill, He is Wil- 
bur S. Smith, of the Yale Univer- 
sity Traffic Bureau and the Eno 
Foundation for traffic control. 

> * * 


What Is a Good Law? 


F COURSE, someone has to de- 

termine this business of skill 
and judgment. So we do have to 
have laws. Yet law always must 
be for the good of the greatest 
number. Whenever a law—or its 
enforcement—becomes regarded as 
unreasonable by a lot of otherwise 
law-abiding citizens, it not only 
loses its effect as a law; but it 
does harm to the whole institution 
of law. 

I think it was St, Thomas 
Aquinas who defined law some- 
thing like this: “Good law is 
based upon what a large number 
of good people do without regard 
for the penalties of law.” 

The enforcement of law should 
always be in the public interest — 
never in the interest of a particular 

group. 

When we write a 55 m.p.h. law 
on the books—or a 35 m.p.h. law— 
our legislators should be sure that 
those speeds in that particular area 
are what about 85 percent of the 
drivers already maintain. Ot her- 
wise, the law is apt to seem un- 
reasonable, and any enforcement 
of it is apt to take a lot of man- 
power. You can’t go far ahead of 
custom, or the public reaction to 
laws, and expect the laws to work. 

> > : 


Speed Traps Don’t Help 


C= captain of state police said 
recently: “We are in business 
to save lives, and we don’t care 
how we do it.” He quoted the sta- 
tistic that someone is killed in an 
automobile accident every 13 min- 
utes, To justify the stepped-up 
crackdown on speed, he pointed out 
that three of every 10 fatal acci- 
dents showed the driver exceeding 
the speed limit. 


The guy was doubtless sincere. 
Yet three out of 10 does not es- 
tablish much about speed, and the 
officer’s words, “we don’t care 
how we do it,” do not establish 
a principle that has proved the 
best way to solve any problem. 

Since the days of Plato and Aris- 
totle, philosophers have argued how 
to make laws effective. Because 
man-made laws are not inevitable, 
like the laws of nature, you just 
can’t make people respect them un- 
less the majority believes they're 
good, 

P. S. Even in my early days of 25 
m.p.h, scorchers, speed traps never 
slowed anyone down. Truck drivers 
are good drivers. They couldn't 
hold their jobs unless they were. 
They respect rules of the road that 
will help them keep their jobs. 

Wonder if their high-signs are 
not the professional driver’s signal 
that radar would be better used 
to find out what 85 percent of the 
drivers are doing, speedwise? More 
and more states are doing just that. 
Connecticut, for example. 


Transportation Leaders 
Honored by College 


ANGOLA, Ind.—Two leaders in 
the transportation field were 
awarded honorary degrees during 
commencement ceremonies at Tri- 
State College here. 

Arthur 8S. Genet, president of 
Greyhound Corp. and commence- 
ment speaker, was awarded the 
honorary degree, doctor of laws. 
Walter F. Carey, chairman of the 
American Trucking Assns. Founda- 
tion, was awarded the honorary de- 
gree, doctor of commercial science. 
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(One of a series) 


Stainless Steel trim will help you sell Fords! 


Follow the arrows in these photos of the new 


Ford, and you’ll see how Stainless Steel trim. 


accents the lines and adds to the style of this 
modern car. 

Give your prospects a closeup view of the 
Stainless. Tell them how hard this steel is— 
harder than carbon steel—and how it’s made 
to resist rusting and peeling. Emphasize the 
way it withstands pitting and corrosion, how 
it stands up against dents and scratches better 
than any other trim material. Stress how easy 
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it is to clean Stainless brightwork; there’s no 
worry about detergent discoloration. 
Remember, use Stainless Steel’s gleaming 
beauty as a sales booster. Prospects like to 
know that a good-looking car will remain 
good-looking for years to come. 
These sales points will help you sell! 


USS 
Stainless Steel 
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Ine. He formerly was manager of 
cost and mechanized accounting. 
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ago. McCready joined White in 
1950 as a retail salesman in Cleve- 
land. 
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Auto Personnel 


Aro Equipment Promotes 
Messervey to Chicago Post 

Aro Equipment Corp., Bryan, O., 
has promoted E. C. Messervey to 
Chicago branch manager and 
Northern Illinois 
division manager 
of the Arolube 
division. 

He will operate 
the Chicago 
branch sales of- 
fice and service 
department and 
will be in charge 
of all sales in 
Chicago, North- 

Fa ern Illinois and 
E. CO. Messervey Lake County, 
Ind. Messervey started with Aro at 
the Detroit branch in 1940. In 1956, 
he was appointed assistant man- 
ager of automotive sales and held 
this position until his recent pro- 
motion, 


> * * 
Willys Names Anderson 
To High Export Post 


= * 
Counselman Added 

Theodore B, Counselman jr. has 
——s John Lashar and Ray Folk- 
January, 1951, as a staff attorney.| Gistrict sales office of "Reynolds & 
Early in 1956 he was named assist- Reynolds Co., manufacturer of 
ant executive secretary to the cor-/| accounting systems. 
poration’s administrative commit- = 
tee and July 30, 1956, he was named Vickers Joins Cory 
executive secretary of the adminis-| § » Vickers has joined the con- 
trative committee. He was named|tract division of the Cory Corp., 
coordinator of management com-/serving private label air-condition- 


mittees Jan. 24, 1957. ing accounts. 
* * . *« * 


* 
White Names McCready Robertshaw Names Ohly 


To Head Akron Branch To Acro Sales Post 


Robert J. McCready has been William Ohly has been named 
named branch manager of White | Manager of distributor sales for 
Motor Co.’s Akron Branch, ac- Acro division of Robertshaw- 
cording to M. H. Anderson, vice- | Fulton Controls Co. 
president in charge of the Cleve- He formerly was a sales engi- 
land region. neer with Acro Mfg. Co., which 

McCready succeeds Robert G. | W%* acquired recently by Robert- 


Oakley, who is being promoted to | **®W-Fulton. 
another assignment in the sales 
organization. The Akron branch 





(Continued from Page 35) 


ich, founder of the company in 1908, 
was made honorary board chair- 
man, and Otto A. Pfaff was elected 
board chairman. Pfaff will continue 
to serve as president, a position he 
has held since 1941. 

+ * = 


Clarke Named in Memphis 

Frank P. Clarke has been ap- 
pointed manager of the Memphis 
office Interstate Securities Co. 


* > + 


Fruehauf Picks Erickson 

Fruehauf Trailer Co. has ap- 
pointed Paul N, Erickson product 
sales manager on haulaway trailers. 
He has been with Fruehauf since 
1953. 





« * * 


C &H Promotes Colfer 


Jim Colfer has been promoted 
to head of new products sales for 


Motorola Names Hubeny 








C & H Supply Co., Inglewood, 
Calif. ‘ 
: 


Oakley Named Assistant 


To Head of Autocar 

Robert G. Oakley, branch man- 
ager for White Motor Co. in Akron 
for the last three 
years, has been 
named assistant to 
Karl A, Roesch, 
White vice-presi- 
dent in charge of 
Autocar division, 
Exton, Pa. 

Oakley, who has 
assumed his new 
duty, joined White 


se 





a in 1946. From 1953 
es to 1954, he was 
R. G. Oakley assistant to White 


Motor sales vice-president. 
om * * 


Barr, Steinebrey Named 

J. D. Barr has been appointed 
factory sales manager of Inland 
Rubber Corp., subsidiary of Mans- 
field Tire & Rubber Co, Roger D. 
Steinebrey has been appointed man- 
ager of Mansfield chain-store sales. 

> 


. > 
Kaufman Steps Up 
Curtis Industries, Inc., 
moted Sidney Kaufman to market- 
ing vice-president and elected him 
to the board. 
” * * 
Hyster Appoints Hill 
Philip S. Hill has been appointed 
executive vice-president of Hyster 
Co., Portland, Ore. and in that 
capacity is in charge of all opera- 
tions. 
> > 


> 
Jolly to Head Fleet Sales 


For GMC; Jones Promoted 

E. W. Jolly, formerly Detroit zone 
manager, has been named truck 
fleet sales manager for GMC Truck 
& Coach division. He has been with 





V. W. Jones E. W. Jolly 


GMC since 1951 and previously was 
with Buick and Cadillac. 

Succeeding Jolly as Detroit zone 
chief is V. W. Jones, a 21-year GMC 
employe. Jones previously managed 
GMC’s retail store in Detroit. Pro- 
moted to the latter post was Charles 
Crowell jr., who has been assistant 
zone manager in Philadelphia. 

aa + os 


Van Winkle Joins Bernz 

John A. Van Winkle has been 
appointed to the newly created po- 
sition of eastern regional sales man- 
ager for Otto Bernz Co., Rochester, 
N. Y, manufacturer of propane gas 
torches. 

* + 7 


Chrysler Names Mitchell 
Director of Organization 








has been headed by Oakley since 
it was formed nearly three years 


«Ro OT Oh 


A typical Schrader Replaceable 


John Hubeny has been named 


HE. L.. Anderson has been named 


Overland Export Corp., according 
to W. 8. Pickett, vice-presiden: ig 
charge of sales. 

Anderson started in the auto. 
motive business in 1941 as 4 
special representative of Willys 
Motors, Inc. He was national used 
truck manager for General Motors 
Truck for two years before re- 
turning to Willys in his present 
post. 


+ * * 


Thompson Moves Up 


H. M. Taliaferro, president, 
American Seating Co, Grand 
Rapids, Mich, announces the 
election of James J, Thompson, 
general sales manager, to the of. 
fice of vice-president and general 
sales manager, Thompson joined 
the company in 1927 in Chicago, 


McDougal Joins Dealers 


Edward F. McDougal, formerly 
assistant vice-president in charge 
of advertising and publicity for 
Bankers Trust Co., New York, has 
joined Tunis-McDougal Corp., which 
operates a chain of Dodge dealer- 
ships in Nassau and Suffolk coun- 
ties, N. Y. He will direct advertis- 
ing and sales promotion for Tunis- 


assistant controller of Motorola,! merchandising manager of Willys- | McDougal. 
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OUTSTANDING TIRE 


Quality Schrader 





Tire Valves keep rolling up the miles with every type of vehicle 
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pointed manager of Electro Clutch | special systems, systems compon- 
sales for the transformer and recti-}| ents, and dual computer systems. 
fier division of I-T-E Circuit| Before joining Rea, Philips was 
Breaker Co., Philadelphia. with Logistics Research, Inc. 

* 


a = * * * 
Auto-Lite Names Rooney, Ford’s Randall Directs 


5 Others in Engineering Manufacturing Engineering 
Electric Auto-Lite Co, has named| John F. Randall, Ford Motor as- 








Technical Personnel 


been announced. Sekus joined Fire- 
stone in 1953 as a draftsman-de- 
signer. 


Pontiac Ups 3 Executives 
In Production Department 








Promotions of three Pontiac ex- 
ecutives to positions of greater 
responsibility have been announced 
by R. J. Longpre, production man- 
ager for the division. 

Dennis P. Duross, who has been 
assistant general material super- 
visor for the past nine years, was 
named to the position of assistant 
production manager. His previous 


duties have been assumed by announced. ‘ Samuel L. Ford,| office. Randall 
Charles L. MacDonald, who has Prior to joining Roger L, Bennett,| joined Ford in 
held positions in the production Jarecki, Warner; J, L, Rooney Raymond C, Haef-| 1946 as welding pe 


department since joining Pontiac 
in 1937. Marvin J. Shapiro, 11 years 





* * * 
Jarecki Names Warner 


To Head Division Sales 


Appointment of George W. 
Warner as sales manager, pressed 
metals division of 
Jarecki Corp. 
Grand Rapids, 
Mich., has been 


Corp., parts di- 
vision sales, serv- 








Joseph L. Rooney 
chief engineer of 
central battery en- 
gineering to re- 
place George L. 
Kyle, who is re- 
tiring. 

John L, Lander 
has been named 
manager of basic 
battery research. 


ner and William R. Clingenpeel 
have been appointed assistant chief 


sistant director of manufacturing 
engineering, has 
been named di- 
rector. 

Randall suc- 
ceeds Harold R. 
Ross, who has 
been named direc- 
tor of the com- 
pany’s new as- 
sembly operations 





research su per- John F. Randall 
visor on the engineering staff and 


rly with Pontiac, succeeds MacDonald | : engineers in the battery engineer-| became supervisor of manufactur- 
ree | "Building Block’ Design— as customer contact man, Duross ing as assistant | ing division. Rooney joined Auto-|ing engineering welding develop- 
for . 7 joined Pontiac in 1927, Shapiro in sales ManageT, | Lite in 1946. ment in 1948. Randall became assist- 
has The Heald Model 0 Bore-Matic unitized | 4946 Warner also was - ie ant director in 1956. 

ich finishing machine with “building-block” ee associated with Rea Appoints Philips é ’ é 

er- tooling and fixture equipment enables ° Bri Mfg. Co. for 18 years. ‘ ce 

un- users to assemble a variety of custom- Firestone ie a aoe = . * * * - poo re oty aoe —— — BOP Appoints Brian, 

ie. built setups that otherwise would require Appointment o rthur W. applications engineer for J. B. a mil 

= a specially-designed machine for each ap- | as assistant chief engineer at Fire- I-T-E Names Turner Co., Santa Monica, Calif. manu- Hamilton and Holmes 


plication, Heald Machine Co. said. 


TODAY 


stone’s Buenos Aires plant has 


A typical Schrader Replaceable 
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VALVE 


why it’s even stronger today 


Elton W. Turner has been ap-!facturer of general purpose and 





PERFORMANCE: 


More people are rolling up more miles at higher speeds in more and better 
vehicles. The combined experience of Automotive, Tire and Tire Valve In- 
dustries has made this possible. Schrader concentrates on resolving all this 
experience into the design and production of the most practical tire valves. 
So successful is this performance that the world can and does take tire valve 
dependability for granted, no matter where the vehicle goes. You can count 
on quality Schrader Tire Valves to match the performance of your vehicles. 









e division of SCOVILL 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Co., Inc. 


BROOKLYN 38, N. Y. 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 








Three appointments in the Buick- 
Oldsmobile - Pontiac Assembly di- 
vision of General Motors Corp. 
have been announced by J. L, Con- 
lon, general manager. 

Henry T. Brian is production 
manager of the BOP plant at Kan- 
sas City, Kans.; Ellis D. Hamilton is 
production manager at South Gate, 
Calif., and John Holmes jr., is di- 
rector of personnel for the division. 


* * * 


Cadillac’s Morphew Heads 
Production Engineering 

Appointment of Clarence E, Mor- 
phew as staff engineer in charge of 
Cadillac production engineering has 
been announced. 

A new depart- 
ment, the produc- 
tion engineering 
group, will pro- 
vide closer liaison 
between engi- 
neering and other 
divisions, Cadillac 
said.Lloyd Green- 
leaf has been 
named Morphew’s 
assistant. He has 
been assistant 
superintendent for 





©. E, Morphew 
methods and equipment. Replacing 
Morphew as assistant staff en- 
gineer for sheet metal is Hugo H. 
Wendela, a senior project engineer. 


> * > 


Lincoln Appoints Kludt 


Executive Vice-President 


Jonathon Kludt has been elected 
executive vice- 
president and gen- 
eral manager of 
Lincoln Engineer- 
ing Co. division, 
McNeil Machine & 
Engineering Co., 
Akron. 

Kludt joined 
Lincoln in 19%, 
and soon became 
production vice- 
president, In 1956, 
when Lincoln 
merged with the McNeil organiza- 
tion, he was elected general man- 


ager. 





Jonathon Kludt 


> - > 
Bearings Names Adams 


To Succeed Spicacci 

John 8S, Adams has been appointed 
chief engineer of Bearings Co, of 
America division, Federal-Mogul- 
Bower Bearings, Inc., Lancaster, 
Pa. He succeeds 
A. R. Spicacci, 

Adams became 
associated with 
Bearings in 1948 
as assistant to the 
chief engineer, In 
1953, he was as- 
signed to engi- 
neering - sales as 
Midwestern dis- 
trict manager. He 
returned to the 
company’s head- 
quarters in 1956 to assume the po- 
sition of assistant chief engineer. 


> . + 


Lohmann Appointed 
Dr. F. W. Lohmann has been 
appointed engineering and research 
vice-president of Diesel Energy 
Corp., 82 Beaver St.. New York, The 
concern imports, services and dis- 
tributes Deutz diesel engines. 


John 8S. Adams 
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SEAT COVERS —A seat cover said to 
install easily and fit all model cars is the 
latest addition to the line of products by 
Howard Zink Corp., Fremont, O. Called 
the E-Z-ON seat cover, it is made of plas- 
tic-coated fibre. Designed to replace the 
loose back rest and seat pad units now 
on the market, E-Z-ON installs in 10 min- 
utes or less through the use of elastic 
retainer tie with hook that fastens over 
the seat frame, it is claimed. A wire frame 
serves to keep the back rest units in shape 
and in place. Available in a variety of 
colors and patterns. ‘ 





REAR VIEW MIRROR—A hooded, opti- 
coally-curved rearview mirror, designed to 
fit all cors, has been marketed by Vision- 
ade Mfg. Co., Dept. 109A, 641 Lexington 
Ave., Brooklyn 21, N. Y. Panoscopic in 
size, 12% by 2% inches, its curved glass 
is said to afford wide-screen, curb-to-curb 
vision. The mirror is encased in a metal 
shell with a chrome moulding. Available 
in two types of glass: Style No. 2000, 
convex, and No. 2100, Gat (nonglare). 


=, I” 


WELDING PLUGS—Joy Mfg. Co., 1201 
Macklind Ave., St. lovis 10, Mo., an- 
nounces a low-cost set of connectors (mat- 
ing male and female plugs) for use in 
welding cable leads and welding whips. 
Supplied in one size only, that can be 
attached to all cable sizes from No. 4 
through No. 4/O A. W. G., these units 
have a maximum welding service rating 
of 550 aomps., an is claimed. 


ete 





MANIFOLDS — Two manifolds designed 
for Dodge V-8 engines have been an- 
nounced by Offenhauser Equipment Corp., 
5156 Alhambra Ave., los Angeles 32, 
Calif. The manifolds are said to fit all 
D-500 engines 1955 through 1957 and 
are available in either a dual-quad or 
triple manifold. In the case of triples, 
they may be drilled for either three-bolt 
or  four-bolt carburetors, J is claimed. 





HOODED MIRROR—A hooded rear view 
mirror designed to fit all cars has been 
announced by Sta-Dri Products Co., 147-47 
Sixth Ave., Whitestone 57, lL. 1., N. Y. 
Designed to clip on the regular rear view 
mirror, the unit is said to enable full 
reflection of all traffic behind in all di- 
rections. The mirror is made of non-glare 
fiat glass and has chrome trim. 

Re 


VW Bumper Stiffeners 


Berkeley bumper stiffeners are 
designed to protect the bumpers of 
Volkswagens in the event of minor 
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accidents, the usual effect of which 
is said to dent the bumper just 
enough to interfere with the open- 
ing and closing of the compartment 
lids. This stiffener is made by 
Berkeley Auto Accessories, 2567 
Shattuck Ave., Berkeley 4, Calif. 


TIRE DIAL 





TIRE CHECKER—A dial indicator de- 
signed to check tires for roundness prior 
to their being balanced has been mar- 
keted by Javelin Aircraft Co., Inc., 1405 
S. Oliver, Wichita, Kans. With the tool, 
called Tire Dial, the serviceman is in a 
position to advise the customer regard- 
ing the condition of the tires and what 
can be expected from a tire balancing 
job, it is claimed. 

i a | 
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DISTRIBUTOR TOOL—A filex-shaft dis- 
tributor and carburetor adjusting tool has 
been developed by Kent-Moore Organizo- 
tion, Inc., 28635 Mound Rd., Warren, 
Mich. Equipped with interchangeable 
socket heads, this tool allows adjustment 
of both the carburetor and distributor 
while a flexible handle, it is claimed, 
keeps the mechanic's hands away from 
the hot manifold or other inconveniences. 
A standard \4-inch drive has ample torque 
for many other service operations, it is 
said. 





MIRROR — The Viking rear view mir- 
ror, styled for the new low cars, feo- 
tures glacier-chrome plate, large ofter-tilt 
head and mirror, and tamper-proof mount- 
ing, it is said. The fully-adjustable mirror 
head is 6Y% inches by 2% inches. De- 
signed for dual mounting on body or 
fender, the mirror is manufactured by 
Peerless, Mount Holly, N. J. 





BATTERY CARRIER—An all-purpose bat- 
tery carrier, known cs Ken B-63, has been 
marketed by Ken-Tool Mfg. Co., 768 E. 
North St., Akron 5, O. Featuring a special- 
ly designed slide-arm that can be adjusted 
to fit any type of six or 12-volt battery, 
the unit has a positive gripping action 
that guards against personal injury or 
battery damage from accidental dropping, 
it is claimed. The Ken-Tool product makes 
it easy to remove or replace batteries in 
hard-to-reach locations, it is said. It holds 
batteries firmly by the case. 








NEW PRODUCTS 





LICENSE FRAME—A license frame de- 
signed for all standard 6 by 12-inch 
license plate mountings and all flush 
mountings of 1957 cars, the Fleet Queen, 
manufactured by Sutone Corp., 3001 E. 
Twelfth St., Los Angeles 23, Calif., is said 
to feature “pushbutton” action. No screws, 
clips or tools are required in application. 
By pushing the two buttons at the top of 
the frame, the frame opens, the plate is 
inserted and pressed shut to lock for use, 
it is claimed. 





FUEL SAVER—The Mag-Netic Fue! 
Master is said to prevent carburetor flood- 
ing, stalling at stops in hot weather and 
gasoline waste. Manufactured by Sheridan 
Park Mfg., Inc., Chicago, Ill., the unit 
reduces engine to a minimum, carbon 
deposits and dilution of oil, it is claimed. 
lt features a permanent mognet and a 
chamois disc to remove petroleum varnish 
and impurities. 





CRANKSHAFT GRINDER — The Lempco 
model 520 Powermatic Crankshaft Grinder 
offers more operating and design features 
for regrinding both small and large crank- 
shofts with equal ease and accuracy, ac- 
cording to the manufacturer. Lempco 
Products, Inc., Bedford, O. 


The unit is said to be completely power 
operated with five separate motors, in- 
cluding a workhead motor with infinite 
vari-drive selection. All controls are cen- 
tralized on one panel for easy, accurate 
operation. Rated swing is 26 inches, length 
capacity’ is 86 inches, the stroke is 10 
inches. 





EXHAUST TUBES—Ramijet simulated ex- 
haust tubes of heavy chrome plated metal 
come in sets of four, to fit on all 1957 
Chevrolets. Two tubes are inserted just 
below each backup light, presenting a 
“customized” double tail pipe effect on 
each side, it is claimed. The tubes are 
said to be precision-matched to original 
Chevrolet measurements. A colorful counter 
merchandiser is furnished free with each 
six Ramjet sets. Houser Engineering & 
Mfg., Inc., Bluffton, Ind. 







UTILITY LIGHT—Marketing of a utility 
light for the automotive service trade has 
been announced by Moffatt Products, Inc., 
4824 Triton Dr., Minneapolis 22, Minn. 
Called Multi-lamp, the unit provides 
under-the-hood lighting for the mechanic. 
It features a quick-coupler base, a por- 
tion of which is mounted on a special 
radiator cap included with the light. The 
mechanic can flex the 24-inch arm to any 
desired position where it will remain, 


without danger of falling, it is claimed. 
* * * 





CONTINUITY TESTER — A special, im-| 


proved continuity tester flashlight has 
been introduced by the Ray-O-Vac Co., 
Madison 10, Wis. The N22T continuity 
tester features a heavy-duty Ray-O-Vac 
Workman flashlight with special end cap 
and attachable tester. The tester is 
equipped with a jack to plug the unit 
into the flashlight end cap. Both the jack 
and the wire leads of the tester are 
heavily insulated and positive spring grip 
clips are used to make contact. The flash- 
light lights when a continuous circuit is 
tested and if the circuit is broken or is 
defective, the flashlight indicates this by 
not lighting. 





_—_— 
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IGNITION WRENCHES—The Meteor Ig- 
nition Set, No. 7-141, consists of eight 
combination wrenches, one pair of drop- 
forged, chrome-plated pliers, one ignition 
file and one screw driver. Packed in a 
clear-view, vinylite Sell-e-vision kit, the 
set is said to be ideally svited for use 
by mechanics or handymen. Meteor Mfg. 
Corp., 1441 Main St., Buffalo 9, N. Y. 


os * * 





MARKER 


LAMP ADAPTOR—A resilient 
molded rubber base, specifically designed 
to fit the contour of all streamlined truck 
bodies has just been introduced by Do- 
Ray Lamp Co., 1458-68 S. Michigan Ave., 
Chicago 5, Ill. The unit is especially 
adaptable to the straight body style of 
1957 Ford trucks, it is claimed. At present, 
Do-Ray is marketing the adaptor with 
its own all-purpose 3-in-1 marker, clear- 
ance and fender lamp design No. 410, but 
the adaptor also is available separately 
for fleet owners and jobbers whose inven- 
tories include curved famp designs un- 
adaptable to straight body cabs. 











FLOOR JACK CONVERTER—Any floor 
jack can be converted into an all-purpose 
bumper or frame lift jack with the Hebron 
Converter. The floor jack becomes a more 
versatile tool when this quickly and easily 
installed accessory is in place. Slips on or 
off in a jiffy, and can be left on the jack 
or hung on a tool board or wall bracket 
when not in use, it is claimed. Designed 
and manufactured by Hebron Products, 
P. O. Box 112, Millersburg, O., the Hebron 
Converter is fabricated from hi-tensile 
steel. 





PISTONS — Turbo-Dome large bore 
pistons, designed for the 1957 Chevrolet 
283-cubic-inch engine, have been mar- 
keted by McGurk Engineering, 13226 
Halidale Ave., Gardena 2, Calif. The 
Turbo-Dome is said t« incorporate ex- 
clusive McGurk features—ti.e offset piston 
pin and taper cam ground skirt—and 
eliminates necessity of milling heads. 

a 





GENERATOR TESTER—The Electro model 
300 Generator Tester is said to be a 
precision-built test stand capable of test- 
ing all standard car and light truck gener- 
ators at full rated output, either with or 
without their respective regulators. The 
electric motor supplied with this instrument 
is 2 horsepower, 220-volt AC. When prop- 
perly installed, it will test 6-volt generators 
up to 75 amperes and 12-volt generators 
up to 55 amperes. Electro Products Co., 
445 E. 189th St., New York 58, N. Y. 

= * 





ANTENNA ORNAMENT—A streamlined 
antenna ornament and fender guide, 
calied Jetstream, has been announced by 
Norlipp Co., 5925 S. Lowe Ave., Chicago 
21, Ill. The unit can be mounted on any 
surface and at any angle—base has a 
360-degree adjustment, it is claimed. The 
three-section mast extends from 12 to 
35 inches. The Jetstream can be installed 
five different ways: on front or rear fen- 
ders, on trunk lid and on front or rear 
fender sides to act as fender guides. 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles and accessories, and also gas and oil, the 
people of the 14-county Greater Philadelphia market spend 
$1,252,573,000 a year. You reach them in the home where most 
of the decisions to buy are made when you use the advertising 
columns of Philadelphia’s home newspaper—The Evening and 
Sunday Bulletin. And this newspaper provides R.O.P. spot 
and full COLOR—seven days a week! 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 
is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 











News to Note... 


Auto Wor 


SALEM, Ore.—The reorganization 
of the State Motor Vehicle Depart- 
ment has been completed, Wayne 
Nunn, director, said a dozen or 
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Id in Brief 


| raining purposes, visually demon- 
strates every aspect of aluminum 
finishing from pre-cleaning prior to 
conversion coating to painting and 





more small divisions have been | final assembly, Turco said. 
absorbed on seven major divisions. | Filmed on location during pro- 
The new divisions are traffic | duction of aircraft fuel tanks, the 
safety, fiscal, administrative serv-| motion picture takes its viewers 
ices, field operations, registrations,| through the production cycle neces- 
driver’s licenses and financial re- sary to paint and complete the 


sponsibility. tanks. 


* * * 


‘Davidson Rubber Opens 


= 
Aluminum-Finishing Film 
Produced by Turco ‘Plant in New Hampshire 
LOS ANGELES.—A full color and| BOSTON.—Davidson Rubber Co. 
sound, 15 minute 16mm motion pic-| celebrated 100 years of rubber fab- 
ture — “Aluminum Finishing” — has) ricating by opening a subsidiary 
been completed by Turco Products, | plant in Dover, N. H. 
Inc., here and is available for free| The new plant—Profile Rubber 
showing to industrial concerns,| Products, Inc.—was established to 
technical groups and other inter-| increase productive capacity of 
ested organizations. | closed-cell expanded rubber. The 
The film is intended primarily for| product is used by auto manufac- 





| Overseas Delivery— 


Seventy-five Americans, who ordered 41 Triumph sports cars through a unique 
overseas delivery plan, arrive at the London Airport in a chartered plane to pick up 
their new TR-3s. Under this plan dealers have been able to offer the car to customers 
for a few hundred dollars over the retail price, and give them three weeks of Euro- 
pean travel, receptions and entertainment. Upon completion of the European tour 
the party returned to London and the cars were shipped to the U. S. 


device to detect and signal to the 
driver by bell, horn or flashing 
light any change in tire air pres- 
sure has been invented by Lou 
Weiss, who operates an auto re- 


turers as gasketing for lamps, heat- 


ers and other components. 
oe * * 





Tire Pressure Warning 
BUFFALO.—An electronic 
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pay 


for opening your door this morning ? 


How Pennzoil’ 


s Service-Selling Program 


Takes the Burden Off YOU 


Measure the load on yéurself by the number of new and used-car 
sales you have to make every day just to pay overhead. The fewer 
the number, the easier it is for you to make trades profitably in 
this competitive market. The greater the number, the tougher your 


trading position, the 


lower your net on the cars you do sell. 


So a service selling program that increases both the number of 
R.O.’s and number of services per R.O. is right at the heart of new and 
used-car profits today, because it is the key to overhead absorption. 
Profit Two Ways With Pennzoil’s Program 


Pennzoil offers the right combination for service profits: An oil so 


good it eliminates all prevalent engine problems, keeps customers 
satisfied; and an easy, effective, proved customer relations program 


that brings in a controlled flow of profitable service business. 


service traffic, creates 
R.O.—unlocks profit 





The Pennzoil Kontax System® is the most complete, most flexi- 
ble, and simplest customer control method in the industry—for 
over 20 years the favorite of car dealers everywhere. It helps you 
sell ail your services and merchandise, even cars. It upgrades 


more regular.customers, sells more items per 
potentials in every phase of your business. 


Now is the time to back your sales force with the trading advantage 
of high overhead absorption. Phone your nearest Pennzoil distribu- 


tor or mail the coupon today for the facts. No obligation. 


Get the Complete 


PENNZOIL 
Profit Story! 


NAME_ 
FIRM 
ADDRESS 
CIry. 


eeeceeeeeoseoeeseeeeseees 


Seles Manager, Kontax System, 
Pennzoil, Oil City, Pa. 


| am interested in increasing my overhead absorption. I'd like to 
know how your system might fit into my business. 


Nome of system being used now__ 


eoee 


___ TITLE 


_ZONE__ STATE__ 














| and-drive” 


pair and paint shop in Tona- 

wanda, N. Y., and Michael J. 

DeLuca, Buffalo. A patent on the 

device, which weighs only a few 

ounces, was granted recently. 
» « . 


$18,798 Income-Tax Refund 


Sought by Kentucky Dealer 

LOUISVILLE.—Maynard Jasper, 
a Mount Washington (Ky.) auto 
dealer, and his wife have filed suit 
in Federal Court here asking for a 
refund of $18,798 on their 1949 
Federal income taxes. 

The Jaspers’ attorney said the 
dispute was over the accounting 
method used in computing the tax, 

* * * 


Goodyear Completes Buildup 


At Houston Synthetic Plant 
HOUSTON. — Goodyear Tire & 
Rubber Co. has completed a $10 
million expansion program at its 
synthetic rubber plant here. The 
program will boost production ca- 
pacity to 220,000 long tons a year. 
Goodyear built the plant for the 
Government in 1943, and purchased 
it for $11.9 million in 1955 under 
the Rubber Producing Facilities 
Disposal Act. Goodyear said the 
plant now is the world’s largest 
single producer of synthetic rubber. 
= + + 


Aro Equipment Expands 


Its New York Office 


NEW YORK.—Aro Equipment 
Corp., Bryan, O., has just completed 
enlargement of its branch at Wood- 
side, N. Y. 

The combined showroom, service 
headquarters and warehouse has 
been doubled from its former size, 
according to Hal Freyer, branch 
manager, and will serve an area 
ranging from 100-150 miles sur- 
rounding New York City. 

* > . 


Parker Rust Proof Opens 


‘Production Line’ Lab 


DETROIT. — Parker Rust Proof 
Co. has opened what it calls “the 
nation’s first automated ‘production 
line’ laboratory” fer the treatment 
of metal surfaces. 

The $300,000 laboratory features 
two special automatic machines 
which can make production tests 
in the use of chemical coatings for 
the prevention of corrosion, as a 
paint base and as aids in cold 
forming. 

> 


Shipments of Vinyl Fabrics 


Rise 80 Pct. in 5 Years 


NEW YORK.—Shipments of 
vinyl-coated fabrics were 80 percent 
greater in 1956 than five years 
earlier, according to the Vinyl 
Fabrics Institute and the Rubber 
Manufacturers Assn, 

Total shipments in 1956 were 83,- 
042,478 linear yards, compared with 
a 1952 figure of 45,706,722 yards. 
The five-year summary also showed 


| that 1956 was the second best year 
jin the industry’s history, being 


about 10 percent below 1955's record 
total of 91,668,957 yards. 
> o >. 


| ‘Fly-Drive’ Deal Offered 
|By Renault and Sabena 


NEW YORK.—Renault and Sa- 
bena Belgian World Airlines have 
joined in offering a package “fly- 
arrangement for U.S. 
tourists in Europe. 

Under the plan, one fee includes 
round-trip air transportation, de- 
livery of a Renault Dauphine on 
the continent, hotel accommodations 
and handling of all travel arrange- 


ments. 


* * * 


Minnesota Rubber Buys 


Industrial Products Co. 
MINNEAPOLIS. — Minnesota 
Rubber & Gasket Co. has acquired 
the assets of General Industrial 
Products Co., Inc., and will operate 


| the firm as a division of Minnesota 


Rubber. 

The new division, to be known 
as Minnesota Latex Rubber Co., 
will include the original company’s 
two plants in Minneapolis. Produc- 
tion of sprayed, dipped and formed 
rubber parts will be continued. 

- 


* z 


Moving Time on Coast 


SAN FRANCISCO.—The Northern 
California Motor Car Dealers Assn. 
and the Motor Car Dealers Assn. 
of San Francisco have moved their 
offices to 1244 Larking St. here. The 
new phone number is ORdway 3- 
5346 and the postal zone is nine. 
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Problem: a slight case of astigmatism 


What's that flashing toward you through the 
eery night—four acrobatic motorcyclists driving 
in perfect harmony side by side? 


No. Just the latest innovation of the “men-of- 
tomorrow” designers of the automotive industry— 
dual headlamps. 


And if the sight of dual headlamps mystified 
you when you first saw them, think of the auto- 
motive service manager who suddenly was faced 
with a slight case of astigmatism. 


The sudden public acceptance of dual lamps— 
which are extremely tricky to aim properly— 
caused a lapse in the usually prompt recommenda- 
tions of service groups. 


It wasn’t just a question of customer satisfac- 
tion—but his very safety as well. However, be- 
cause the service manager is a regular reader of 
AUTOMOTIVE NEWS this particular servicing 
problem was readily solved. 


For, as long ago as December 17, 1956, 
AUTOMOTIVE NEWS, in its service section 
carried a complete, and authoritative article which 
spelled out in detail exactly how to aim dual 
headlamps properly. This is another example of 
how AUTOMOTIVE NEWS, because of its time- 


liness, can help solve its readers problems as 
they occur. 

To bring this news every week—while it still 
is news—to 44,000 paid subscribers*—takes 14 
experienced full-time editors and 106 on-the-spot 
correspondents constantly in touch with manu- 
facturers, dealers, field representatives and serv- 
ice men. 

Little wonder then that through its 32 years 
of publishing, AUTOMOTIVE NEWS has come 
to be regarded by these men as their Newspaper 
of the Industry. Discover yourself the difference 
in interest your own sales story generates among 
automotive men when you place it with their 
must reading publications. 


Keeps you in FRONT of the fast moving automotive industry. 
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The Newspaper of the In 
ee ree 
— ae Dealer Profit Up Sharply 


[ maestro | In Buyer Rush pa 
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Why not get the complete story on how 
AUTOMOTIVE NEWS has boosted the sale of 
other auto products—and perhaps may do the 
same for yours — simply ask your nearest 
AUTOMOTIVE NEWS representative to call, 
at your convenience. 

*86% of whom annually rencw their subscriptions at 


the regular $8 rate. They are offered no premiums, cut 
rates, or special inducements. 


NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"55 °Sé "55 °Sé "65°56 
June duly ug. 


"5S "56 9) 
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"66 °S7 
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8 
Mel Ot | | 


a -" "56°57 
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Prices of ‘56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price paid 
for used cars at wholesale auction 
last week declined $19 to $831, 
according to Automotive News’ 
index, It was the biggest drop 
since mid-May. 

Latest models were jolted most 





: 


severely with ’57s falling $58, 56s 
dropping $25 and ’55s declining 
$60. Other losses included $6 on 
53s and $18 on 50s, 

Advances amounted to $1 on 
"Sls, $2 on ’54s and $7 on ’52s. 

New lows were established for 
all models except those which 


—s 
‘ * 
ee : > . 


Mors is 


| 


| 
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scored gains on the index, The 
new low for ’50s was the first re- 
corded for that model since the 
index of Jan. 14. 

At a group of representative 
auctions last week, the average 
consignment was 175.9 units, 
compared with 165.4 the previous 


week, The sales ratio was 70.6 
percent, compared with 6638 a 
week earlier. 

Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 





VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of May 31.) 

(Cost of buying cars cut this week ag 
we needed more clean ones, Sold 162 out 

of 275.) 

BUICK—’57 Century Riviera, $2,600*; 
cial 4-dr., $2,600*, '56 Special Riviera, 
$1,600*, °55 Super Riviera, $1,500* (ps), 
’54 Super Riviera, $1,125*; Special 2-«r., 


Spe- 


$975*. '51 RM 4-dr., $240°. 
CADILLAC—’57 (62) sedan de Ville, $4,. 
905* (ps). °55 (62) coupe de Ville, $2,. 
585* (ps). °54 (62) 4-dr.. $2,100* (ps), 
'53 (62) 4-dr., $1,130* (ps), $1,125*. °51 
(62) 4-dr. $700°. "50 (62) coupe, $725", 
CHEVROLET — ‘57 Bel Air (8) station 
wagon, $2,360*; Sport coupe, 
(ps); conv., $2,240° (ps); 4-dr., 
Two-ten (8) 4-dr., $1,800*; One-fifty (6) 
4-dr., $1,610. ‘56 Bel Air (8) 4-dr., $1,. 
690°. °55 Bel Air (8) Sport coupe’ $1,- 


350°; 4-dr., $1,350, $1.160*; Two-ten (8) 
4-dr., $975, $935°, "54 Two-ten 4-cr., 
$950; One-fifty 2-dr., $460. °53 One-fifty 
coupe, $425; Two- ten 2-dr., $225. ’50 4. 
dr., $375*. °49 4-dr., $285. 
CHRYSLER—’53 NY Newport, $580*. ‘51 
coupe, $205*. ’50 4-dr.. $200. 
DODGE—'52 Wayfarer 2-dr., $125. 
FORD—’57 Fairlane (8) 500 4- -dr., $2,080; 
Fairlane (8) 2-dr., $1,950*; Custom (6) 


4-dr., $1,695. on Fairlane (8) Victoria, 


$1,575* (ps); 4-dr., $1,470*; Custom (6) 
4-dr., $1,200. '55 Fairlane (8) 2- dr., $1,- 
150°; Victoria, $1,150; Custom (8) 4-dr. 
$1,135*. "54 Custom (8) 2-dr.. $675°*. 53 
Custom (8) 4-dr., $590, '52 Custom (8) 
2-dr., $430°. ‘51 Custom (8) club coupe, 
$400; conv., $350; 4-dr., $310; 2-dr., 
$170*. ‘50 2-dr., $350, $205. °49 2-dr., 


$110. "40 2-dr., 
$105. 

MERCURY—’56 Monterey 4-dr., $1,600*, 
"55 Custom Hardtop, $1,100, °54 2-dr., 
$690°. "52 Sport coupe, $510*: 4-dr., 
$490 "51 4-dr., $310°. "49 4- dr., $185*. 

OLDSMOBILE— "57 (88) Holiday, $2,500* 


(Continued on Page 50, Col. 1) 


’47 club coupe, $240. 





of ~ a thneer $4.00, 13-times; $3.50, 52-times. Display 
S-inches on 2 columns.) For Display Rates contact Want Ad Dept., 








JOHNSON AUTO 
AUCTIONS 
Lawrenceburg, Tenn.—Tuesday 

Huntsville, 


Ala.—Friday 
Free—i957 Mercury—Friday, June 28th 








Saremns 


SAN DIEGO—San Auto ‘> 
tion, 4744 Fonecel Bivd., Ph. 
CO. 4-0157. Thursday 1 p.m. 














MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudiey-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 





DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


@% S$. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Tities 














NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 





MONDAY WILL BE SALE DAY 


TOM FLETCHER'S 
DES MOINES AUTO AUCTION 


Make a Date 


MONDAY, JUNE 17th, 


1957 


To Attend 
OUR FIRST MONDAY SALE 
We are changing our sale day from Thursday to Monday 
to better serve all of our dealers 


FREE DINNER 


PLENTY OF REFRESHMENTS 


We are open 7 days a week for your convenience 


COME TO BUY 


COME TO SELL 


“In the Heart of the Clean Car Country” 


TOM FLETCHER'S 
DES MOINES AUTO AUCTION 


4701 S. E. 14th 


AT 2-8353 


Des Moines 15, lowa 





Dealers Only—8ring Your Titles—Sale Starts 11:00 A.M. Sharp 


MASSACHUSETTS 
PEABODY AUTO AUCTION, 
INC. 





For Dealers Only 
Checks and Titles Guaranteed 


Phillip Glick 








GRAND RAPIDS AUCTIONS, INC. 
Co Ree ee aE S08 St Crate, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 
Here in the shadow of General Motors, you 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed 


Phone Dunkirk 3-0150 









MISSOURI 


NORTH CAROLINA 





AUTO DEALERS AUCTION 
Kensas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, Owner — Fred Reed, Mgr. 
Auctioneers 
Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 
Sale every Friday: 10:30 a.m. 
An effective channel to buy and sell 








_ $T. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 
EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf. because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





ST aoe ane Auto A 
Center 
Checks 4 (wad. 


RALEIGH —  Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 


| 








MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rovre 20A Phone 5-9535 


___ PENNSYLVANIA | 





MANHEIM AUTO AUCTION, INC 
, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








TENNESSEE 7 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Beb McConkey 


Crossroads 


and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nafion . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


ieee eee eee 





the (marketing) world the auto made... 
















{ It’s a mobile world...a world on wheels. 
A fast-moving, fast-changing world that 


- makes top marketing efficiency a must—and so... 


esi | 





| 





: Leading automotive advertisers rely heavily on Outdoor Advertising . . . 


22 manufacturers of cars and trucks—24 makers of accessories and tires—and 51 
marketers of gasoline and oil use Outdoor Advertising. Because OUTDOOR works every 


day, all hours, all through the year. 


4 out of 5 people every month remember seeing specific OUTDOOR posters, according to 
Starch. And 82% of these people are in households which own an automobile. 


. These are the latest figures from the Starch Continuing Study of Outdoor Advertising. 
‘ And these figures show why leading automotive advertisers rely so heavily on OUTDOOR 
to sell their products. 


- @ 


Clearly the facts and figures show that Outdoor Advertising belongs in your plans. 


Put your advertising Outdoors 
and watch the Customers go Buy ! 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 





60 EAST 42ND STREET, NEW YORK 17, N.Y.» ATLANTA + BOSTON * CHICAGO * DALLAS * DETROIT * HOUSTON « LOS ANGELES » PHILADELPHIA « ST. LOUIS » SAN FRANCISCO + SEATTLE 
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The following Super V-8—4-dr. sed., $2,252.60; 4-dr. 2. 
Prices include the seat stat. wag., $2,539.65. Custom V-8 4. 
iy tt oe, Feta Grn, gg oar naron 62.0 
sii‘hccaies’ ctr Current Prices on New Cars got nado fat. Tae #40. Me 
buyer, such as State STUDEBAKER—Scotsman 6—4-dr. sed., 


‘ 


— Special — 4-dr., sed., $2,659.83; 


brakes standard on Roadmaster “75, ae 
CADILLAO — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr,. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
to eaa.i Eldorado Brougham 4-dr, hard- 


hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 
FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) OCustom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr, sed., $2,- 
156.56; 2-dr. sed., $2,105.28 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr, hardtop, §$2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr, 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr, 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe, (V-8 only), $3,408.12, 
HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 


els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008. 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229, Belvedere—4-dr. 
$2,309.75; 2-dr, sed., $2,263.50; 4-dr, hard- 
hardtop, $2,348.50; 
638, Fury—2-dr. hard- 


top, $2, 418. 50; 
conv. (V-8 std.), $2, 


top, $2,925.25. 


Deluxe, $2,330.25; 2-dr, 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75. 
PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
hardtop, $2,529.39; 2-dr. 
wag., $2,341.39; 4-dr,. 3-seat 





$2,614.39; 
2-seat stat. 


2-dr. 


2-dr, 


wagons—2-dr. 
2-seat Custom, $2,- 


50; bus. cpe., 


2-seat 


sed., 
wag., 


901.39; 
(fuel 


stat, wag., 
$2,664.39; 


$3,021.39. 
sed., sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
$3,105.39; Bonneville conv. 
$5,782.39; 


conv., 
injection), 
Safari stat. wag., $3,481.39; 
Safari stat. wag., $3,636.39. 
power steering, power brakes standard on 
Bonneville.) 
RAMBLER — Deluxe Six — 4-dr, sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, oa "Goat 4-dr, 2-seat stat. 
wag., Custom 
$2,212.65; 4- ar. 


$2,409 


4-dr. hardtop, 
2-dr. hardtop, $2,735.39; 4-dr, 2-seat stat. 
Chief 





$2,898.39. Super Chief—4-dr. 


$2,793.39; 


—4-dr. deluxe 


2-dr, 
4-dr, 


Six—4-dr. 


sed., 
2-seat stat, wag., $2,499.60. 


2-seat 
2-seat 
(Hydra-Matic, 


4-dr,. 


$1,826; 
stat. wag., $1,995. 
tom sed., $2,048.99; 4- a deluxe sed., $2,. 
170.79; 2-dr, custom 
deluxe sed., 
4-dr. custom sed., $2,173.29; 4-dr. eucam 
sed., $2,295.09; 2- dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09, President v8 
—4-dr, sed. $2,407.29; 2-dr. sed., 
lassie — 4-dr. 
Station Wagons—2-dr., 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,. 
504.69; 4-dr. 2-seat Provincial V-8, $2560.72 
Broadmoor 
Hawks—Silver Hawk 6 cpe., 
Silver Hawk V-8 cpe., 
Hawk V-8 2-dr. hardtop, $3,181.82. 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 


President 


2-dr. 


2-seat 


$2, 123.09. ¢ 


sed., $1,776; 


2-dr. 


2-seat 


“dr. cus 


, $2,000.59; " 2-dr, 
v-8— 


sed., 
2-seat Pelham 


V-8, 


$2, 


$2, 
$2,141.59; 


357.99, 


$2,538.82, 


6, 


665.97. 


$2,263.17; Golden 


New Commercial Car Registrations, 
All States for April, 1957-1956 








(Over. 



















































































$13,074. Sixty potee~+-4e. hardtop, Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
4 32, Series 75—8-pass, $7,439.88; ——_ $3,100.80, (Power brakes standard 
Imperial limousine, SheTT.88 (Hydra- ur om.) aia sn iedin tend. Bie 
Matic, power , Power brakes stand- 837.50: 4-dr. hardt een eaT 50: 2-dr. hard Truck registrations by states 
_ (Prices are for 6-cyl top, $4,735.50. Crown—4-dr. : sedan, $5,406; coaen Ge e a a o. | Brock- Stude- 2 TO- 
models. For >. add $100.) One-fitty— lake aoe, a eei.bo 2-dr. Daraton, | %.-| sentatives in state capitals. wey Reo | baker | White | Willys | Misc. | TAL 
4-dr, sed., $2,048.82; 2-dr. sed., $1,996.32; | fog. $5,742.50; 4dr. hardtop, $9,742.50. ; 
Util, sed., "$1,885.32; 2-dr, 2-seat stat. wag., | Timbusine prices hot available CToreucFiite,| 32 States Previously i ee ee ee ee 
od ‘Two-ten—4-dr. sed., $2,174.32; power steering, power brakes standard. ) * Reported for April 56 44, 13412) 185; 2653) 12468) 616) 157} 471} 702; 1055) 459| 41438 
, wed., $2,122.32; club epe., $2,162.32; | ""TINGOEN“Oapri 4-cr, sed. $4,794; 4-| Alabama 57) i; oi 7 58,545) S59) ~—SO3 51) 3| 3 rn 
'a966.90;° Ste $2,270.32; 2-42, hardtop, dr, hardtop, $4,794; 2-dr, hardtop, $4,649. ‘56 610} 3] 5583] 195) 3] SB 2] 7 Ls] S| taat 
402.32: 4-dr, 2-seat stat, wag., $2,456.32; nt oan. noses: —<,. ee “1 ee California ‘57 2564, 46 #1) 3253 585; 496 29| 13) 65) 66; «170,'—=ts«d419)—Ss 197 
4-dr, 3-seat stat. wag., $2,563.32. Bel Air— conv $5,381 (Turbo-dri power steering, 56/ 3268 63 542; 2900) 901 | 62! x) 34 98) 70 233 2B! 9045 
4-dr, sed., $2,290.32; 2-dr. sed., $2,238.32; power brakes standard. ) — *| Indiana ‘57) 50! 8) 107) 617 149) 242 7| 7 30} 36 14) 47 1767 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, MERCURY — Monterey — 4- dr, sed., $2,- "56 671) 7} 135 589| 159) 348] 21} 12) 40) 84 27} 12 216 
£2200 82s CO Se ete ana: pepteet | 644.80; 2-dr, sed., $2,575.80; 4-dr. hardtop, | lowa 57) «2 | é 50, 466) +57) 188 10) yh 13) 4) 9, tam 
Stat, “wag. ° $2757.82. Corvette. Hardtop | $2°762-80; 2-dr, hardtop, $2,602.80; conv., ‘56 590 14, 76|_—554]_— 106) 335) 2| ij __15) ? 8} 2) im 
epe. or conv. (V-8 only), $3,465.32. fei, hardtop, 48 310.80; r." $3, 187.80; | Kentucky 57) Aba | | «3; ia; oF 10) 4) 9 7 2% 9) 1231 
CHRYSLER — Windsor — 4-dr. sed., $3,- | 235.30; conv. $3,4 Turnpike Cruiser—— 56) 553| 5 94| 417, 164) 160 2 2 10) 7 33 3) 1450 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 4-dr, hardtop, $e ose on: 2-dr, hardtop, $3,- Louisiana ‘57 60! 4) 74 650 124) 142 2t! 5 22) 17 6 166s 
$188; 4-dr, 2-seat stat. wag., $3,575;| 757.80; Pace Car conv., $4,102.80, Station "56 747| 9| 68 579 141) 160} 31! 14} 21) 36} 3| 1809 
-dr, sed., $3,718; 4-dr, hard-| Wagons — Commuter —2-dr. 2-seat, $2,-| Maine 57) | 70) 28) 78) 25) 3! 4 l 4) 7 24) 7 ww 
+. $3,832; mo hardtop, "a New COR.00; oar, a-enet, $2,972.80; ter. . 56 184 277 181} 61) 69| 5| 5| 12] 43) 13) = 600 
‘orker—4-dr. ’ hard-| seat $3,069.80. Voyager — 2-dr. 2-sea ; : > ; a 
\ 258.50; 2-dr, hardto’ 201.50; ae * Massachusetts 57) 263) 10 70 376 105 131) 27 5 2) 24) 35 | #0 1088 
aie. Gaaies bap, Senet want, Gea. ban han car’ Sane Geese Gaae "56 | 7} 458; 16} 134] Seo; 149] 196] Ss \4 17; 54] A] 46] ITM 
745.50. 300-C—2-dr. hardtop, $4,929; conv.,|@-Matic standard on Montclair, Turnpike | Mississippi "57| | 370 2! | 3% 90) 132| i | 6 1) 16) 7| 1080 
$5,359. (TorqueFlite, steering stand-/| Cruiser, Voyager and Colony Park, Power 56 | 494 48 421 | 117) __—*148} 1 1} 17 3} Ht} 1261 
ard on Saratoga and New Yorker. Torque-| steering and power brakes standard on| Missouri 57) 789) 3 73; 666) 194) ~=«20t) =~ a. - o_o 13) 2033 
ee oo ~ tag Turnpike Cruiser.) ‘56 7%} st 89} 602} 179| 256) 8 6} 2; 50) 14 6} 2017 
CONTINENTAL — hardtop, $9,- ETRO! — - : : 
966. (Turbo-Drive, power steering, power | 527- a 1d ae. hardiep, Gl! Hey Hampshire ‘57| i 179 2 7” 229 3 131| 14) 1| i} 2) 49) 37 7 
brakes NASH — Amb: Super V-8—4-dr. ‘56 98 I 32 136 47| 28 1 7 8 7 8 437 
DeSOTO — Firesweep — 4-dr. sed., $2,-| sed., $2,820.80; 2-dr. hardtop, $2,910.80.| New York ‘57| 22; = 1365 23) 484 1511) 605 | 148) 277 4 130) 199) 315 5298 
777.25; 4-dr, hardtop, $2,911.75; 2-dr. hard- Ambassador Custom V-8—4-dr. sed., $3,- "56; 69| 1466 iS 397 1590 40a 736) 200) 42 41) 150) 161} 138) 5493 
top, $2,835.75; 4-dr, 2-seat stat, wag., $3,-| 010.75; 2-dr. hardtop, $3,100.80. (Power lveni D i 919 9 738 907 2728 326 108) a 7 “ il? % 2 
169.25; 4-dr. stat. wag., $3,310.25. | brakes standard on Custom.) vaanayranee ssl | os i a ae. ae s} oll) o)sét2|—s | (324 
. Sed., $2,957.75; "4-dr. hard- OLDSMOBILE — Series oo — 4-ar. sed., —.- - 9 a a ; i i 2s 12 “7 
top, $3,141.75; 2-dr. hardtop, $3,084.75; | $2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard-| Rhode Island ‘37 | | | ! a | H $| | 
conv., $3,361. . sed., $3,-|top, $2,932.47; 2-dr. hardtop, $2,854.47; 56 93) ae 94 30}__ 35}, 2| 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard-| conv., $3,182.47; 4-dr. 2-seat stat. wag.,| South Carolina ‘57 | 2737 30 303 42) 56) 15) 1 4 5) ? 5 707 
an leg 8h eo oo eas: ae ae “Teena. *56) 300 % 257 | 42) 56) 30} 1 it} 8) 2 2 744 
wag., 15; 4 stat. | $3,313.4 r “» 47; 57) 7) 19| 5559 
wag., $4,123.75. 2-dr, hardtop, | 2-dr. sed., $2,968.47; 4-dr. har@op, $3,-| '**** = | el 6] Ssiteel «stem) sass] cas) soelSst] Sales] OL aaa 
$3,996.75; conv., $4,272.25. (¢ 257.47; 2-dr. hardtop, $3,180.47; conv., $3,- . : : - 
standard on and Adventurer. Power | 447.47: 4-dr. 2-seat’ hardtop, ‘stat, wag.,| Washington ‘57 | 30 3 77 274) 76) 76) 10) 4) 12) 18) ” ais 
brakes standard on Adventurer.) $3,541.47. Series 98—4-dr, sed., $3,740.55: 56 338 4 110} 299 163} 13) 15! 15| 5 45\__ 1280 
DODGE—Coronet 6—4-dr. sed., $2,451; | 4-dr. hardtop, $4,012.55; 2-dr, hardtop, $3,-| ~All States 57) 5i| 24225 323, 4447| 26346) «5892| «7344)—=«C215|—S«s'97|'—=«SBS | SC22B| CTS) +=) 75438 
— Sitesee sa a. Veer. fae conv., $4,216.55 (Getaway | Hyéra- For April "56) 128) 27531 386 5078; 25073; 75i6 9950 1251} 293 857; 1540) 2002 1094| 82699 
. 50 ; , » yy $ b power , power - - = 
oa gaa pecan |g oh rcs iS S| S| ee) el veel ees ios) es) Ss) Sl el Se el Soe 
conv., $2,841.50, Reyal V. -dr, sed., $2,-| PACKARD CLIPPER—4-dr. sed., $3,212; | _To Date : 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard-|4-dr. 2-seat stat. wag., $3,384 (Flighto- “The information contained in‘this report has been compiled from official state documents. Every reasonable precaution has been 
top, $2,768.50. Custom V-8—4-dr. | matic standard.) exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
ged., $2,881; 4-dr. hardtop, $2,991; 2-dr. PLYMOUTH—(Prices are for 6-cyl. mod-| R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.""—R, L. Polk & Co. 
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Used-Car Auction Prices 





(Continued from Page 46) 


’56 (88) Super Holiday, $2,050* 
Deluxe 4-dr., $1,710%; (98) 4-dr., 
. "55 (98) 4-dr., $1,525°*; (88) 4- 
dr., $1,525°. °53 (88) Super 4-dr.. $990° 
(pe); Deluxe 2-dr., $555*. ’52 (88) 2- 
$450*, ‘50 (88) 4-dr., $350°. 

PLYMOUTH—'57 Savoy (6) 4-dr., $1,700. 
'55 Savoy 2-dr., $700. 

PONTIAC—'56 Star Chief sedan, $1,665°; 
Chieftain 4-dr., $1,320*. ‘55 Chieftain 
4-dr., $1,335, $975°, $875; Sport coupe, 
$1, 250°; Star Chief 4-dr., $1,300*. ‘54 
Star Chief (8) 4-dr., $800*, '53 Chief- 
tain (8) 4-dr. $575°. ’52 Chieftain (8) 
4-dr., $300*, '51 4-dr., $320. 

STUDEBAKER—’ 56 President 4-dr., $1,- 
270°. 

WILLYS—’51 Jeepster, $150. 

MISCELLANEOUS — ’'57 Ford Ranchero 
pickup, $1,810. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of May 29.) 

(Very little change in prices or de- 
mand, Consignments off due to change in 
sale day. Sold 55 out of 73.) 

BUICK — ’'57 Super Riviera, $2,590*. ‘55 
Special Riviera, $1,370*. '54 Super 4-dr., 
$960*. '51 Super conv., $300*. 

CADILLAC — '52 (62) coupe, $940*. 
Fleetwood 4-dr., $650*. 

CHEVROLET—'56 Bel Air 
$1,810*; Two-ten (8) 4-dr. $1,350, '55 
Two-ten (8) 2-dr., $965. ‘54 One-fifty 
2-dr., $405. 53 Bel Air sedan, $600; 
Two-ten 4-dr., $280. "52 SL Deluxe 4- 
dr., $380; 2-dr., $290°; Carryall, $500. 
"50 SL Deluxe Bel Air, $235*. 

DODGE—’51 Coronet 4-dr., $205*; Way- 
farer 2-dr., $200°. 

FORD—'55 Custom (8) 4-dr., $965. ‘53 
Country sedan, $700; Main (8) 4-dr., 
$500. °52 Crest (8) 4-dr., a en Main 
(8) 2-dr.. $290, $205. '51 2 , $130, '49 
2-dr., $100. 

MERCURY—’'51 2-dr., $145. 

OLDSMOBILE—’'50 (98) 4-dr., $160*. 

PACKARD —’'55 (400) Hardtop, $1,580* 
(ps). 

PLYMOUTH— 56 Savoy (8) 4-dr., $1,200°. 
‘55 Belvedere (8) 2-dr., $1,450° (ps); 
Savoy (6) 4-dr., $890; Plaza (6) 4-dr., 
2 at $790. "54 Savoy 2-dr., $675. °53 
Cambridge 4-dr., $405. ‘52 Cambridge 
2-dr., $325; conv., $315; Belvedere, $295. 
"51 Cambridge 4-dr., $160. 

PONTIAC — ‘53 Chieftain (8) Catalina, 


$680. 

STUDEBAKER—’53 Champion 2-dr., $380. 
"52 Commander Hardtop, $225; 4-dr., 
$225. ‘50 Champion 4-dr., $185. 

WILLYS—’47 Jeepster, $210. 

MISCELLANEOUS—’55 GMC dump, $610; 
Studebaker %-ton pickup, $650. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are es sale of May 29.) 
consignments 


( sale 

low. Sold 74 percent.) 

BUICK—'56 Century Riviera, $1,860* (ps); 
station wagon, $2,000* (ps); Super Rivi- 
ra, $1,780° (ps). "55 RM 4-dr., $1,460* 
(ps); Special 2-dr., $1,270. ‘54 Super 
Riviera, $1,105*; Century Riviera, $1,- 
015°; Special 4-dr. $965°. °53 Special 
Riviera, $650°. ‘52 RM 4-dr., $390°. 

CHEVROLET—'57 Bel Air (8) Sport coupe, 
$2,375° (ps); 4-dr., $2,195*; Two-ten (8) 
4-dr., $2,065°. °56 Two-ten (8) 4-dr., 
$1,770; Two-ten (6) 4-dr., $1,425*; Bel 
Air (8) 4-dr., $1,645°, $1,515. °55 Bel 
Air (8) station wagon, $1,460°*; 2-dr., 
$1,285°; Two-ten (8) 2-dr., $1,050; Two- 
ten (6) 4-dr., $950. "54 Two-ten 2-dr., 
$825, $765°; 4-dr., $775*. '53 Two-ten 
4-dr., $650°; 2-dr.. $625°, $620; 4-dr., 
$650°; Bel Air Sport coupe, §765*; One- 
fifty 2-dr., $505. '52 Two-ten 4-dr., $365. 

CHRYSLER—'57 | Windsor Hardtop, §$2,- 
685° (ps). "56 NY 4-dr., $2,105* (ps). 
"55 (300) Sport coupe, $1,905* (ps); NY 
4-dr.. $1,765° (ps). ‘53 NY conv., $685°; 
Windsor 4-dr., $460° (ps). "52 NY 4-dr., 

. "51 Saratoga 4-dr., $220°. 

DODGE—'56 Royal Lancer, $1,505*; Cor- 

4-dr., $1,490°. "54 Coronet (8) 
4-dr., $865°. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
295° (ps); Custom (8) 2-dr., $1,725. '56 
Fairlane (8) Victoria, $1.630° (ps); 
Ranch Wagon, $1,450*: Custom (8) 4-dr. 
$1,295. ‘55 Country sedan, $1,445*; Fair- 
lane (8) Victoria, $1, 360°; Custom (8) 
2-dr.. $860. 54 Custom (6) 4-dr., $665°*. 
"53 Custom (8) 4-dr., $570. '52 Custom 
(8) 2-dr., $405. "51 Custom (8) Victoria, 
$345°; 2-dr., $305. 

LINCOLN—'56 Capri 4-dr., $2,390* 

MERCURY—'56 Montclair Hardtop, 
795° (ps); Monterey 4-dr., $1,515* (ps). 
‘55 Monterey conv., $1,480*, '54 Mon- 
terey Hardtop, $1,065*; Custom 2-dr., 
$880°. ‘53 Custom Sport coupe, $915° 


(ps). 


"50 
(8) Hardtop, 


(ps). 
$1,- 


(ps); Monterey 4-dr., $725. 

OLDSMOBILE—’'57 (88) Super 4-dr., §2,- 
900° (ps). "56 (98) 4-dr., $2,020° (ps); 

: (88) Super 4-dr., $1,790*°; Holiday, $1,- 
785°. °55 (98) 4-dr., $1, 750° (ps), $1,- 
585* (ps). "54 (88) Super 4-dr.. $i,388* 
(ps); Deluxe 4-dr., $1,295*; (98) 4-dr., 
$1,375* (ps). "53 (88) 4-dr., $760°, ‘52 
(88) Super 2-dr., $495°. 

PLYMOUTH—'57 Belvedere (8) Hardtop, 
$2,200*. ‘56 Belvedere (8) 4-dr. $1,520*. 
’S5 Plaza (8) Suburban, $1,200; 4-dr., 
$880. ‘53 Cranbrook 4-dr., $480. ‘52 
Cranbrook 4-dr., $265. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $650. ‘49 Studebaker ‘%-ton 
pickup, $275. 

FLINT 
(Fiint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of May 29.) 
(Sold 80 cars out of 141 offerings.) 
BUICK—’'57 Riviera, $2,450°. '56 

2-dr., $1,675* (ps). '55 Century 
$1,540° (ps); RM 2-dr., $1,430", 
4-dr., $1,215*. "54 Super Riviera, 
$1,075° (ps); 4-dr., $890°; Special Rivi- 
era, $980*; RM 4-dr. $960° (ps); Cen- 
tury 4-dr., $890*°. °53 Special 2-dr., $640*, 
$635°, $345. ’51 Super 4-dr., $200*; Spe- 

cial 2-dr., $145*. 

CADILLAC—'52 (62) 4-dr., $700. 
OHEVROLET — '56 Two-ten (8) station 
Bel Air (8) 2-dr., $1,- 
040, ‘54 Two-ten (8) 4-dr., $765*, $680; 
Delray coupe, $715*, $610; * One-fifty (6) 
4-dr., $625. '53 Two-ten 2-dr., $575; 4- 
dr., "$555, SL Deluxe 4-dr., 
$305. °51 SL Deluxe 4-dr., $250*, $145*: 
2-dr., $175*, $150°, $120; club coupe, 


conv., 


wagon, $1,750°; 





DODGE—’56 Royal (6) 2-dr., $1,195, °53 
Coronet (8) 4-dr., $425, '52 ‘conv., $325*. 

FORD—’ 56 Country sedan, $1, 620°; Fair- 
lane (8) 2-dr., $1,260; Custom (8) 2-dr., 
$1,170. '55 Fairlane (8) conv., $1,450*, 
$1,310*; 2-dr., $1,105*; Victoria, $1,225*; 
Ranch Wagon, $1,185*. °54 Crest (8) 
conv., $930; Custom (8) 2-dr., $705*; 
Main (6) 2-dr., $300. ’53 Custom (8) 
4-dr., $425. '51 Custom (8) 2-dr., $170. 
’50 Deluxe (6) 2-dr., $155. 

MERCURY—’57 Monterey conv., $2,850* 
(ps). °’54 Monterey Hardtop, $880*, ‘51 
4-dr., $180. 

NASH—’56 Ambassador 4-dr., $1,725*. °53 
Statesman 4-dr., $300, ‘52 Statesman 
4-dr., $100. 

OLDSMOBILE — '55 (88) 4-dr., $1,540*° 
(ps); 2-dr., $1,165*. ’54 (88) Super 2- 
dr., $1,005*. '53 (88) Super 2-dr., $640*. 

PLYMOUTH—’'57 Plaza (6) 2-dr., $1,600. 
'56 Plaza (8) station wagon, $1,100, '53 
Cranbrook 4-dr., $395, $350* (ps); Cam- 
bridge 4-dr., $325. 


PONTIAC — '57 Chieftain Catalina, $2,- 
390*. °55 Chieftain club coupe, $1,100. 
'54 Chieftain (8) 4-dr., $800*, ’51 (8) 
4-dr., $140. 

WILLYS—’52 2-dr., $125*. 


MISCELLANEOUS—’56 Ford %-ton pick- 
up, $815. °52 Ford %-ton panel, $225. 
’48 Ford utility truck, $180, 47 Chevro- 
let %-ton pickup, $195. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of May 24.) 

(Prices seemed a little stronger. With 
the first nice day we have had in weeks, 
the activity was very good, We sold 244 
cars out of 353 consignments.) 
BUICK—’56 Super Riviera, $1,900* (ps). 

'55 Special Riviera, $1, 665° (ps), $1,375*, 

$1,240°, $1,140*. “’54 Super Riviera, 

$825*. '53 Special Riviera, $605*; Super 

Riviera, $530°; RM Riviera, $525* (ps). 

'52 Special 4-dr., $365*. 

OCADILLAC—’'56 (62) coupe, $3,375* (ps). 
’55 Eldorado conv., $3,270* (ps); (62) 
coupe, $2,600* (ps). "52 (62) 4-dr., $850°, 
$900* (ps); (60) 4-dr., $595*. °51 (62) 
4-dr., $555°. 

CHEVROLET — '57 Two-ten 
wagon, $2,235*; Bel Air (8) 4-dr., 
990°. °56 Bel Air (8) 4-dr., $1,595*, $1,- 
455; Bel Air (6) Hardtop, $1,430*; Two- 
ten (8) 4-dr., $1,315; Two-ten (6) 4-dr., 
$1,145; One-fifty (8) 2-dr., $1,250. ‘55 
Bel Air (8) coupe, $1,410*, $1, 325*; Two- 
ten (8) 2-dr., $910, $905°, $860, $850. 
’54 Bel Air 4-dr., $730*, $690; Two-ten 
2-dr., $715, $620, $560. °53 Two-ten 2- 
dr., $510*, $500, $490, $465; Bel Air 
4- dr., $435. 

CHRYSLER—’ 54 Windsor coupe, $830*. '53 
Windsor 4-dr., $640°. '52 NY 4-dr., $205°; 
Saratoga 4-dr., $205°*; Windsor 4-dr., 
$225*, $195°. ‘51 NY 4-dr., $110*°. ‘49 
club coupe, $125. 

’55 Firedome coupe, $1,395*; 4- 
dr., $1,200* (ps). 

DODGE—’56 Custom Royal 4-dr., $1,535°*. 
55 Royal Lancer Diplomat, $1,200. '53 
Coronet (8) 2-dr., $670*; Diplomat, $445; 
Meadowbrook 4-dr., $405, $350. °52 Cor- 
onet 4-dr., $220. 

FORD—'57 Fairlane (8) 500 Retractable 
Hardtop, $3,075* (ps); Victoria, $2,200*; 
2-dr., $1,870*° (ps); Custom 300 2-dr., 
$1,830°, $1,695, $1,575. °56 Thunderbird, 
$2,600* (ps); Ranch Wagon, $1,575*; 
Fairlane (8) conv., $1,500*%, $1,425*; 4- 
dr.. $1,600*, $1, 500°, $1,410°, $1,390°, 
$1,210; Custom (8) 4-dr., $1,305°, $1,- 
175°, ‘$1, 165°, $1,135, 2 at $1,200. 55 
Crown Victoria, $1, 370°, $1,315*, $1,265°, 
$990*; Custom (8) 4-dr., $985°" 

HUDSON—’52 Pacemaker 4- dr., $100. 

LINCOLN—’52 Cosmopolitan coupe, $455*. 

MERCURY — ’'57 Montclair Hardtop, $2,- 


(8) station 
$1,- 


690° (ps). °56 Monterey 2-dr., $1,630*. 
‘54 Monterey 2-dr.. $640°. °53 2-dr., 
$520*, $495°; coupe, $485°. ‘51 4-dr., 
$190°, $175°. 

NASH—’55 Super 4-dr., $955*. °52 Custom 
station wagon, $265. 

OLDSMOBILE—’56 (98) Holiday, $2,180* 
(ps), $2,125° (ps); (88) Holiday, $1,- 
845°; 4-dr.. $1,575*; (88) Super 2-dr., 
$1,705*. '55 (88) Super Holiday, $1,475*; 


Testing Automotive Paints— 


Samples of paint used on Lincoln and 
Continental automobiles are examined by 
research technicians at an exposure sta- 
tion near Miami. Paint samples are ex- 
posed to the elements in order to provide 
Lincoin with information on the wearing 
quality of paint tobe used in production. 
The samples are exposed for periods as 
long as one year. Monthly reports are 
received by Lincoln on progress of tests. 





(88) ooante $1,460°. '54 (98) 4-dr., $1,- 


280° (ps); (88) 4-dr., $1,030*. 
PACKARD—’'55 (400) coupe, ee 490° (ps); 

Clipper Super 4-dr., $1,400*° (ps). 
PLYMOUTH— 57 Savoy (8) Hardtop, $2,- 


000* 2-dr., $1,875*, °56 Savoy (8) 4-dr., 
$1,220, $1,120*, '55 Belvedere (8) coupe, 
$1,165*; Savoy (8) 4-dr., $970, $960, 2 
at $870, $855; Plaza (6) 2-dr., $755, '54 


Savoy 2-dr., $635. 

PONTIAC — ’56 Chieftain Catalina, $1,- 
600*. '55 Star Chief Catalina, $1,600* 
(ps), $1,540*; conv., $1,350* (ps); Chief- 
tain Catalina, $1,285*; 4-dr., $1,005*. 
’54 Chieftain Deluxe 4-dr., $810*, °53 
Chieftain Deluxe 2-dr., $465*, $385*. 

STUDEBAKER — '54 Champion station 
wagon, $615. ’52 Commander 2-dr., $205*. 
"51 Land ae 4-dr., $165*; Com- 
mander 4-dr., $125 

MISCELLANEOUS’ 57 Volkswagen, $1,- 
605. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 

day. Prices are for sale of May 28.) 

(Market quite firm, Bidding was on a 
more selective basis, but sharpies still 
brought that extra dollar. Sold 140 out 
of 229 offerings.) 

BUICK—’56 Century station wagon, $2,250* 
(ps); conv., $2,035*; Super Riviera, $1,- 
895* (ps); Special Riviera, $1,775*; 2- 
r., $1,320. ’55 Century Riviera, $1,495*; 
Super Riviera, $1,470* (ps), $1,435* (ps), 
$1,425* (ps), $1,300* (ps); RM Riviera, 
$1,330* (ps); Special 2-dr., $1,060. °54 
Special Riviera, $1,080*, $1,060* (ps), 
$1,005, $925; Super Riviera, $1,065* (ps). 
"53 Super Riviera, $750; 2-dr., $375*; 
Special Riviera, $700*, '52 2-dr., $350*. 
"50 2-dr., $225*. 

CADILLAC—’'56 (62) 4-dr., $3,425* (ps). 
a (62) 2-dr., $2,265* (ps). "50 (62) 4- 

$305*. 

CHEVROLET—'se Bel Air (8) 2-dr., $1,- 
425*, $1,365; Two-ten (8) 2-dr., $i, 315; 
Two-ten (6) 4-dr., $1,275, $1,190, "55 
Bel Air (8) conv., $1,465* (ps); station 
wagon, $1,400*; 4-dr., $1,325*, $1,315*; 
2-dr., $1,275*, $1,275, $1,205*, $1,005°; 
Two-ten (6) Delray, $1,160*, $1,035, 
$960, $900; 2-dr., $1,200, $1,015*; 4-dr., 
$1,175*, $990°*; Bel Air (6) 2-dr., $1,- 
200*, $1,080, $1,055*, $860; One-fifty (6) 
2-dr., $850, '54 Two-ten 4-dr., $825*; 2- 
r., $790*. '53 Bel Air 4-dr., $765; 2-dr., 
$675*, $475; Two-ten 2-dr., $525, $515. 
"49 2- ‘dr., $105. 

CHRYSLER-~'55 NY 2-dr., $1;720* 
$1,590* (ps). 

DeSOTO—’55 Fireflite 2-dr., (ps). 
"53 conv., $550* (ps). 

DODGE — ’55 Royal (8) Lancer, $1,450* 
(ps). ‘53 Coronet (8) 2-dr., $340*. °52 
Meadowbrook 4-dr., $240. ‘51 Hardtop, 
$205. 

FORD—’'56 Fairlane (8) Victoria, $1,690*, 
$1,550* (ps); 2-dr., $1,355. ‘55 Country 
sedan, $1,475*, $1, '200; conv., $1,350*; 
Fairlane (8) Crown Victoria, $1,325*, 
$1,320*; 4-dr., $1,040*, $910; Custom 
(8) station wagon, $1,155*; 2-dr., $875, 
$860*, $860; 4-dr., $1,340*; Main (6) 2- 
dr., $855. '55 Custom (8) 2-dr., $825; 
Custom (6) 2-dr., $690. "53 Custom (8) 
2-dr., $550. 

LINCOLN—’'56 Capri 4-dr., $1,810* (ps). 

MERCURY—’56 Monterey club coupe, $1,- 
685° (ps), $1,635* (ps), $1,625*; 2-dr., 
$1,270; Medalist 2-dr., $1,195. "55 Mon- 
terey club coupe, $1,480, $1,275*; 4-dr., 
$980; Montclair 2-dr., $1,440*. '54 Mon- 
terey conv., $1,200*; 4-dr., $1,075* (ps); 
Hardtop, $935*. "53 Monterey 4-dr., $705. 

NASH—’'54 4-dr., $950*. 

OLDSMOBILE — '57 (88) Super Holiday, 
$3,100* (ps); 2-dr., $2,425* (ps). ‘56 
(98) 4-dr., $2,060*°; (88) Super Holiday, 
$2,050* (ps), $1,825° (ps). "55 (98) 4- 
dr., $1,760° (ps); (88) 2-dr., $1,555* 
(ps), $1,425*, $1,345*, $1,275*; Super 
4-dr., $1,515*. '54 (88) 4-dr., $1,150°. 

PLYMOUTH—'56 Plaza (8) 4-dr., $1,475*; 
Savoy (6) 4-dr., $1,125*. ‘55 Belvedere 
(8) 4-dr., $1,100* (ps); Savoy (6) 2-dr., 
$900°; 4-dr., $865. °53 Belvedere 2-dr., 
$550. '49 4-dr., 2 at $125. 

PONTIAC—’'56 Chieftain Catalina, $1,675*, 


(ps), 
$1,445* 


$1,655. '55 Chieftain station wagon, $1,- 
540°; 2-dr., $1,175*; Catalina, 2 at $1,- 
155*; Star Chief club coupe, $1,370*; 


4-dr., $1,175* (ps). °54 Star Chief (8) 

4-dr., $865*, $565°; 2-dr., $420. 
STUDEBAKER—’52 club coupe, $275*. 
MISCELLANEOUS — '55 Chevrolet \%-ton 


pickup, $875; Ford express pickup, $550. 
"54 Chevrolet %-ton pickup, $815. ‘51 
Chevrolet %-ton pickup, $180. ‘50 Chev- 
rolet %-ton pickup, $360, $290. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of May 23.) 
BUICK—’55 Century 4-dr., $1,450*. '52 Su- 

per Riviera, $395*. ‘51 Special 4-dr., 

$300; Riviera, $285*. 

CADILLAC—'56 (60) 4-dr., 2 at $3,900* 
(ps). '54 (62) 4-dr., $1,800* (ps). °53 
(62) coupe de Ville, $1,325* (ps). °52 
(62) conv., $1,010. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
265* (ps); Sport coupe, $2,175*. '56 Two- 
ten (8) station wagon, $1,730*. '55 Bel 
Air (8) station wagon, $1,420°; 4-dr., 
$1,305*; 2-dr., $1,290*; Sport coupe, $1,- 
200*. "54 Bel Air 2-dr., $790; 4-dr., 
$870*. °53 Twe-ten 4-dr., $690, $675°. 
’52 SL Deluxe 4-dr., $480*. 

DeSOTO—’55 Firedome 4-dr., $1,425*. 

DODGE—’55 Coronet (8) 4-dr., $1,425°; 
Coronet (6) 4-dr., $800. ‘50 Meadow- 
brook 4-dr., $125*. 

FORD — ’56 Fairlane (8) conv., $1,610*; 
Custom (8) 2-dr., $1,345*, $1,265. '55 
Country sedan, $1,380*; Fairlane (8) 
conv., $1,295*; 4-dr., $990; 2-dr., $985. 
54 Crest (8) conv., $1,015*; 4-dr., $985*; 
Custom (8) 2-dr., $895*, $770*. '53 Cus- 
tom (8) club coupe, $685*. ‘52 Custom 
(8) 4-dr., $435. 

MERCURY—’'54 Monterey 4-dr., $980*. 

OLDSMOBILE—’55 (88) club coupe, $1,- 
680*. °54 (98) 4-dr., $1,180* (ps). 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
085*. '54 Belvedere 4-dr., $695. "52 Cran- 
brook Belvedere, $305; Cambridge 4-dr., 


$i70. . 
PONTIAC—'53 Chieftain (6) 4-dr., $440, 
. 


MISCELLANEOUS—’53 Ford %-ton pick- 
up, $530, ’50 Chevrolet %-ton pickup, 
$490. '49 Chevrolet %-ton pickup, $225; 
International %-ton pickup, $175. °'48 
Dodge %-ton panel, $225. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
Tuesday. Prices are for sale of May 28.) 
(Sold 40 cars out of 55 offerings.) 
BUICK—’56 Century 2-dr., $1,815". ’55 
Special conv., $1,500*. °53 Super 2-dr., 
$835*, $710*; Special 2-dr., $630*. ‘50 

Super 4-dr., $130. 
$1,165* 


CADILLAC—’53 (62) 4-dr., (ps). 








BUICK—’57 Century Riviera 


perial 4-dr., $520° (ps) 
DesoTo— 


DODGE—’57 Coronet Hardtop, 


$430. 
IMPERIAL—'57 Crown 2-dr., 
LINCOLN — 


MERCURY — ‘56 Custom conv., 


NASH—'56 Ambassador 
OLDSMOBILE—’'57 Fiesta station wagon, 


PLYMOUTH—’57 Belvedere (8) conv., 





Model Breakdown 
Of Auction Averages 











June, 1957 May, Apr., 
Model To Date 1957 1957 

DOE scxsageates $2,178 $2,236 $2,301 
ee 1,551 1,576 1,598 
BG ccctésctions 1,151 1,211 1,242 
BOs csrcvssiees 836 834 881 
FDS sotcinceesen 551 557 571 
PN osvinsinsntie 364 357 377 
Ps cecietgeeies 240 239 242 
SAA, .cvcratainess 175 193 203 

Overall —- 
Average $ 881 $ 900 $ 927 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
288*; Two-ten (8) 2-dr., $1,000*. '53 Bel 
Air 4-dr., $600; conv., $565; Two-ten 
club coupe, $350. 52 SL Deluxe 2-dr., 
$415*; 4-dr., $375; Bel Air, $295. ‘51 SL 
Deluxe 2-dr., $340. '49 2-dr., $150. 

CHRYSLER—’55 Windsor 4-dr., $1,375". 

, $330, 52 
Meadowbrook 4-dr., $220. 

FORD—’'56 Fairlane (8) 4-dr., $1,515*, °55 
Fairlane (8) 2-dr., $1,180*. ‘54 Ranch 
Wagon, $695. '53 Country sedan, $695*; 
Custom (8) 4-dr., $595*; 2-dr., $575*, 
$510. °52 4-dr., $425°; 2-dr., $375. ‘50 
2-dr., $180*. 

LINCOLN— 54 Capri 2-dr., $810*. 

MERCURY—’'51 Monterey 4- -dr., $215. 


NASH—’52 Rambler station wagon, $415. 
OLDSMOBILE—’56 (88) Holiday, $1,950*. 


’55 (88) 2-dr., $1,385*. "51 (88) Super 


4-dr., $335°. 


PACKARD—’55 Clipper 2-dr., $1,150* (ps). 
PLYMOUTH—'55 Plaza 


(6) 
$285. 


4-dr., $710*. 


’51 Cranbrook 2-dr., 


STUDEBAKER—’50 Champion coupe, $150. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 


day. Prices are for sale of May 27.) 


(Market very active.) 

$2,965*; Spe- 
cial Riviera, $2,690*, $2,575*. 56 Special 
Riviera, $1,965* (ps). °55 Special 4-dr., 
$1,370*; Century Riviera, $1,240°. ‘54 
Century Riviera, $1,100*; Super Riviera, 


$1,110* (ps), $1,080*. "53 Super Riviera, 
$630* ; Special 2-dr., $350. 

CADILLAC—’57 (62) sedan de Ville, $5,- 
400° (ps); 4-dr., $4,950* (ps). "56 Eldo- 
rado conv., $3,915* (ps); coupe de Ville, 
$3,590° (ps); (60) 4-dr., $3,865° (ps). 
"55 (62) coupe de Ville, $2,830° (ps); 
coupe, $2,575* (ps). "54 (60) 4-dr., $2,- 
565° (ps); (62) conv., $2,335° (ps); 
coupe de Ville, $2,235* (ps); 4-dr., §2,- 
130° (ps), $2,125° (ps). "50 (61) 4-dr., 
$850°. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $2,385*; Hardtop, $2,115*; Bel 
Air (8) Hardtop, $2,340* (ps), $2,300°. 


’56 Two-ten (8) station wagon, $1,770*; 
Hardtop, $1,720°, $1,395; Bel Air (8) 
conv., $1,735*; One-fifty (6) 2-dr., $1,- 
050. °55 Nomad station wagon, 2 at §1,- 
750°; Bel Air (8) Hardtop, $1,430, $1,- 
405*; Two-ten (6) station wagon, $1,350. 
"54 Bel Air 2-dr., $1,015*, $645; Two- 
ten 4-dr., $590, 


| CHRYSLER—'56 Windsor coupe, $2,075". 


5S NY Hardtop, $1,850° 
(ps). "54 Windsor 4-dr., 


$1,735° 


(ps), 
‘52 Im* 


$910". 


56 Fireflite 4-dr.. $2,200° (ps); 


Firedome (8) Seville, $1,730°. 
$2,095. 


"55 


Coronet 2-dr., $1,400*. "53 Coronet 4-dr., 
$525°. 

FORD — '57 Thunderbird, $3,200° (ps); 
Fairlane (8) 500 conv., $2,330°; 2-dr., 
$2,305*, $2,300°; Custom (8) 300 4-dr., 
$1,800. ‘56 Thunderbird, $2,760* (ps); 
Fairlane (8) 4-dr., $1,545*, $1,510, $1,- 
495°; Custom (8) 2-dr., $1,245, $1,155; 
Main (8) 2-dr., $1,145, $885°. "55 Fair- 


lane (8) conv., $1,315*; Victoria, $1,300°, 
$1,210. ‘54 Country sedan, $1, 155; Main 
(6) 2-dr., $435. '53 Country sedan, $805*; 
Victoria, $560. ‘52 Custom (8) 2-dr., 


$4.685° (ps). 
$3,220° 
Cos- 


"56 Premiere coupe, 
(ps). "53 Capri coupe, $840° (ps); 
mopolitan coupe, $825*° (ps). 

$1,735°; 


Monterey 4-dr., $1,300. "55 Monterey 4- 
dr., $1,195*; station wagon, $1,535* (ps); 
2-dr., $1,525°. "51 4-dr., $340. 

(6) 4-dr., $1,595. 


(98) Holiday, $3,300° (ps); 
(88) Holiday, $2,850°; conv., $2,780°; 
Super Holiday, $2,910* (ps). ‘56 (88) 
Super 4-dr., $2,100*° (ps); Deluxe Holli- 
day, $1,900°. ‘55 (98) Holiday, $1,640° 
(ps), $1,435° (ps). "53 (98) 4-dr., $975° 
(ps), $720° (ps); (88) Super 2-dr., $690° 
(ps); 4-dr., $585°. "51 (88) 4-dr., $300°. 

$2,- 
$1,470°; 
$745; 
‘54 Plaza 2-dr., 
$685°; 2- 


$3,450° (ps); 


625°. 
2-dr., 


"56 Belvedere (8) 4-dr., 
$890, "55 Savoy (6) 2-dr., 
Plaza (6) 4-dr., $700. 
$580. °53 Belvedere Hardtop, 
dr.. $515. 


PONTIAC—'57 Star Chief Catalina, $2,- 


600°. °56 Chieftain Catalina, $1, 625° 
(ps). °55 Chieftain station wagon, §$1,- 
455*. °53 4-dr., $510, $500° (ps). 


WILLYS—’53 Jeep, $875. 
MISCELLANEOUS — '57 Volkswagen Sun 


Roof, $1,900; Willys 1-ton pickup, $2,250. 
’55 Chevrolet %-ton pickup, $865; Dodge 
%-ton pickup, $760. "54 Chevrolet \%-ton 
pickup, $605. '53 Chevrolet %-ton pick- 
up, $555, $505, 2 at $435; Dodge \%-ton 
pickup, $525. ‘52 Ford %-ton pickup, 
$655. ‘51 Dodge 1%-ton pickup, $510; 
Chevrolet %-ton pickup, $345, '50 Stude- 
baker %-ton pickup, $210. 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Mon- 


day. Prices are for sale of May 27.) 
BUICK—’57 RM Riviera, $3,350" (ps). 


"56 
Special station wagon, (ps); 
Riviera, $1,930*; 4-dr., $1,525*; Century 
Riviera, $1,980*° (ps), $1,925°. '55 Cen- 
tury Riviera, $1,555*. °54 Special Riviera, 
$1,150*. °53 RM Riviera, $965* (ps); 
Super 4-dr., $750* (ps). '51 Super 4-dr., 


—57 (62) coupe de Ville, $4,- 
935* (ps). '55 (60) 4-dr., $2,750* (ps); 
(62) 4-dr., $2,650* (ps). '54 (62) 4-dr., 
$1,980* (ps). '50 (62) coupe de Ville, 
$800*. 


$2,470° 


CHEVROLET — ‘57 Two-ten (8) station 


wagon, $2,455*; Bel Air (8) Hardtop, 
$2,405* (ps), $2,250°. '56 Two-ten (8) 
station wagon, §2,015*, $1,975*; 4-dr., 
$1,450*; Two-ten (6) 4-dr., $1,300; Bel 
Air (8) 2-dr., $1,585; One-fifty (6) 2- 
dr., $1,265. '55 Bel Air (8) 2-dr., $1,- 








dr., 
DeSOTO—’52 Custom 4-dr., 
DODGE — 


OLDSMOBILE—'56 (88) 


PLYMOUTH—'57 Belvedere (8) 4-dr 


STUDEBAKER —'53 Champion 4-dr., 


460°, $1,270; 4-dr., $1,275*; Two-ten (8) 
4-dr., $1,150; Two-ten (6) "2-ar., $1,090, 
"54 Two-ten 4-dr., $845, $715, $990. 53 
Bel Air Hardtop, $1,000*, $830; ‘0-ten 
2-dr., $660, ‘52 SL Deluxe 4-dr. $565*, 
$525*; Bel Air, $550*, $525, $515*: SL 
Special 4-dr., $445, 61 sL Deluxe Bel 
Air, $400*; 4- dr., $345; SL Special 4-r., 
$200. '50 SL Deluxe club coupe, $295; 
2-dr., $275*. '49 2-dr., $170. 


CHRYSLER—'52 Windsor Hardtop, $655, 


’50 Windsor 4-dr., 
$150*. 


$270*. °49 Windsor 4. 


$380*. 51 Cus. 
tom 4-dr., $355*. 

"56 Coronet (8) 2-dr., $1,625*, 
"55 Coronet (6) 2-dr., $830, ‘54 Royal 
(8) 2-dr., $980* (ps). ’51 Coronet 4-dr., 
$280; Meadowbrook 4-dr., $245. °50 Way. 
farer 2-dr., $250. 


F O R D—'56 Country sedan, $2,000*, $1,-. 


880* ; 
$1,655* 


Fairlane (8) 2-dr., $1,750* (ps), 

(ps); 4-dr., $1,620*, $1,600*, 
$1,560*; Ranch Wagon, $1, 585; Custom 
(8) 4-dr., $1,445, $1,405. '55 Country 
Squire, $1,695°*; Fairlane (8) 4-dr., $1,- 
405*, . $1,365*; 2-dr., $1,390*, $1,200, 
$1,175; Custom (8) 4-dr., $1,185*, $1,- 
115*, $1,100; 2-dr., $1,095, $1,075; Main 
(6) 2-dr., $900. "54 Country sedan, §$1,- 
210; Ranch Wagon, $1,170, $1,065; Cus- 


tom (8) 4-dr., $900*, $760*, $625*; Main 
(8) 4-dr., $550. "53 Country sedan §$1,- 
100*; Crest (8) Victoria, $890*, $s85-: 
conv., $825*; Custom (8) 2-dr., $600; 
Custom (6) 4-dr., $500. ‘52 Custom (8) 
club coupe, $455; 4-dr., $435. 51 Custom 
(8) 4-dr., $400, $360*; 2-dr., $360*: De- 
luxe (6) 2-dr., $110. °50 Deluxe (6) 
coupe, $260; Deluxe (8) 2-dr., $215, 
$175; Custom (8) 2-dr., $210. °49 2-dr., 
$215, $110. 

HUDSON—'53 Super Jet 4-dr., $480*. 

LINCOLN—’'53 Capri conv., $1,025* (ps). 
"52 Capri conv., $670*. 

MERCURY—'56 Monterey 4-dr., $1,825* 


(ps), $1,785*; Custom Hardtop, $1,810*; 
2-dr., $1,700*; Montclair Hardtop, $1,- 
740°. ‘55 Custom station wagon, $1,650*: 
4-dr., $1,320°. ‘53 Monterey Hardtop, 
$905*. ‘51 club coupe, $395*. ‘50 2-dr., 
$170. 

NASH—'55 Metropolitan Hardtop, $780. ‘53 


Rambler Hardtop, $765. '51 Rambler sta- 
tion wagon, $395; Statesman 4-dr., $225*, 
$100. 
Super conv., $2,- 
200°; Holiday, $2,140* (ps); Deluxe 2- 
r., $1,930° (ps). "556 (98) 2-dr.. $1,925* 
(ps); Holiday, $1,920° (ps). 54 (98) 
Holiday, $1,650° (ps), $1,635*° (ps); (88) 
Holiday, $1,315*. "53 (98) conv., $970*; 
(88) 4-dr., $715°. ‘52 (88) Super conv., 
$580°; Deluxe 4-dr., $420°; (98) 4-dr., 
$550°. ‘Sl (S88) 2-dr., $210°. "50 (88) 
2-dr., $350°. 

$2,- 


085. ‘56 Savoy (8) 4-dr., $1, 410°. ‘55 
Plaza (8) station wagon, ” $1,345; 4-dr., 
$930; Plaza (6) 2-dr., $850; Savoy (6) 
2-dr., $995°. "53 Cambridge Suburban, 
$845, $720; 4-dr., $470. ‘52 station wag- 
on, $630. '50 club coupe, $180. 


PONTIAC—'S6 Chieftain Catalina, $1,795*. 


"55 Star Chief 4-dr., 
$1,480°; station wagon, $1,560°; Chief- 
tain Catalina, $1,485°. ‘53 Chieftain (8) 
Catalina, $695° (ps); 4-dr., $625. "51 (8) 
2-dr.. $290°. "50 (8) 4-dr.. $200°. 
$580. 


$1,580° (ps); 2-dr., 


"50 Commander coupe, $215. 


MISCELLANEOUS—'57 Volkswagen Hard- 


top, $2,500. "56 Chevrolet %-ton panel, 
$1,105. "53 GMC %-ton pickup, $525. ‘52 
GMC %-ton pickup, $550. "50 Chevrolet 
%-ton pickup, $220. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 


Tuesday. Prices are for sale of May 28.) 


(Market fair. Sold 49 out of 92.) 


BUICK—'S4 Super Riviera, $860*. "51 Spe- 
cial 2-dr., $310°, $167. 
CADILLAC—'S0 (62) 4-dr., $450°. 


CHEVROLET.—'56 Two-ten (8) 4-dr., $1,- 
105; 2-dr.. $1,095. "55 Two-ten (6) 2-dr., 
$885. ‘54 Bel Air 2-dr., $580; Two-ten 
Delray coupe, $830, $712. "53 Bel Air 2- 
dr., $625. ‘52 SL Deluxe 4-dr., $300. "51 
SL Deluxe 2-dr.. $400, $350, $135. ‘50 
SL Deluxe 4-dr., $350, $160. 

DODGE—'S4 Coronet 4-dr., $650; Royal 
4-dr., $655. ‘49 2-dr., $185. 

FORD—'56 Custom (8) 2-dr., $1,270, $1,- 
037, $1,015. "55 Custom (6) 2-dr., $475, 
$437; Fairlane (8) 2-dr.. $1,000. "Ss 
Crest (8) Victoria, $732; Custom (6) 
2-dr., $590, $430. ‘53 Custom (8) 4-dr., 
$600. "51 Custom (8) 2-dr., $275, $245. 
"49 2-dr.. $125, $115. 

MERCURY—'S4 Custom 4-dr., $700. ‘53 
Custom 2-dr., $630. ‘50 4-dr., $450. 

OLDSMOBILE—'55 (88) 2-dr.. $1,127. 


MISCELLANEOUS—'53 Ford %-ton pick- 


up, $412. ‘51 Chevrolet %-ton pickup, 
$315; Ford ‘%-ton pickup, $250. ‘49 
Chevrolet 1%-ton dump, $260. *48 Ford 
%-ton pickup, $200, $172. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 


Monday. Prices are for sale of May 27.) 


(Teday’s auction showed a price spurt 
from the beginning. Buyers from far and 
mear were bidding for cars of their selec- 
tion. Export buyers carried away around 
20 cars and trucks. Any clean cer re- 


(Continued on Page 51, Col, 1) 





Mercury Sales Spice— 


George |. Boggs, left, Mercury western 


regional sales manager, and R. E. Hender- 
son, Los Angeles district manager, check 
a dealer poster announcing a 24 percent 
gain in Mercury registrations in the Los 
Angeles district during March. 
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gardiess of year sold strong, Sold 167 


ears out of 213 offerings.) 


BUICK—’57 Special Riviera, $2,600* (ps). 
'56 Special Riviera, $1,950*, $1,600*; 2- 
dr., $1,675*. °55 Special Riviera, $1,490* 
(ps); 4-dr., $1,220*; 2-dr., $1,110; Cen- 
tury 2-dr., $1,520* (ps). °53 Special Rivi- 
era, $710*. 

CADILLAC — '56 Eldorado sedan, $3,805* 
(ps); (62) conv., $3,740* (ps); coupe de 
Ville, $3,585* (ps); 4-dr., $3,310* (ps). 
55 (62) 4-dr., $2,.410* (ps). °54 (62) 
coupe, $2,410* (ps); 4-dr., $2,400* (ps). 
‘51 (62) 4-dr. $620*, $520°. 

CHEVROLET—’57 Bel Air (6) Sport coupe, 
$2,190. °56 Bel Air (6) station wagon, 
$2,000*; Two-ten (6) Delray coupe, $1,- 
340; 4-dr., $1,215; 2-dr.. $1,215; One- 
fifty (6) 3-ar., $1,090. °55 Two-ten (6) 
4-dr., $1,050*, $930; 2-dr., $910. '54 Bel 
Air Sport coupe, $1,055*; Two-ten Delray 


coupe, $625. °53 Bel Air station wagon, 
$850°; 4-dr., $730°, $700*; conv., $750; 
2-dr., $640; Two-ten 2-dr., $710, $550*, 
$545, $400; 4-dr., $640, $600°, $470°*; 
One-fifty 2-dr., $460, $440. ‘52 4-dr., 
$490*, $385°; 2-dr., $320*, $280; conv., 
$430°*. "51 2-dr., $300, $140. "50 4-dr., 
$180. 

CHRYSLER—’'53 NY 4-dr., $490*. 

DeSOTO—’'S4 Firedome 4-dr., $920* (ps). 
‘53 Firedome 4-dr., $550° (ps). "52 Cus- 
tom 4-dr., $175°. 

DODGE "53 Meadowbrook 4-dr., $420; 


Coronet 2-dr., $490. ‘52 Coronet 4-dr., 
$330; conv., $300*. 

FORD—'57 Country sedan, $2,450* 
Custom (8) 300 Victoria, $2,285*; 
tom (6) 300 2-dr., $1,730*. "56 Thunder- 
bird, $2,600* (ps); Country Squire, $2,- 
100° (ps), $1,575; Country sedan, $1,800*° 
(ps), $1,400; Fairlane (8) Victoria, $1,- 
650°; conv., $1,450; Custom (8) 2-dr., 
$1,260, $1,250; Ranch Wagon, $1,410. ‘55 
Country Squire, $1,540*; Country sedan, 
$1,375; Fairlane (8) Victoria, $1,350°; 
Custom (8) 4-dr., $1,050, $1,030*°; 2-dr., 
$910. "54 Ranch Wagon, $930, $910, $850; 
Crest (8) Victoria, $900°, $810; Custom 
(8) 4-dr., $900, $870, $860*. ‘53 Custom 
(8) 2-dr., $735*, 525°: conv., $675; 4-dr., 


(ps); 


$630, $560°, $510°, $500°. "52 Custom (8) | 


2-dr.. $500, $400; 4-dr.. $310; Custom 
(6) 4-dr., $360°; Main (8) 2-dr., $450; 
Ranch Wagon, $420. 

HUDSON—'S4 Super Wasp, $510. ‘52 Hor-| 


net 2-dr., $285°. 

MERCURY — °'56 Monterey station wagon, 
$1,510. "55 Montclair conv., $1,500° (ps); 
Monterey coupe, $1,300°; Sport coupe, 
$1,300°. "54 Monterey 4-dr., $830° (ps), 
$800. °53 Montclair Sport coupe, $670° 
"50 station wagon, $240. 

NASH — °56 Rambler 4-dr., $1,511°. "55 
Ambassador 4-dr., $960°, $850; States- 
man 4-dr., $775. ‘53 Statesman 4-dr., 
$420: 2-dr.. $330. "52 Ambassador coupe, 
$220. ‘51 Rambler conv., 
man 4-dr., $160 


Cus- | 


$250; States- | 





| 
| 
| 





OLDSMOBILE—'55 (98) Holiday, $1,760° 
(ps); 4-dr., $1,570° (ps); (88) conv., 
$1,.700°. ‘54 (98) conv., $1,500° (ps); | 
4-dr., $1,150° (ps); (88) Super 4-dr., 
$1,060°. "52 (88) Holiday, $460°; 4-dr., 
$505*. °51 (88) 4-dr., $230°. 

PLYMOUTH—'57 Plaza (8) 4-dr., $2,050°; 
Plaza (6) 2-dr., $1,685. "56 Plaza (6) 
4-dr., $780 (taxi). "S4 Belvedere conv., 


$825*; Savoy 4-dr., $600°. 53 Cranbrook 


i 
| 


station wagon, $660°; 4-dr., $500, $475; 
Cambridge station wagon, $590; 4-dr., 
$230 (fleet). ‘52 Cambridge 4-dr., $440. | 

PONTIAC—'55 Chieftain Catalina, $1,450° 
(ps). $1,385*, $910°. "53 Chieftain (5) 
2-dr.. $800° (ps); 4-dr., $730° (ps), 
$500, "52 Chieftain (8) 4-dr., $280*, $235. | 
"51 (8) station wagon, $295°; 4-dr.,| 
$300° 

STUDEBAKER—’'55 Champion 2-dr., $640 


WILLYS—’'52 station wagon, $550. 

MISCELLANEOUS—'56 Volkswagen 2 dr., 
$1,430, 4 at $1,425, $1,410; Chevrolet %- 
ton pickup, $950, "55 English Ford Consul 
conv., $800. "54 Chevrolet %-ton panel, 
$350. °53 Ford %-ton panel $330 41 
International 1-ton welder, $625 


SEATTLE 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of May 29.) 
(Sold 108 of 198 consignments.) 
BUICK 'S5 Super Sport coupe, $1,700° 
(ps), $1,695° (ps). "54 Super Sport coupe, 
$1.280* (ps). ‘53 Special Sport coupe, 


$680°; Super Sport coupe, $620°, $615°. | 


"52 Super Sport coupe, $495°. "51 RM 
Sport coupe, $360°; Super 4-dr., 
"50 RM 4-dr., $260°. 

CADILLAC—'57 (62) coupe, $4,600° 
"48 (61) 4-dr., $260°. 


CHEVROLET— 57 Bel Air (8) Sport coupe, | 


$2.475*. "56 Two-ten (8) station wagon, 
$2,000* (ps), $1,870; Bel Air (8) 4-dr., 
$1,670*, $1,620°. "55 Bel Air (8) Sport 


coupe, $1,570°; Two-ten (8) 4-dr., $1,185. 
"54 Two-ten Delray coupe, $925°. ‘53 
Two-ten 2-dr., $680, $625°. ‘52 SL De- 
luxe Bel Air, $625°; 4-dr., $535°, $425 
2-dr., $420°. S51 SL Deluxe conv., $500 
4-dr., $355°. 

CHRYSLER—'52 Windsor 4-dr., $485°. 

DeSOTO—'57 Firesweep 4-dr., $2,335* (ps). 
'SS Firedome 4-dr., $1,290°. ‘52 Custom 
4-dr., $220°. ‘51 Sport coupe, $270. 

DODGE—'S4 Royal (8) 4-dr., $840°. ‘53 
Coronet (8) 4-dr., $450. °51 Coronet 4- 


dr., $320. 

FORD—'57 Fairlane (8) 500 4-dr., $2,295° 
(ps). "56 Ranch Wagon, $1,695, 2 at $1,- 
570, $1,430; Victoria, $1,650°; Fairlane 
(8) 2-dr., $1,610*, $1,570; Custom (8) 
4-dr., $1,375; 2-dr., $1,275; Custom (6) 
4-dr., $1,255. '55 Fairlane (8) conv., $1,- 
365*; Ranch Wagon, $1,360°; Custom 
(8) 4-dr., $1,120, $1,035. 
on, $895; Custom (6) 2-dr., 
Crest (8) Victoria, $775*, $755°; 
(8) 4-dr., $635, . "5&2 Custom (8) 
2-dr., $295. '51 Deluxe (8) 4-dr., $365°, 
$320. '49 2-dr., $150*, $125*. 

HUDSON —'56 Wasp 4-dr., $1,350°. "4 
Hornet 4-dr., $810*. 

LINCOLN—’'54 Cosmopolitan 4-dr., $950*° 
(ps). 

MERCURY — ‘53 Monterey Sport coupe, 
$735. ‘51 4-dr., $340°, $335. 

NASH—’'55 Rambler Cross Country, §$1,- 
400°. "52 Ambassador 4-dr., $285. 

OLDSMOBILE—'54 (88) Super Sport coupe, 
$1,350° (ps). ‘53 (98) 4-dr., $755. ‘52 
(98) 4-dr., $680° (ps); (88) 4-dr., $425°. 
"51 (88) 4-dr., $400°. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,250°; 

2-dr., $1,155, $1,010. '55 Savoy (8) 4-dr., 
035. °52 Cambridge Suburban, : 


$320°. 


(ps). | 





4-dr., $255. '50 Concord sedan, $210, ‘49 
4-dr., $155. 

PONTIAC — ’'55 Chieftain station wagon, 
$1,180. ‘53 Chieftain (8) Catalina, $870*; 


4-dr., $695°. °52 conv., $505*; Catalina, 
$420*. ‘49 Sport coupe, $160*; 2-dr., 
$155. 


STU DEBAKER—’52 Champion 2-dr., $270. 

MISCELLANEOUS—’55 Volkswagen 2-dr., 
$1,395; Ford %-ton pickup, $725. °’51 
Chevrolet 2-ton truck, $745; Carryall, 
$125; Dodge %-ton pickup, $395. 


WAREHOUSE POINT, CONN. 


(Southerh Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of May 29.) 
(Sold 172 cars out of 214 offerings.) 
BUICK—’56 Century conv., $1,980* (ps). 
*55 Special Riviera, $1,380*, $1,335°, °54 


Century Riviera, $1,095*; RM Riviera, 
$1,000* (ps). °53 Special conv., $600*. 
"52 Super Riviera, $550°, $370*, $365°. 


"51 Special 4-dr., $190*. 

CADILLAC—’56 (62) conv., $3,765* (ps); 
coupe, $3,370* (ps). 55 (62) conv., $2,- 
875° (ps); 4-dr., $2.425° (ps); (60) 
4-dr., $2,600* (ps). "53 (62) coupe, $1,- 
290°, $1,210° (ps). ‘52 (62) coupe de 
Ville, $1,150* (ps). °51 (62) 4-dr., $650°. 
"50 (62) conv., $525°. ‘49 (62) 4-dr., 
$200*. °47 (62) 2-dr., $220* $130°, 

CHEVROLET—'56 Two-ten (8) 4-dr., $1,- 
325, $1,300, 2 at $1,250, $1,225, $1,210, 
$1.200; One-fifty (6) 2-dr., $1,110. °55 
Nomad station wagon, $1,700* (ps): Bel 


Air 4-dr., $1,120, $1,085, $1,075, $1,070; 
Two-ten (8) station wagon, $1,340, $1,- 
215; 4-dr., $1,020, $950, $900. '54 Two- 
ten station wagon, $880*; 2-dr., $825* 

(ps), $640; One-fifty 2-dr., $625. °53 

Two-ten station wagon, $700°, $695*, 

$560, $475. °52 SL Deluxe 
2-dr., $560°, $330*, $310*. '51 SL Deluxe 
Hardtop, $410, $360, $310, $265°, $250. 
"50 SL Deluxe 2-dr., $235, $225, $195, 
$165. 

CHRYSLER—’53 NY Hardtop, $575* (ps). 

DeSOTO—’'52 Firedome 4-dr., $325*, °49 
4-dr.. $160. 

DOPGE—’55 Royal Hardtop, $1,450*, $1,- 
420°. °53 Meadowbrook 4-dr., $450*, 
$325*; Coronet 4-dr., $445, $360°. °52 
Coronet 4-dr., $295*. °51 Coronet 4-dr., 
$200, $140. '49 Coronet 4-dr., $120*. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
200°, $2,125; Custom (8) 2-dr., $1,700. 
‘56 Fairlane (8) conv., $1,655*, $1,625*, 
$1,400*, $1,235, $1,160°; fleet, $775. '55 
Country sedan, $1,435* (ps), $1,425*° 
(ps); Fairlane (8) 2-dr., $1,280, $1,260° 
(ps), $1,180*; Ranch Wagon $1,050, 
$1,000, $980* $950, $925, $865*; Main 
(6) 2-dr., $660, (fleet). °54 Custom (8) 
conv., $910* (ps), $900*, $800*; 4-dr., 
$730, $585, $565. "53 Main (8) 2-dr., 
$790, $660; Custom (8) 2-dr., $565, $510, 
$495, $375, $270*. ‘52 Ranch Wagon, 
$480*, $390, $380, $340, $320. '51 station 
wagon, $400, $275, $255. "50 4-dr.. $150. 

LINCOLN—’56 Cosmopolitan 4-dr., $105. 

MERCURY—’55 Monterey station wagon, 
$1,625*, $1,430°. '54 Custom 2-dr., 2 at 


$750*. °53 Custom 4-dr., $605. °52 Cus- 
tom 2-dr., $490. ‘51 4-dr., $200, °49 4- 
dr., $150. 


NASH—’54 Statesman Hardtop, $840*. '53 
Rambler Hardtop, $265. ‘52 Ambassador 
4-dr., $200. 

OLDSMOBILE—’54 (88) Hardtop, $1,425* 
(ps); (98) Hardtop, $1,200*° (ps). ‘53 

(Continued on Page 52, Col. 1) 
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Time Out for Scouting— 


Flint Boy Scouts take over Buick's final assembly line in Flint while visiting the 
plant to inspect the 48 white 1957 Buicks they will take to the National Scout 
Jamboree in Valley Forge July 12-18. Buick is providing the new cars to carry 160 
Flint-area Scouts on the 1,700-mile, two-week expedition. The Tall Pine Council in 
Flint reports that it wiii have the largest contingent of Scouts—percentage wise— 
of any council in Michigan, and the lowest cost per boy. 


A COMPLETELY NEW IDEA IN SAFETY BELTS 











Out of Sight When Not in Use 
- Easier to Adjust - 
Apply and Release 


Here at last is a common-sense answer to an urgent 
need. 


Here is an engineered safety belt, designed in every 
detail to provide maximum security and at the same 
time overcome the customers’ objections which have 
up to now retarded the use of safety belts. 


First and foremost, the RETRACTO is a retractable 
safety belt. When the buckle is released, the tapes 
are drawn by spring tension to the reels in the anchor- 
age units—smoothly and automatically. No dangling 
belts to mar the neatness of the car interior, and no 
danger of the belt's getting caught in the car doors, 
with damage to the webbing and buckle. 


In applying the belt, the passenger merely grasps the 
exposed buckles, draws the belt to position and snap- 
locks the buckle. No tangled webbing, no confusion 
and no delays! Instantly adjustable to large and small 
persons. 


The spring tension simplifies and speeds release of the 
belt when required—vitally important in certain types 
of accident. It also assures the perfect hold—elastic 
and comfortable, yet firm and sure. 


From every standpoint, the RETRACTO stands alone in 
the field of safety belts. No other belt offers such 
advanced design, so many features, or such a rich 
field of sales opportunity. Write today for bulletin 
and prices. 


FRANCHISES AVAILABLE. In applyiag, 
please give details of territory covered. 


RETRACTO 


9046 S. Ashland Ave. 


AUTO SAFETY BELT 
CORPORATION 


Chicago 20, ili. 
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(88) 4-dr., $605, $545. '51 (88) Super per 2-dr., $1,580°; Special 4-dr., $1,405°*. 

4-dr., $320*. '50 (98) Hardtop, $185*. ‘53 Special 4-dr., $600, ’51 Special 4-dr., 
PACKARD—’52 (200) 4-dr., $155°. $330; 2-dr., $375*. ‘50 Special 4-dr., 
PLYMOUTH—’'56 Belvedere (8) conv., $1,- $290. 

600*; Savoy (6) 4-dr., $1,165*. '55 Bel-| CADILLAC—’55 (62) 4-dr., $2,705° (ps). 

vedere (8) 4-dr., $1,110, $935; Savoy (6) "52 (62) 4-dr., $1,025*; coupe de Ville, 

4-dr., $855; Plaza (6) 2-dr., $640. ‘54 $1,060*. ‘51 Fieetline 4-dr., "50 

Savoy Suburban, $745. °53 Cranbrook (62) 4-dr., —". ‘47 4-dr., "$175, 





conv., $550°, $475, $400. ‘51 station CHEVROLE1 $1,- 
wagon, $350. '49 2-dr., $100. 855, '56 Two-ten (8) 4-dr., $1,108, °55 
PONTIAC—’55 Chieftain Catalina, $1,140*; Bel Air (8) 2-dr., $1,410*, $1, 055; Two- 
2-dr., $1,060. °54 Chieftain (8) 4-dr., ten (8) 4-dr., $805. '54 Two-ten ‘station 
$745°, $660°. ‘53 Chieftain (8) 4-dr., wagon, $930; 4-dr., $670; 2-dr., $705; 
$490, '50 (8) 2-dr. $165*, $120. Bel Air 2-dr., $890; 4-dr., $865°%. °53 
STUDEBAKER — ‘°53 Champion coupe, Two-ten station wagon, $755; Bel Air 
90° 2-dr., $715, $630*, $560*, $545°, '52 SL 


MISCELLANEOUS—'56 Volkswagen Micro| ejuxe 4-dr.. $345; 2-dr., $315. ’51 SL 
Bus, $1,700, $1,500; 2-dr., $1,415, '53| Deluxe Bel Air $330°; dcdr, $340°. °50 
Hiliman 4-dr., $315. "52 Hillman station 2-dr., $300, $170; 4-dr., $215. 
wagon, $200; International %-ton pick-| CHRYSLER — °51 Imperial 4-dr., $125* 


up, $385. 


(ps). 
DODGE—’'56 Coronet 4-dr., $1,145, °52 4- 


DANVILLE, VA. dr., $270. 


FORD—’57 Fairlane (8) Victoria, $2,305*. 


(Danville Auto Auction. Sale every Wed- ’56 Fairlane (8) Victoria, $1,665*, 55 
nesday. Prices are for sale of May 29.) Fairlane (8) Victoria, $1,435*; 4-dr., 
(Very excellent sale, Continued short- $1,090* (ps); Custom (8) 4-dr., $1,325, 
age of nice, clean units, Sold 124 out of $895; 2-dr., $955°*, $930. 53 Crest (8) 
181 offerings.) Victoria, $540*; conv., $545, $485; Cus- 
BUICK—’57 Special 4-dr., $2,380°. '55 Su- tom (8) 2-dr., $610, $605, $555, $365, 








ADVERTISEMENT 





COVERS 2 CARS EASILY— 


The 
Cor 


McFarland “GREAT” UMBRELLA (21° spread) was designed especially for Used 
Lots and is now used by progressive dealers everywhere. In addition to providing 


shade and comfort the size and color of this “GREAT” UMBRELLA attracts attention 


and 


customers to your lot. Get full information on how the “GREAT” UMBRELLA will 


help your business. Write, wire or call McFarland “GREAT” UMBRELLA Co.—Division 
of McFARLAND Awning Corp. 742 S. W. 8th St., Miami, Fia.—PH.—FR 4-8153. 













Radiator Repairman Soldering Radiator | 


REPAIRING RADIATORS! 


“My INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 
in one year”— McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 
Jack Fagan, Delevan, Wisc. 


20 to 30 Million Radiators Need Servicing Yearly! Tests prove 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 


Inland, world’s largest radiator equipment manufacturer, 
offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 


INLAND MFG. CO., Dept. 
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$280; club coupe, $480, °52 station wag- 
on, $535; Custom (8) 2-dr., 2 at $430; 
4-dr., $445, $345. '51 (8) Victoria, $405*; 
2-dr., $325; conv., $380; Custom (8) 2- 
dr., $255. °50 Custom (8) 2-dr., $330, 
$250, $150, $120; conv., $175. '49 2-dr., 
$295, $110; 4-dr., $160. °30 Model A 
2-dr., $480. 

LINCOLN—’ 50 4-dr., $135°. 

MERCURY — ’'53 Monterey 2-dr., $595; 
conv., $505. '52 2-dr., $470*, $455, $315°*; 
coupe, $505*. '51 2-dr., $285. 

NASH—’'53 4-dr., $240. '52 2-dr., $180. 

OLDSMOBILE—’'55 (88) 4-dr., $1,600°, ’52 
(98) 4-dr., $110*, '51 (88) 2-dr., $470*, 
$380; 4-dr., $355° (ps), $235° (ps). '50 
(98) 4-dr., $255°*; (88) 2-dr., $105*. 

PLYMOUTH — '54 4-dr., $455. °50 2-dr., 
$115. 

PONTIAC—’53 2-dr., $675*. '51 4-dr., $205. 
"50 2-dr., $110*. 39 4-dr., $230. 

STUDEBAKER—’' 54 station wagon, $565. 
"51 Commander 2-dr., $130°. '50 Cham- 
pion 4-dr., $165*. 

WILLYS — ‘54 Jeep, $750. °46 Jeepster, 
$310. '42 Jeepster, $175. 

MISCELLANEOUS—’53 Ford %-ton pick- 
up, $405; Chevrolet %-ton pickup, $515. 
"51 Ford %-ton pickup, $445. °50 Ford 
%-ton pickup, $440. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 


every Thursday. Prices are for sale of 


May 29.) 
(Sold 144 out of 272.) 


BUICK—’56 Super Riviera, $2,030* (ps); 
Special conv., $1,975* (ps). °55 Special 
conv., $1,400* (ps), $1,225*. °54 Super 
Riviera, $1,180° (ps), $1,140*; conv., 
$975*; RM conv., $1,115* (ps); 4-dr., 
$870* (ps); Special 4-dr., $810*. °53 Su- 
per Riviera, $715*, $635°, $625°, $600*, 
$590°; 4-dr.. $690° (ps). '52 Special 4- 
T., $420°. '51 Super Riviera, $280°. 


CADILLAC—'57 (62) coupe, $4,375* (ps), 


$4,200° (ps). °56 (62) sedan de Ville, 
$3,650° (ps); coupe de Ville, $3,600° 
(ps); coupe, $3,275* (ps); 4-dr., $3,150* 
(ps). "55 (60) 4-dr., $2,650° (ps); (62) 
4-dr., $2,350° (ps), $2,340° (ps); coupe, 
$2.360* (ps). ‘54 (60) sedan, $1,850* 
(ps). °53 (62) conv., $1,475° (ps). °'52 
(60) sedan, $695*. '50 (60) sedan, $255°. 


CHEVROLET—'57 Bel Air (8) conv., $2,- 


225*; Bel Air (6) Sport coupe. $2,000°. 
"56 Bel Air (8) conv., $1,860° (ps); 4- 
dr., $1,600° (ps), $1,575*; Bel Air (6) 
4-dr., $1,525*; Two-ten (8) 2-dr., $1,375*, 
$1,075; Two-ten (6) 4-dr. $1, 190, $1,150, 
$1,140. °55 Bel Air (8) Sport coupe, $1,- 
280, $1,250°, $1,220°; 4-dr., $1,065°, 
$1,050*; Two-ten (6) 2-dr. $960; One- 
fifty (8) 4-dr.. $855. '53 Bel Air 4-dr., 
$730*, $410; Two-ten 4-dr., $365; 2-dr., 
$255*. '52 SL Deluxe 4-dr., 


$350, $330. 
CHRYSLER—’53 NY 4-dr., $525°; Wind- 


sor 4-dr., $280°. 

DeSOTO—’55 Firedome Sportsman, $1,330* 
(ps). °52 Firedome 4-dr., $350° (ps). 
DODGE—'56 Sierra station wagon, $1,900°. 
"55 Royal (8) Lancer, $1,205*. 53 Mead- 

owbrook 2-dr., $335. 

FORD—’57 Fairlane (6) 2-dr. $1,570. '56 
Fairlane (8) Victoria, $1, 605° (ps), $1,- 
530° (ps); Country sedan, $1,360. °55 
Fairlane (8) conv., $1,490* (ps), $1,400°; 
Victoria, $1,400* (ps), $1,330° (ps), $1,- 
130*; Custom (8) 4-dr., $695. '54 Coun- 
try sedan, $900; Custom (8) 4-dr., $580°. 
"53 Custom (8) 4-dr.. $550, $540. 

LINCOLN —'57 Premiere coupe, $3,730*° 
(ps). "56 Premiere coupe, $2,650° (ps). 
"54 Capri coupe, $1,200° (ps), $1,125* 
(ps). 

MERCURY—'56 Montclair conv.. $1,800* 
(ps); Custom 4-dr., $1,165°. "55 Monte- 
rey coupe, $1,335*°, ‘53 Monterey coupe, 
$870*; Custom 2-dr., $605. ‘52 conv., 
$610. 

NASH—'53 Rambler station wagon, $310, 
$300; Ambassador Country Club, $660*; 
Statesman 4-dr., $395. "52 Rambler sta- 
tion wagon, $280, $200. 

OLDSMOBILE—'57 (88) Super Holiday, 
$2,825° (ps). "56 (98) conv., $2,165°; 
(88) Super Holiday, $1,890* (ps). °55 
(98) Holiday, $1,740° (ps), $1,450° (ps); 
4-dr., $1,425° (ps). ‘54 (98) Holiday, 
$1,295° (ps); (88) Super Holiday, $955*° 
(ps). "53 (88) 4-dr., $520; 2-dr., $485°; 
Holiday, $430°. ‘52 (98) 4-dr.. $205°. 
"51 (88) 4-dr., $275°. 

PACKARD—'54 Clipper 4-dr., $570*. 

PLYMOUTH—'57 Belvedere (8) Hardtop, 
$2,200° (ps). "56 Fury sedan, $1,970* 
(ps). "55 Belvedere (8) 4-dr., $1,040*; 
conv., $975°; Plaza (6) 4-dr., $735; 
Savoy (8) 4-dr.. $650. 

PONTIAC—’56 Chieftain Catalina, $1,350*. 
"55 Star Chief Catalina, $1,315°. ‘53 
conv., $455° (ps). '52 Catalina, $300°. 


STUDEBAKER — ‘53 Commander coupe, 
$475°*. 
MISCELLANEOUS—’'S4 Chevrolet 1%-ton 
stake, $805. 
CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of May 28.) 
(Sold 238 cars out of 377.) 


BUICK—’'57 RM conv., $3,100* (ps); Spe- 


cial Riviera, $2,590*. °'53 Century Rivi- 
era, $1,850*°; Special Riviera, $1,385, °55 
Super Riviera, $1,575*, $1,250°; RM 
Riviera, $1,540* (ps), $1,510*, $1,410*, 
$1.250*, $1,250; Special Riviera, $1,440*; 
4-dr., $975. °54 Super Riviera, $1,205*, 
$1,100*; conv., $1,100*° (ps); RM Rivi- 
era, $1,100*; Special 4-dr., $985* (ps). 
"53 Super Riviera, $745*, $650°, $525; 
conv., $700*; RM Riviera; $595. 52 sgu- 
per Riviera, $330; Special Riviera, $300*; 
RM Riviera, $205°. 


CADILLAC—’'57 (62) sedan de Ville, $4,- 


655* (ps). °56 (62) sedan de Ville, $3,- 
520* (ps); coupe, $3,300* (ps). °55 (62) 
4-dr., $2,505* (ps). '54 (60) 4-dr., $2,- 
035* (ps). °53 (62) conv., $1,315*. °50 
(60) 4-dr., $675*; (61) 4-dr., $210*, ’49 
(62) 4-dr., $210*. 


CHEVROLET—’'57 Bel Air (8) 4-dr., $2,- 


200* (ps); 2-dr., $2,095* (ps). °56 Bel 
Air (8) 2-dr., $1,685; 4-dr., $1,485*; 
Bel Air (6) 4-dr., $1,450; Two-ten (8) 
2-dr., $1,310; Two-ten (6) 2-dr., $1,310, 
$1,305*, $1,250, $1,225*; 4-dr., $1,250°, 
$1,225; One-fifty (6) 2-dr., $1, 195°. °55 
Nomad station wagon, $1,525°; Bel Air 
(6) 2-dr., $1,375* (ps), $1,210°, $1,200*, 
$1,125*; 4-dr., $870; Bel Air (8) 4-dr., 
$1,250*; Two-ten (6) Delray coupe, $1,- 
230*; 4-dr., $1,105, $975*; 2-dr., 
$775", $770, $765; One-fifty (6) 2-dr., 
$825, $770; station wagon, $800*. ‘54 
Two-ten 4-dr., $825*; 2-dr., $725; Bel 
Air 2-dr., $750. ’53 Bel Air 4-dr., $700° 
(ps), $625, $565*, $460*; Two-ten 4-dr., 
$545*, $530, $505, $420. 52 SL Deluxe 
4-dr., $375*, $320°. 

CHRYSLER—’57 Saratoga Hardtop, §$2,- 
795* (ps). °54 Windsor 4-dr., $765*. ’53 
Imperial 4-dr., $595* (ps); NY 2-dr., 
$500* (ps). °52 Windsor 4-dr., $310*, 


DeSOTO — ’57 Firedome (8) Sportsman, 





—_ 


$2,635* (ps). °56 Firedome (8) 2-dr., 4-dr., $350*; Holiday coupe, $275. ‘51 
$1,850* (ps). °55 Firedome (8) 2-dr., (88) 4-dr., $250*. 
$1,415*. '52 Firedome (8) 4-dr., $215. a Oe eee, "Se iE” &as* $215*. ’51 4 
’ : iP. > -dr., > 

Can, $i,150° Gyan Gnee*; chemtan’ iepal PLYMOUTH — '57 Custom (8) Suburban, 
4-dr, $1,250*. °54 Royal 2-dr., $665*. $2,600*,. ‘54 Belvedere 4-dr., $745*; 2-dr., 
53 Coronet 2-dr., $570*; Meadowbrook| $500. 53 Cambridge Suburban, $675; 
4-dr., $320, $250, ’52 Coronet conv., $280,| _ 4-dr., $450. 


TAC—’ Chieftain Catalina, $1,575¢*, 
FORD—'57 Custom (6) 2-dr.,_ $1,555. '86| "ORT Sta: chief conv., $1,370": dr. SL: 


Fairlane (6) Victoria, $1,605*; Fairlane » 6 * 35*. 52 ie 

(8) Victoria, $1,530°, '$1,450° (ps);| 3°” Saascniertaln tors #5300", Sim 

Ranch Wagon, $1,335*; Custom (8) 4- 50 (8) 2-dr_ $160*, $100 y ” . 
* ‘ 9 ’ . 

dr., ($1,270%,_ $1,150°, $1,100°; Custom | ort pEBAKER—’52 Champion 4-dr., $215, 

(6) 2-dr., $975. '55 Fairlane (8) Crown ‘51 Champion 4-dr., $130*, ’49 Champion 

Victoria, $1,455*; 2-dr., $1,390*, $1,140, 4:40, $130 % c 

$1,000, $910°; Custom (8) 4-dr., $1,005; | sisoRLLANEOUS—'57 Volkswagen 2-dr., 


Custom (6) 2-dr., $870. 54 Ranch Wag- ’ 
. : » $2,010, $1,925. '55 Dodge %-ton pickup, 
on, $955*; Country sedan. $895; Custom $700. °54 Ford %-ton pickup, $505. ’53 


an ° . ¥ ° ; : 
eae ae ito 2 Sees | GMC %-ton pickup, $650. '51 GMC \- 
$490°. °53 Crest (8) Victoria, $700; 2- En Ry ap ty ‘ > 
dr., $350; Custom (8) 4-dr., $345; Main = queen $330, $230; fe tom 
(8) 4-dr., $340, 52 Ranch Wagon, $255*.| Pickup, ; 

"51 Custom (8) 4-dr., $360* 


HUDSON—’'54 Wasp 4-dr., $360*. PEABODY, MASS. 

LINCOLN — ‘’57 Premiere 4-dr., $4,045* (Peabody Auto Auction. Sale every 
(ps). Thursday. Prices are for sale of May 29.) 

MERCURY—’57 Montclair coupe, $2,700*; (We held our sale on Wednesday this 


Monterey 2-dr., $2,055*. '56 Custom 4-| week because of the holiday. This made 
dr., $1,535*. '55 Monterey 4-dr., $1,445*| the sale a little bit off. Sold 62 cars out 
(ps); 2-dr., $1,205; Montclair 2-dr., $1,-| of 93.) 
400° (ps), $1,300°, $1,000*; conv., $1,-| BUICK —’55 Super Riviera, $1,450*. '54 
225°. '53 Custom 2-dr., $725°*. Special Riviera, $1,200*; RM 4-dr., $900, 
NASH —’57 Rambler 4-dr., $1,550*, ’53 ’53 Special 2-dr., $450. °51 Special 4-dr., 
Rambler station wagon, $505*; club $400°. 
coupe, $360*. CADILLAC—’'50 (60) 4-dr., $510*. 
OLDSMOBILE—’ 57 (88) Super 4-dr., $2,-| CHEVROLET—’56 Two-ten (6) 4-dr., $1,- 
750° (ps). "56 (98) 4-dr., $2,000*; (88) 155*. °55 Delivery sedan, $500. °54 Bel 
Super 2-dr., $1,945* (ps). ’55 (88) Holi- Air Sport coupe, $890*, $875; Two-ten 
day, $1,560° (ps); 4-dr., $1,450*; Super 2-dr., $825; One-fifty 2-dr., $755*. ‘53 


4-dr., $1,435*. '54 (88) Super 2-dr., $1,- Two-ten 2-dr.. $595*°, $530; One-fifty 
190°; Deluxe 4-dr., $915*. '53 (98) 2-dr., Handyman, $300. °52 SL Deluxe Bel Air, 
$950° (ps); (88) Super 4-dr., $770* (ps), $475*; station wagon, $330*. '51 SL De- 
$725*. °52 (98) Holiday, $790* (ps); 4- luxe Bel Air, $395; 2-dr., $310; FL De- 
dr., $390° (ps), $350*, $300°. luxe 4-dr., $300*, $210. "49 FL Deluxe 

PAC KARD—’ 53 Clipper 4-dr., $395°. 2-dr., $160°*. 

PLYMOUTH—’57 Belvedere (8) 4- dr., $2,-| DeSOTO—’53 Firedome (8) 4-dr., $550. 
085* (ps). °55 Belvedere (8) 2-dr. $975; DODGE — ’53 Coronet 4-dr., $545*. °52 
4-dr., $900; Savoy (6) 4-dr., $825; Savoy Meadowbrook 2-dr., $355. °51 Coronet 
(8) 2-dr., $800. °52 Cranbrook 2-dr., 4-dr., $205. 
$330. '51 ‘Cranbrook Belvedere, $225. FORD—'56 Ranch Wagon, $1,375; Custom 

PONTIAC—’'56 Chieftain Catalina, $1,535*. (8) 4-dr., $1,230, °55 Country Squire, 
‘55 Star Chief conv., $1,375* (ps); $1,015. '54 Custom (8) 4-dr., $785*. ‘53 
Chieftain 4-dr., $1,065*. °54 Star Chief Main (6) 2-dr., $610, $400. '51 Custom 
conv., $1,250° (ps); Chieftain 2-dr., (8) 2-dr., $250. °50 Custom (8) 4-dr., 


$610*. °53 Chieftain (8) Catalina, $795*, $170; Deluxe (6) 2-dr., $105. 

$675°; 4-dr., $510*, $280°. "52 Chieftain| HUDSON—’53 Hornet 4-dr., $500. 

2-dr., $475°; 4-dr., $380*. MERCURY—’56 Monterey Sport coupe, $1,- 
STUDEBAKER — ‘57 Silver Hawk Sport 705°; 4-dr.. $1,600*. °55 Custom 4-dr., 

coupe, $1,680* (ps). °56 Commander 2- $1,210*. °52 Custom 4-dr., $485*; Mon- 

dr., $1,070. '54 Champion 4-dr., $505°*. terey 4-dr., $480° °51 Custom 4-dr., 
MISCELLANEOUS—'57 Jaguar conv., $2,-| $295, $110. 


800°. '54 Hillman Minx 2-dr., $490. OLDSMOBILE—'55 (88) Holiday, $1,525* 

(ps). "54 (98) Holiday, $1,050° (ps). 53 

(88) conv., $600*. "52 (98) 4-dr.. $425*. 

LITTLETON, COLO. PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 

(Denver Auto Auction. Sale every Fri- 030. ‘53 Plaza Suburban, $910; 4-dr., 
day. Prices are for sale of May 25.) $305. ‘53 Cambridge 4-dr., $355. 

BUICK—’'55 RM 4-dr., $1,625* (ps); Cen- | PONTIAC—'54 Chieftain (8) 4-dr.. $645*. 

tury coupe, $1,425* " (ps). "53 Special 4- ‘53 Star Chief (8) 4-dr., $405*. °51 sta- 

dr., $605° (ps); RM coupe, $485* (ps). tion wagon, $325*. "50 (8) 4-dr., $200°. 

"51 Super 4-dr., $180*. '50 Special 4-dr.,| STUDEBAKER — °54 Commander 4-dr., 

$200*, $110; RM coupe, $155°*. $430. '50 Champion 2-dr., $100. 


CADILLAC—’57 (60) 4-dr., $5,020* (ps). | MISCELLANEOUS—'54 Ford %-ton pick- 
"53 (62) 4-dr.. $1,350° (ps). ‘51 (62) up, $585. 
coupe de Ville, $1,055*. 

CHEVROLET—’56 Corlette, $2,270; Bel Air AN LE 
(8) 4-dr., $1,750°; Two-ten (8) 4-dr., LOS GE s 
$1,290; One-fifty (6) 2-dr., $965. °55 Bel (Harold Henry’s Los Angeles Auto Auc- 
Air (8) coupe, $1,400*. °54 Bel Air 2-dr.,| tion. Sales every Tuesday and Thursday. 
$830*. "53 Bel Air coupe, $595: Two-ten| Prices are for sales of May 15 and 21.) 
4-dr., $560, $280. "52 SL Deluxe 2-dr.,| BUICK—’56 Super Riviera, $1,.975* (ps); 
$410. "51 SL Deluxe 4-dr., $300, $275*. Special Riviera, $1,900* (ps). ‘55 Cen- 


"50 4-dr.. $175, '49 2-dr., $105. tu Riviera, $1,740*° ( 1,615* ( ; 
CHRYSLER—’'55 Windsor Nassau, $1,475°*. | 2-dr.. $1,000, Sees. one can ri 
54 NY 4-dr., $1,050* (ps). '53 NY 4-dr.,| 600° (ps), $1,575* (ps), $1,205* (ps); 
$675* (ps). conv., $1,535* (ps); Special Riviera, $1,- 
DeSOTO— 52 4-dr., $275*. 525°; conv., $1,250°. ‘54 Century Rivi- 
DODGE—’53 Coronet (8) 2-dr., $475*. '52 era, $1,215*. ‘53 Super 4-dr., $605* (ps). 
2-dr., $310°. "52 Special club coupe, $235. ‘51 Super 


FORD —S57 Fairlane (8) 500 4-dr., $2,550°. Riviera, $280*, $275*. °50 Super 4-dr., 
56 a (8) 4-dr., $1,575*: Custom $185°. ' ; 
(8) 2-dr., $1,200. "55 Custom (8) sedan, | caDILLAC—'S7 Eldorado Seville, $5,925* 
$1,255°; Victoria, $1,170°. "54 Custom (ps); (62) sedan de Ville, $5,200* (ps), 
(8) 4-dr., $870*. '53 Crest (8) Victoria, $5,000* (ps); coupe $4,700° (ps). "56 
$700. ‘52 Custom (8) 2-dr., $425, $195.| (62) coupe de Ville $3,855* (ps). $3.- 
"51 4-dr., $325*. ‘50 2-dr., $285, $200, 685* (ps); coupe, $3,540° (ps), $3,500° 


$175. '49 coupe, $130. ( , ° ; ° 
, e ps); conv., $3,550° (ps). "55 (62) sedan 
eS eee. on suune. $600. 52 4-| de Ville, $3,025* (ps): 4-dr., $2,675° 
LINGOLN—’S6 Capel 4-dr.’ $1,660° (ps) (ps). *54 (62) coupe, $2,415* (ps), $2,- 
a es ay PS).| 270° (ps). "53 (62) coupe de Ville, $1,- 
MOUNT Jen Montara, soupe s1.750¢,| 465° (Ds); (75)-sedan, $1,300*. "52 (62) 
F "55 Monterey station wagon, $1 680° (ps) : 4-dr., $975° (ps). 51 (62) 4-dr., este 
4-dr. $1,350*: Custom 4-dr. $1 150* 54 '50 (62) 4-dr., $600 i (61)  ~ a 
Monterey station wagon, $1, 085° (ps); an tented “an ‘ S- . - 
en 2 Ge» S150. °SS Monterey COUDS, | CEVROLET—'S? Bel Air (8) conv., $2.- 
= . « +49| 400°: Sport sedan, $2,400* (ps), $2,390°. 
— eee oe, ae. - ’56 Corvette, $2,900*; Bel Air (8) Sport 


. e 700° ; 
LDSMOBILE—'56 (88) Holiday, $1,925*.| Coupe, $1,845°, $1,840°, $1,820°, $1,700"; 
Eas) Dupes Focliday, S1.eb0e (pe), | 4-48, 2 St $1770, 3 at §1,750°, $1.1 





. ad 8) 
1,560* (ps), $1,480°. '54 (98) Holiday,| $1,720*, $1,705°, $1,700°; Two-ten ( 
Se aepe ceey’ “bd C08) Conv. meGd’ (ned, | 2ar., $1,565°, $1,540°; 4-ar., $1,485. ‘SS 
(88) 4-dr., $850° (ps), $625°. ‘52 (88) (Continued on Page 57, Col, 1) 








Parts Distribution Problems Aired— 


Rep. James Roosevelt, California Democrat, right, chairman of the House Select 
Small Business subcommittee, receives a copy of Prof. Charles N. Davisson's book, 
“The Marketing of Automotive Parts," from ira Saks, center, treasurer, Automotive 
Service Industries Committee, and Attorney Harold Halfpenny. The presentation was 
made at the conclusion of the subcommittee'’s hearings on problems of distribution in 
the petroleum industry. Halfpenny and Saks testified at these hearings in regard to 
the sales of tire-battery-accessory merchandise to service station operators. 
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By the thousands, new 1957 car owners now have 


New Assurance against Alk Oso! 
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Into this brand-new tire, U.S. Royal engineers have built a host of safety advances. 
Life-Seal Air Retention, preventing dangerous air loss... Power-Action Tread, with 
triple the non-skid edges of former tires .. . Fortified Body-Strength, for completely 
new tire endurance and stamina. Little wonder that today the new U. S. Royal Safety 
8 is bringing new assurance to thousands of car owners. Little wonder it’s ranked as 
one of 1957’s most important driving safety features, perfectly matched to the new 


high performance of finest new cars! 


AVAILABLE NOW! INFORMATIVE NEW FILM 


—tells the full story of the new U.S. Royal Safety 8. Call your U.S. Royal Tire 
District Office to arrange a showing at your place of business. 





ROCKEFELLER CENTER @ NEW YORK 20, NEW YORK 
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Bulletin Board 





Reference Standards 


Standard samples and reference 
standards booklet—24 pages, 25 
cents. Superintendent of Documents, 
Government Printing Office, Wash- 
ington 25, D. C. 

+ 


* * 


High-Density Felts 
A data sheet describing general 
characteristics of high-density felts 
—two pages, free, American Felt 
Co., Glenville, Conn. 
* * 


Moly Lubricants 

“Breaking Lubrication Barriers,” 
a brochure covering the develop- 
ment and properties of the Moly- 
kote line of molybdenum disulfide 
lubricants —16 pages, free. Alpha 
Molykote Corp., 65 Harvard Ave., 
Stamford, Conn. 


* * * 


Oxide-Zinc Research 


“The Silver Oxide-Zinc Alkaline 
Primary Cell: 


Characteristics of Zinc Alloys,” a 
report of Navy research—25 pages, 
75 cents.—Office of Technical Serv- 
ices, U. S. Department of Commerce, 
Washington 25, D, C. : 


Ductility Tester 


A brochure describing and giving 
specifications of a machine to test 
ductility of material before draw- 
ing—free. Steel City Testing Ma- 
chines, Inc., 8817 Lyndon Ave., 
Detroit 38, Michigan, 

+ * * 


Stainless Steel 


A booklet on stainless-steel sheet 
and strip, including 20 tables giving 
detailed data—32 pages, free. Ad- 
vertising Dept., Allegheny Ludlum 
Steel Corp., Oliver Building, Pitts- 
burgh 22, Pa. 


* * * 


Precision Balls 


Data on precision balls and re- 


Part 4, Anodic} lated bearing products—free, Hart-| sories”—four pages, free. 


ford Steel Ball Co., 12 Jefferson 
Ave., West Hartford, Conn. 


* * * 


Industrial Trucks 


Bulletin describing Baker-Raulang 
industrial trucks—12 pages, free. 
Baker-Raulang Co., Box 5579, 
Cleveland 1, O. 

+ * + 
Soldering, Brazing Perils 

Hand soldering and brazing 
dangers folder—seven pages, free. 
National Safety Council, 425 N. 
Michigan Ave., Chicago 11, Til. 


* * * 


Truck Bumpers 
A catalog sheet, illustrating and 
describing Flex-O Rubber truck 
bumpers—free, Bumpers, Inc., 2534 

Detroit Ave., Cleveland 13, O. 
+ + 2 

Touring Aids 
A series of touring maps and an 
illustrated booklet of automotive 
travel tips—free. Texaco Touring 








ota CoDITDES 


The steering wheel was a fea- 
ture on the Packard early as 1901. 





Service offices in New York, Chi-| beek & Staff, Inc., 223 N. California 
cago, Houston and Los Angeles and | Ave., Chicago 1 12, in. 


Texaco service stations in all states. 


Tire Bu ffers 


* 
Steel Descaling 
A six-company report, with de- 


“Wyco Tire Buffers and Acces-| tailed information on how each 


Wyzen-| company has used mechanical de- 





Only 


ALEMITE 











corrects both up-and-down and 
side-to-side unbalance...handles all size wheels, 
including new 14”! 


@ Balances wheels completely —without attach- 


’ ments! 


@ Exclusive Alemite “Vue-Scale” Meter gives 
positive visual proof of balancing! 


.And ALEMITE offers you a 
FREE DEALER SICN/ 


. to identify your service department 
with the powerful nationally adver- 
tised Alemite name! 





KINETIC UNBALANCE 





“ DYNAMIC UNBALANCE 


Alemite corrects all unbalance right on the car—at operating speeds 
up to 100 miles an hour! Registers vibrations as:small as 2/1000 of an 


inch at all speeds! 


REG. U. S PAT. OFF 


_, LEAT 


Division of STEWART-WARNER CORPORATION 
Dept. AP-67, 1850 Diversey Parkway, Chicago 14, Ill. 


pit ane Facts res Yo 
eee HT 


— 


scaling of steel, and a booklet 
describing how to overcome fume 
problems in electric furnaces — 
both free. Wheelabrator Corp., 1016 
S. Byrkit St., Mishawaka, Ind. 

* * + 


Skidmark Calculations 
“Tire Dynamics,” a book with 
new information regarding skid- 
marks and the validity of cal- 
culating the velocities of vehicles 
prior to braking application, using 
tire skidmarks as a base — 261 
pages, $15. Motor Vehicle Research, 
Inc., South Lee, N. H. 

ed ad 


i 


Casters and Wheels 


A catalog providing specifications 
and descriptions of industrial cas. 
ters and wheels—free. Fairbanks 
Co., 393 Lafayette St.. New York 3, 
N. Y. 


* * x 


Rocker Panels 


A brochure listing conventional 
replacement rocker panels and a 
new design that snaps onto the step 
plate—free, Schofield Mfg. Co., 1140 
E. 222nd St., Cleveland 17, O. 


* * * 


Fuel Pressure Regulator 


A bulletin detailing the causes of 
vapor lock and describing the Filt- 
O-Reg fuel-pressure regulator 
which is said to prevent vapor lock 
free. Alondra Sales, Inc., 959 
Crenshaw Blvd., Los Angeles 19, 
Calif. 


* ” * 
Steam Cleaner 
Features of “Magic Heart” steam 
coils—six pages, free. Choldun Mfg. 
Corp., 336 East St. New Haven, 
Conn. 
+ . a7 


Targethead Tools 


Catalog on “Targethead” striking 
tools—free. Damascus Steel Prod- 
ucts Corp., Rockford, Ill. 

* = > 


Industrial Engines 


Fageol “44” industrial engines 
—four-page catalog, free. Cata- 
log LL-4880, Fageol Products 
division, Twin Coach Co., 850 W. 
Main, Kent, O. 

> 


Brass Tube Fittings 
Brass tube fittings catalog — 48 
pages, free. Customer Service De- 
partment, Weatherhead Co,, 128 W. 
Washington Blvd., Fort Wayne, Ind. 
7 * . 


Heater Hose 


Catalog featuring heatguard 
heater hose and other items—free. 
Advertising Dept., Boston Woven 
Hose & Rubber Co., Boston 3, Mass. 

se * = . 
Aluminum Alloy 


Brochure on aluminum alloy 417 
—free, Apex Smelting Co., 2537 W. 
Taylor St., Chicago, Ti. 


Gear Hobbing, Shaving 
“Gear Hobbing and Shaving” — 
$3.50. Describes machines made by 
David Brown Industries, Ltd., Man- 
chester, England. Book is available 
from Morey.Machinery Co., Inc., 383 
Lafayette, New York 3, N. Y. 
= * 7 
Sprinkler Systems 
“The ABC of Fire Protection”— 
36 pages, free. Automatic Sprinkler 
Corp. of America, Youngstown 1, O. 
* . 7 


ASTE Papers 


Silver anniversary edition of col- 
lected technical papers—$5 to mem- 
bers; $10 to nonmembers, American 
Society of Tool Engineers, 10700 
Puritan, Detroit 38, Mich. 

* * ” 


Film Catalog 


Catalog listing 58 sound motion 
pictures (16-mm.) available to 
churches, schools, business and 
clubs—free, General Motors Public 
Relations Staff, Film Library, Gen- 
—_ Motors Building, Detroit 2, 

ch. 


* af 7 
Guide to Gauges 
“Gauge Laboratory Instruments 


and Services”—free. Sheffield Corp., 
Department 708, Dayton 4; O. 


Hose Gus Catalog 


Hose clamp catalog (Form A-457) 
—four pages, free. Wittek Mfg. Co., 
om W. 24th Place, Chicago 23, 


7 . 
Standards on Plastics 


“ASTM Standards on Plastics”— 
871 pages, $6. American Society for 
Testing Materials, 1916 Racine St., 
Philadelphia 3, Pa. 





More Reliability 
for Auto Radios! 


DELCO RADIO’S TRANSISTOR QUTLASTS and OUTPERFORMS THE PARTS IT REPLACES 


Delco Radio Transistor Offers... 


1. Greater Power Output 


. Broader Tonal Range 
. Longer Service Life 
. Greater Fidelity with— 


Less Battery Drain 


The new transistor-powered Delco Auto Radio has more performance and 
sales advantages than any other make! Its transistor is so efficient it not only 


outlasts and outperforms the parts it replaces but also outperforms transistors 
in other auto radios as well. 


Delco Radio’s new transistor-powered auto radio is a rugged, reliable unit 
that retains its fidelity regardless of road and climatic conditions. It operates 
on much less battery current than conventional tube-type sets and requires 
neither vibrator nor rectifier. 


Electrical strains on all the radio’s parts are reduced, which lengthens their 
life and adds to their efficiency. And distracting background noises originating 


in the mechanical vibrator are eliminated. 
T RCUITS INCREASE QUALITY AND DEPENDABILITY : . , ; 
ee, een OF DELCO RADIOS Delco Radio’s new transistor-powered auto. radio has proved its worth by 


‘ , delivering long-lived, trouble-free performance in hundreds of thousands of 
No other auto radio makes such extensive use of these advanced Chevrolets and Pontiacs. It’s another Delco Radio development sure to 
techniques that increase quality and dependability. bring more pleasure to your customers, sure to bring more profit to you. 


A General Motors Value by D - LC oO P< A > i O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 
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*Media Records, 1956 





you need 


THE HOUSTON POST 


to cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 


Right out of these pages 


NEW CAR DEALERS CAN GET 
THE MOST PROFITABLE 
FRANCHISE 
in the Boating Industry 











Warner 5°" Boats 


Are you now successful at selling a popularly-priced, well-known 
line of automobiles? Then don't miss this chance to make big money 
in the companion field of boating. 


New profits await you as a WINNER DEALER selling a complete 
line of the most popular, fast-moving models from the 12’ Utility 
to the 15’ and 17’ Fisherman and Deluxe styles. . . . luxurious 
Cruisers too, plus a complete range of accessories for all models. 


WINNER gives you the fairest, most successful DIRECT DEALER 


FRANCHISE with more GROWTH OPPORTUNITIES than any 
other line in the boating industry. 














For more information, Write, Wire or Phone: 
r. H. L. JOHNSON, General Sales Manager 


AMLIICT” MANUFACTURING COMPANY, Inc. 
107 Railroad Ave., West Trenton, N. J. 


EXPERIENCED 8 ERGLA 











FOREIGN CAR DEALERSHIPS 


Several choice locations open in 
the southern states. Pick-up that 
extra profit! Foreign cars are en- 
joying tremendous popularity. 


% 


Franchises on several makes available. 


WACO MOTORS 
P. ©. Box 185, Riverside Station, Miami, Florida 
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Letterbox 


(Continued from Page 12) 


any commission. Wonder why?— 
Inuinois NgIGHBOR. 
o 


* * 
The ‘Little People’ 

I am the comptroller for a large 
metropolitan automobile dealership 
with a long, substantial background 
in the automobile business. I do 
not, as a rule, express my con- 
victions but I do believe some men- 
tion should be made of the “white 
collar” workers in the automobile 
business. 

As in any other business, sales 
are of prime importance in the 
automobile business, The automobile 
dealer has had the tendency to 
overlook the employes who are of 
utmost importance to the profitable 
operation of his business. I refer 
to the “white collar” workers. 

He considers them the “neces- 
sary evil”—workers who would not 
be needed if for some reason the 
government did not require ade- 
quate records, or if the results of 
his operation could be maintained 
on a scratch pad. 

In most cases, these “little people” 
are pushed off into some obscure 
corner with inadequate equipment, 
poor lighting, no benefits, no recog- 
nition and a salary at which the 
common laborer would scoff, Yet, 
the automobile dealer requires of 
these “white collar” workers (the 
little people) promptness, efficiency, 
accuracy, honesty and loyalty to the 
organization. 

These “little people” listen to 
management praise the sales de- 
partments who receive bonuses, 
trips, certificates of merit, watches, 
etc., for their efforts. The salesmen 
then add to the misery of the 
“little people” by quoting the old 
saying, “you wouldn’t have a job if 
it weren’t for us.” 

It is realized by any intelligent 
person that sales are needed for 
any going business. However, the 
automobile dealer should appreciate 
the fact that without efficient em- 
ployes in the background, any prof- 
its on sales would “fly out the 
window.” 

Prior to the reorganization of my 
present “white collar” force, turn- 
over rate was almost 100 percent. 
Slowly, top management has come 
around to the clear thinking that 
“turnover” is one of the most costly 
items to a company. Deadwood has 
been removed—remaining employes 
are receiving more equitable com- 
pensation and considerations with 
the result that the overhead has 
been reduced over 50 percent. 

There is a lot more yet to be done 
for the “little people.” It never 
hurts to pat them on the back and 
tell them they are doing a fine job 
—that they are appreciated—that 
they are wanted! After all, “little 
people” are human! 

I hope more automobile dealers 
will realize the prime importance 
and value of the clerks, telephone 
operators, typists, secretaries, recep- 
tionists, bookkeepers, and all the 
“white collar” help who day 
after day provide a strong and 
solid foundation for a _ protitable 
organization. _H. C. Linpsay, Los 
Angeles. 

. = = 
Four-Year Training 


I think that Woody Miller’s idea 
of a four-year college course in 
automobile retail management is an 
excellent idea. 

After 16 years as a dealer, I feel 
that nothing less than a four-year 
course at the college level would fit 
a person for dealership manage- 
ment. 

General Motors Institute is doing 
a good job in its two-year coopera- 
tive course, but it is too short to 
do a complete job. 

Let me know if there is anything 
I can do to help further the idea — 
Davw H. Grass, Leader Chevrolet 
Co., Inc., Springfield, Mass. 

> * + 


Tester 


On Page 62 of the May 6 issue of 
Automotive News we noticed a pic- 
ture of a shock absorber testing 
machine made by Beissbarth of 
Munich. We would appreciate it 
very much if you would please fur- 
nish us with their address or any 
information you have regarding 
this testing machine.—T. R. San- 
pers, chief administrative engineer, 
Monroe Auto Equipment Co., Mon- 
roe, Mich. 

Eprror’s Note: The machine re- 
ferred to is manufactured by 
Firma, Osmond Beissbarth, Mun- 
chen 5, Hrhardstrasse 33, Ger- 
many. 











yew glaskhit 


windshield scratch remover kit 


-.- fast, easy to use 


Windshield scratches, streaks and 
sleeks disappear in minutes with 
Glaskit on the job. Only $4.95 yet 
it does the same expert job as kits 
costing up to $50.00. Offers 
profit of $10.00 to $15.00 per 
hour for garages and service 
stations . . . ideal for use by 
bus, taxi and truck fleet 
operators. 


Simple to use: 
1.)Mark scratch position with 
special crayon; 2.) Soak felt 
wheel in water then mount 
in electric drill; 3.) Polish 
using compound fur- 
nished, It's that easy to 
make windshields like 

new again! 



















slightly Ll aude 
ee ee 
contains felt polishing 
wheel, mandrel, compound 
age bee ponge 
for clean up! 


See your decler or write 
direct for your Glaskit tedey. 





NOTE: Use only on light scratches and rubs. 
Test scratch depth by running fingernail siowly 
Gcross it. If fingernail does not catch, Gleskit 
will safely remove scratch. 


Bristol Sales and Mfg. Co. 


Bridgewater, Massachusetts 


JOBBERS! 


VALUABLE GLASKIT FRAN- 
CHISES STILL OPEN — 


WRITE FOR DETAILS TODAY 
497 West Water Street 


















1457 BROADWAY, NEW YORK 36, N. Y. 


Beans 
(Wuantitu 


PRODUGTION 
‘i 


GREY#IRON GASTING 


ONE OF THE NATION'S 
LARGESTSAND MOST MOT 
PRODUGTION FOUNDRIES 


Mls ee DY 


FOUNDRY DIVISION 


{ATTANOOGA 











OWN YOUR OWN 
NCE COMPANY 


iment contracts. Retain entire finance charge and insur- 
capital of your own required. Using your present 






z 
i > 


auto agency as a t.ucleus for purposes of controlling the new finance company, 
additional capital comes from public participation. Entire procedure planned 
and carried out by 


SY FIELD 


Wisconsin 7-4514 
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Used-Car Auction Prices 


(Continued from Page 52) 


Bel Air (8) Sport coupe, $1,660*, $1,650* 
' (ps), $1,500*, $1,555*; 4-dr., $1,205*; 
)Two-ten (8) Handyman, $1,485*, $1,400*, 

$1,395*; 2-dr., $1,135*; 4-dr., $980*; One- 

fifty (8) Handyman, $1,265. '54 Bel Air 
)4-dr., $995°*, $975* (ps), $855; Sport 
Seoupe, $920; Two-ten 2-dr., $795; 4-dr., 
1 §730, $705. '53 Bel Air Sport coupe, 
)g805*; 4-dr., $745*, $660; Two-ten 2-dr., | 
7 $680*, $465; 4-dr., $650, $600, $595, 
$585*, $575, $565*; Delivery sedan, $400. 
/°52 SL Deluxe Bel Air, $495; 4-dr., $405*, 
| $400*; Delivery sedan, $165. ’51 SL Spe- 
)cial 2-dr., $350; SL Deluxe 4-dr., $310*. 
'’°50 SL Deluxe Bel Air, $350*; 4-dr., 
| $280, $275, $270; 2-dr., $240. 
YSLER—’57 Saratoga Hardtop, §$3,- 
» 200° (ps). ’'53 Windsor club coupe, $600*. 
® 52 NY 4-dr., $380* (ps). 

sOTO—’57 Firedome Sportsman, $3,325* 

= (ps). "52 Firedome (8) 4-dr., $310*. 
DGE—’55 Royal (8) Lancer, $1,460*; 

Coronet (8) Lancer, $1,375*. '54 Coronet 

(8) 4-dr., $735*. '53 Coronet (8) sedan, 
* 490°. 

RD—'57 Thunderbird, $3,345* (ps), 2 at 
$3,325, $3,255; Country Squire, $2,695* 

(ps); Fairlane (8) 500 Victoria, $2,480* 

(ps), 2 at $2,400° (ps); Fairlane (8) 
| Victoria, $2,175*, $2,075*; Ranchero sta- 
tion wagon, $2,405* (ps); Del Rio station 
"wagon, $2,375* (ps); Custom (8) 300 


‘Hawk Tops U. S. Cars 
In Africa Economy Run 


SOUTH BEND.—A Studebaker 

y-8 Silver Hawk topped all U. S. | 

in the South African Cape- | 

-Durban Mobilgas Economy 

jun with an actual consumption | 

29.06 miles per gallon and a | 

n mile rating of 57.23, according 
Studebaker-Packard Corp, 

The cars, which included Chev- 

t, Hudson and Pontiac, Trav- 

pd a 1,480-mile course, of which 

'y 50 percent was hard-surfaced, 

ording to reports from South 





rica. 


2-dr., $1,950*; Custom (8) 2-dr., $1,875* 
(ps). ‘56 Thunderbird, $2,865* (ps); 
Country sedan, $2,000* (ps), $1,875* 
(ps); Fairlane (8) Victoria, $1,775*, $1,- 
545*; 4-dr., $1,625*, $1,600*; conv., $1,- 
500*, $1,420°; club sedan, $1,325; nch 
Wagon, $1,560*, $1,500; Custom (8) 4- 
dr., $1,455*; Main (8) 2-dr., $1,155. °55 
Country sedan, $1, 405° ; Ranch Wagon, 
$1,450*, $1,265; Fairlane (8) Victoria, 
$1,435* (ps), $1,350*; club sedan, §$1,- 
350*, $1,030; 4-dr., $1,225*, $1,175, $1,- 
060; conv., $1,200*; Custom (8) 2-dr., 
$1,075*, $1,030*, $895, $885, $770; 4-dr., 
$1,020, $900. '54 Custom (8) club sedan, 
$750; Custom (6) 4-dr., $500*; Main (6) 
2-dr., $420. °53 Ranch Wagon, §$935*; 
Country Squire, $830; Crest (8) Victoria, 
$770; conv., $554; Custom (8) 2-dr., 
$600, $550, $525, $515; 4-dr., $550, $525, 
$495, $450; Main (6) 2-dr., $375, $325. 
’52 Country Squire, $775*; Crest (8) Vic- 
toria, $520; Custom (8) 4-dr., §410*; 
Custom (6) 2-dr., $385*. ‘51 station 
wagon, $430*; Custom (8) 2-dr., $385*, 
$275*; Victoria, $350; 4-dr., $275; Deluxe 
(8) 4-dr., $300; (6) 4-dr., $120. '50 De- 
luxe (6) 2-dr., $200; Custom (8) conv., 
$165; 2-dr., $130; 2 at $125. ‘49 (8) 
conv., $160; ciub coupe, $115. 


HUDSON—'50 Commodore (6) 4-dr., $130. 


LINCOLN — ’'57 Premiere conv., $4,340* 
(ps). 56 Premiere coupe, $3,215* (ps), 
$2,925* (ps); Capri coupe, $2,595* (ps). 
"54 Capri coupe, $1,350* (ps). 

MERCURY—’'57 Commuter station wagon, 
$3,150* (ps). ‘56 Montclair coupe, $1,- 
970° (ps), $1,475* (ps); Custom Sport 
coupe, $1,630*; Monterey coupe, $1,580*. 
"55 Montclair coupe, $1,545*, $1,520*; 
Monterey coupe, $1,445*. °54 Monterey 
coupe, $1,025*, $950°, $900* (ps). °53 
Monterey station wagon, $895; coupe, 
$695. ‘52 Monterey 4-dr., $450*. "51 4- 
dr., $215°. 

NASH—’51 Rambler station wagon, $275. 

OLDSMOBILE—’'57 (88) Holiday, $2,925* 
(ps), $2,800° (ps), $2,635*. °56 (88) 
Holiday, $2,190* (ps); (98) 4-dr., $2,075* 
(ps), $1,900* (ps). 55 (98) Holiday, $1,- 
900* (ps), $1,725* (ps); (88) Super Holi- 
day, $1,825* (ps), $1,805* (ps). "54 (98) 
Holiday, $1,300* (ps), $1,200*° (ps), $1,- 
055*; (88) 4-dr., $1,020*. 53 (88) Holi- 
day, $1,070* (ps); Super Holiday, $950*; 
2-dr., $450. °51 (88) Super 4-dr., $325°, 
$305*; Deluxe 2-dr., $145; (98) 4-dr., 
$270*. '50 (88) conv., $195*. 


For Bigger Sales Use Your Personality! 


PERSONALIZE 


with JR. PICTURE PAC 


Here's that something 
extra that keeps a sales- 
man's personality in front 
prospects. llow-up 
ijterature «© « & 8 
"cold" mailing effort... 
gets warmer reception 
personalized with a 
salesman's picture! 


| Handy JR. PICTURE PAC 
rubber-stamps a sales- 
man's likeness on every 
piece he mails, every 
card he hands out. 
Clean, sharp, excellent 
reproduction, too! Every 
stamp guaranteed to be 
90% as good as photo 
submitted. Compact 
chrome case contains 
stamp and inkpad. No 
fuss, no muss to use. 


Pocket-size . 


Shown Actual 


Size 
Each 


HAAS MOTOR SALES 
John H. Hoas 


$9.95 


. so it can always be handy. Send 


favorite photo with company and person's name 
plainly printed when G& order. Send $9.95 cash with 
el 


order for postpaid 
for C.O.D. Two week delivery. 


Order 
Tedey 





GENERAL SALES, Inc. 


ivery. $5.00 deposit required 


P. O. Box 1649 
Denver 1, Cole. 








SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


{National Average is 65°) 
gverantee te increase your service absorption figures and fill your shop 
non-productive and unapplied time 


jfemer paid labor . . . eliminate 


monthly service volume is $7,000 


er more, and you do not have 


er tower control, write us and hear our story .. . we promise some new slants 


-—without obligation, of course. 


Flash - A - Call Service Contro 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


2170 South Canalport Avenue 
Dept. AN-154, Chicago 8, Ill. 


pte TE SS ea 
lies 
AIRCRAFT 

PRESSURE 

bor S sh) 

port a teh, 

Beets es 
bef TL 18S) ae ei) ch) 
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COLD DRAWN BUTT WELDED 


PACKARD—’55 Clipper Constellation, $1,- 
575* (ps). ’51 4-dr., $295°*. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,525*. °56 Belvedere (8) Sport coupe, 
$1,730*; Plaza (8) 4-dr., $1,000. ’55 Bel- 
vedere (8) Sport coupe, $1,400*, $1,390*, 
$1,350; club sedan, $1,145; Savoy (8) 
4-dr., $975, $950, $945; club sedan, $950. 
"52 Cambridge 4-dr., $310. ‘51 conv., 
$300. 

PONTIAC — ’'56 Chieftain station wagon, 
$1,890* (ps); 2-dr., $1,385*, $1,370°*, 
$1,220*; Catalina, $1,375*. °55 Chieftain 
Catalina, $1,420*. '54 Chieftain (8) Cata- 
lina, $950°; 2-dr., $690*. °53 Chieftain 
(8) Catalina, $645*, $585*; 4-dr., $600°, 
$475° (ps). ’52 Chieftain (8) 2-dr., $345*. 
’51 (8) Catalina, $315*, $225°. ‘50 (6) 
club coupe, $170. 


STUDEBAKER—’56 Golden Hawk, $1,985* 
(ps), $1,975* (ps). °53 Champion coupe, 
$675. °51 Commander Land Cruiser, 
$230°. 

WILLYS—’54 Aero Eagle sedan, $690. 


MISCELLANEOUS — ’57 Chevrolet %-ton 
cameo car, $1,940. °56 Chevrolet %-ton 
pickup, $1,285; Ford %-ton pickup, §$1,- 
280*; Volkswagen Ghia coupe, $2,200; 
Metropolitan coupe, $1,120. '55 Ford %- 
ton pickup, $875; International %-ton 
pickup, $755, '54 Chevrolet %-ton pick- 
up, $775. ‘53 Chevrolet %-ton pickup, 
$535; Ford %-ton pickup, $680; Willys 
panel, $375; Javelin Jupiter roadster, 
$700, °52 Chevrolet %-ton pickup, $535; 
Dodge %-ton pickup, $410. °51 Interna- 
tional %-ton flatbed, $375. '49 Ford %- 
ton pickup, $375; %-ton panel, $175. 


NEW YORK CITY 


| 
| 
| 


| 
| 
| 
j 


(Skyline Auto Auction, Sale every Tues- | 


day. Prices are for sale of May 28.) 


(Market declined here today as dealers | 


were bidding very carefully, Clean and 
sharp cars are still in strong demand. 
Sold 91 out of 126 offerings.) 

BUICK—’55 Century Sport coupe, $950*. 
54 RM 4-dr., $1,065° (ps). "53 Super 
4-dr., $560° (ps). "52 Special 4-dr., $375°. 
'51 Super Riviera, $375*; 2-dr., $160. 

CADILLAC—’56 (62) conv., $3,710* (ps). 
'54 (60) 4-dr. $2,080°. '53 (62) conv., 
$1,100*, "51 (62) 4-dr., $410°. 

CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
265, $1,205; 2-dr., $1,250, $1,210; One- 
fifty (6) 4-dr., $1,070. '55 Two-ten (8) 
station wagon, $1,185; 4-dr., $930, $915, 
$900, $895, $890; 2-dr., $990, $945, $920, 
$900; One-fifty (6) 4-dr., $805. "54 Two- 
ten 4-dr., $675. 
$655; Two-ten 4-dr., $615. "52 SL Deluxe 
4-dr., $425*. "50 SL Deluxe Bel Air, $210. 

CHRYSLER—’54 NY 4-dr., $700*. 

DeSOTO—’52 Powermaster coupe, $375°*. 

DODGE —'55 Royal 4-dr., $1,220° (ps); 
Coronet 4-dr., $1,195°. 

FORD—'56 Custom (8) Sport coupe, $1,- 
450*. °55 Ranch Wagon, $1,075; Fairlane 
(8) 2-dr., $1,175; Custom (8) 4-dr., 
$990*, $945, $940, $925, $920° $875. "54 
Country sedan, $1,060*; Ranch Wagon, 
$805; Main (6) 4-dr., $635, $580. ‘53 
Custom (8) 2-dr., $570*. 

LINCOLN—’53 Cosmopolitan 4-dr., $600° 
(ps). 

MERCURY — '55 Custom station wagon, 
$1,480° (ps); Montclair 4-dr., $1,400°. 
'54 Monterey 4-dr., $695. 
dr.. $570, $550°. 

NASH—’51 4-dr., $100°. 

OLDSMOBILE —'55 (88) 4-dr., $1,400*° 
(ps). ‘54 (88) 4-dr., $1,300° (ps). ‘53 
(88) 4-dr., $700°, $540°. ‘52 (88) 2-dr., 
$345*. "51 (88) 4-dr., $250°, $165*, $135°. 

PACKARD—'53 Clipper 4-dr., $335°. ‘Si 
conv., $175*; 4-dr., $105°. 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,800. 
'55 Plaza (8) station wagon, $1,000. '53 
Cambridge station wagon, $560; Cran- 
brook 4-dr., $375; 2-dr., $275. "51 Cran- 
brook 2-dr., $280; 4-dr., $210, $200. 

PONTIAC—’S4 Star Chief (8) conv., $880 
(ps); station wagon, $850. 

STUDEBAKER—’54 Champion 2-dr., $575. 
'53 Champion 2-dr., $300; Commander 
Land Cruiser, $225. 

WILLYS—’52 2-dr., $175. 

MISCELLANEOUS — ‘SO Willys %-ton 
panel, $160. ‘48 Willys %-ton panel, 
$120. 

- +. . 


— Auctions in Brief — 


ST, LOUIS 
St. Louis Auto Auction Barn. Sales every 
Tuesday and Friday (May 21-24). Consign- 
ments off somewhat due to rainy weather 
and average quality autos. Great demand 
for clean cars, Sold 216 out of 306. 


« . 
SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (May 29). Terrific money for clean 


cars at today’s sale. Market softer on 
rough units. 


* 7 7 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (May 31). Because of the holiday, we 
had a smaller sale than usual with 346 
cars. The auctioneers sold 76 percent. Bid- 
ding was very active and the market was 
firm. 

Ss 


* ” 
BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day. We had a really good sale in spite of 
the sale day being changed to Tuesday be- 
cause of the holiday. Prices remained about 
the same and a high percentage sold. 


7 

Triumph, Jaguar 
Helped by Exports 
_ LONDON, England.—Production 
of Jaguar sedans and sports cars 
now is greater than at the time of 
the fire which destroyed a third of 
the plant, according to Sir William 
Lyons, chairman. 

However, he said, overseas de- 
mand has increased so much that 
the plant has not yet been able to 
meet the orders, An 80,000-square- 
foot addition to assembly facilities 
is expected to be ready soon. 

U. S. demand also has resulted in 
a production boost at Standard 
Motor Co. The company put May 
output of Triumph sports cars at 
1,000, of which 800 were shipped to 
America, Some 93 percent of 
Triumph production is for the 
export market. 


"53 Bel Air Sport coupe, | 


’53 Custom 4-/ 


| 


| 
| 





Regional Managers 
in the 
Aircraft Sales Management Field 


Beech Aircraft Corporation has positions available for men 
with wholesale administrative and retail sales experience. 
The men selected will be Regional Managers in key areas of 
the United States where they will find ample opportunities 
for personal advancement with Beechcraft in the rapidly 
expanding business aircraft field. 


Applicants should be 35 or under, willing to travel, relocate, 
and hold a current pilot's license with at least 400 hours 
flying experience. Salary range is $6,000 to $9,000. 


Please send a brief resume with recent photo to Roy A. Kunz, 
Executive Employment Division 


eechcraft 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 


HOW 
ANTHONY LIFT GATE 


cuts costs for 


STATE FARM 
INSURANCE COMPANIES 


*Saves manpower and time with 
deliveries of equipment 

Until recently, it took four maintenance men 
to move a desk from the State Farm ware- 
house to the State Farm office building. Now, 
only two men do the same job in less time. 
The difference is the addition of an Anthony 
Lift Gate on the back of State Farm’s trouble- 
shooting truck. Now making 7 deliveries 
for State Farm, the Anthony Lift Gate has 
already paid for itself several times over. 


It provides the most efficient method of 
loading and unloading... the most econom- 
ical way to move all types of equipment 4% 
ft. up and 4% ft. down at the back of a truck. 

Now available for capacities up to 4000 lbs., 
the Anthony Lift Gate gives unmatched per- 
formance. Just one lever controls all gate 
operations from either side of the truck. Gate 
automatically stops if driver takes hand off 
lever. It will not operate if overloaded and 
cannot possibly crash the load. Many other 
features. Descriptive literature is available 
at no obligation. 


Buy the tail gate that has the service 


Anthony Distributors are located from 
coast to coast ready to help you solve 
your delivery problems. Write today for 
a complete Anthony Distributor list. 
@ Increase the number of deliveries and 
reduce fixed costs per delivery. 
@ Strengthen reputation for faster, 
improved service. 
@ Increase earning time of trucks and 
earning power of men. 
e Sp canting Ge wally g for consignee 
p. 


° epeateracenat oe 
ANTHONY COMPANY 
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Summ 


of Congressional Heari 


Issued... 





Oil Retailers Charge Domination 


DETROIT. — Congressional hear- 
ings on relations between oil 
companies and retailers have doc- 
umented “the basic anticompetitive 
practices in gasoline and T.B.A. 
distribution by which suppliers con- 
trol retailers’ gasoline margins and 
T.B.A, purchases.” 

That is the opinion of the 
National Congress of Petroleum 
Retailers, expressed in its sum- 
mary of the hearings, The con- 
gress called this documentation 
the “biggest and most important 
accomplishment” of the hearings. 
The hearings by a House sub- 
committee directed by Rep. James 
Roosevelt, California Democrat, 
were held in Washington, Denver, 
Los Angeles and Chicago. They are 
now in recess. 

In Chicago, dealers hit at pricing 
policies which they said were ad- 
versely affecting them, particularly 
the “suggested retail price plan” of 
Standard Oil Co. of Indiana. 

Roosevelt asked for a Justice 
Department ruling on the bearing 





of antitrust laws on the “suggested 
retail price plan.” 

Recommendations of the South- 
ern California Service Station Assn. 
were presented at the Los Angeles 
hearing. 

The proposals included grading of 
gasoline “in such a manner as to 
let the public know exactly what 
it is buying” and a demand that 
all gasoline “sold out the back 





Bell Congratulates CCC 
On 45th Anniversary 


WASHINGTON. — Frederick J. 
Bell, NADA executive vice-presi- 
dent, has congratulated 
Commercial Credit Co, on its 45th 
anniversary. 

Bell said that probably no other 
single factor had been so vital to 
the mass production and sale of 
cars as has been the development 
of installment credit and its 
availability to auto buyers, 








door by major or minor oil com- 
panies” be made available for pur- 
chase by their regular retailers at 
the lower prices. 

The association also asked the 
subcommittee to recommend that 
dealers receive longer, more se- 
cure leases without interference 
from suppliers. 

Colorado dealers told at the 
Denver hearing of two suppliers 
which “use competitive allowances 
and subsidies to control or attempt 
to control retail prices,” as the re- 
tailers put it. 

Spokesman for Oklahoma Gaso- 
line Retailers Assn. charged that 
one major company sold gasoline 
to off-brand stations in their state 
for four to five cents less than to 
branded stations. 

Horace Walker, executive direc- 
tor of the Metropolitan Retail 
Gasoline Dealers Assn., Inc. (Wash- 
ington), while testifying at the 
Washington hearing, charged: 

“The majority of the problems 





“We're really attached to our 
old car—promise if we trade it in 
youll treat it kindly and won’t 
wholesale it!” 





the fruits of the economic domi- 
nation and control which the 
supplying company holds over 
the retailer.” 

In reviewing the testimony of oil 
company spokesmen, the retailers’ 


of the gasoline retailer today are | group stated that the suppliers did 





AT OPEN THROTTLE 
HIGH SPEEDS AND AT 
HIGH VACUUM 
LOW SPEEDS 
CHROME CONTROL 
LEAK-PROOF PISTON 
RINGS HAVE 
CRACKED THE OIL 
MILEAGE BARRIER! 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 

Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
by lapping. They start with 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 
only where needed. 


NO OIL WASTE! 


AT HIGH SPEED DRIVING. 

Special patented flexible ex- 
pander prevents high speed 
ring “flutter” and “‘surfboard- 
ing.”” Chrome Armored steel 
rails wipe oil from cylinder 
walls and safeguard cylinders. 


AT LOW SPEED DRIVING. 


Specially designed and 
machined separator ring sup- 
ports and stabilizes Chrome 
Armored steel rails— prevents 
rocking—seals the groove 
—prevents low speed oil 
“c-r-e-e-p”” around the ring 
due to high vacuum — yet per- 
mits free action in the groove. 


oy 


NO FRILLS....NO TRICKS. 
GREAT. 


mle Bh, “ES 








22s THE FAMOUS 


McQUAY-NORRIS 


ROME ® 
NTROL 





PISTON RING Set 
APPROVED ORIGINAL EQUIPMENT FOR CARS, TRUCKS, BUSES, AND TRACTORS. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS «+ 


TORONTO 


LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY . 


ad 
.. JUST) 


| PERFORMANCE, 
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Specifically 
designed for 
every make 
and model. 

Top Chrome 
Ring where 
needed. 





not seize opportunities to take 
lead in suggesting improvemer 
“On the whole,” the sumi 
stated, “major company offi 
painted such a generally s 
factory picture of conditions i: 
retail petroleum industry tha 
true, there would be hardly 
thing left for a committee suc 
the Roosevelt subcommittee t 
vestigate or recommend. 


The retailers’ group reviewe: 
status of antitrust litigation o: 
basis of retailers’ complai 
Noting that some charges 
being investigated and other . 
had reached the courts, the su 
added: 

“There is a less encoura; 
side to the antitrust enforcen 
picture, however — since 0} 
a fraction of the complaints 
ceived by the enforcement ays 
cies can be fully investigated, 
alone litigated.” 

The summary said that “ 
antitrust enforcement activity 
assistance to gasoline retailer: 
well as stronger antitrust | 
are needed. 

The question of the “undue i 
ence issue” is discussed in the : 
mary. The subcommittee at 
planned to investigate the influ 
suppliers exert on “retailers’ « 
ions and actions on issues suc 
legislation, through propags 
pressure, solicitation by com 
employes, etc.”, as the reta 
put it. 

Plans for that part of the inv 
gation were dropped, The reta 
group could only speculate or 
reason for the change but add 

“We do know that the issu 
one which can take on giga 
proportions in the future if tl 
is a continuation or renewal 
oil company pressure and pre 
ganda methods to influence 
control their retailers’ thou, 
and actions on political and le 
lative issues.” 

Commenting on the future o 
hearings, the retailers’ group 
“there is some feeling that 
principal part of the commit 
work is done” and added that : 
further hearings might be he 
Washington soon. 


Firestone Spend: 
$35 Million 


For Expansion 


AKRON.—Firestone Tir 
Rubber Co. has completed its 
million expansion program, ac« 
ing to Raymond C. Firestone, p 
dent. 

The expansion program incl 
the construction of a 40,00 
butadiene plant at Orange, ' 
the expansion of a synthetic | 
at Lake Charles, La. and the 
pansion of Firestone’s synt 
plant in Akron. 

Firestone said the synthetic 
ber industry is entering its gre 
period of growth and will ma 
favorable impact on the indu: 
progress of the U., S. 

Declaring that world rubber 
sumption was 3 million tons in 
he predicted that this would 
to 3.6 million tons by 1960 an 
44 million tons by 1965. 

He added that the qualit 
synthetic rubber has been impr 
to the point where it is now b 
than natural rubber for r 
purposes. 


Medical Contributions T« 


NEW YORK.—<Automobile | 
panies contributed $132,900 to 
National Fund for Medical Ed 
tion in 1956, the fund has repo 
Chemical firms gave $123,930 
iron and steel contributions — 
$120,320. Ford Foundation g 
$1,393,907. 





Chevrolet Contest 
Won by Four Women 


DETROIT. — Chevrolet 
nounced last week that all | 
top winners in its “Li 
Traveler” contest were wor 
Contestants were require< 
identify four famous Amer 
vacation spots and to supply 
last line to a travel jingle. 

The winners were Mrs. Ge 
M. Seick, Merna, Neb.; Mrs. | 
line Butman, Merkel, Tex.; |! 
Ray D. Clements, South 
Francisco, and Margaret S. | 
chell, Hartford. 
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Stylist Looks to 2000 A.D... . 


Cars Without Wheels? 


SETROIT.—Automobiles probably 
n't have wheels by the year 
), according to Henry T. King, | 
» has retired as chief stylist of 
mouth and special Chrysler 
». bodies. 
Predicting that cars of the 
wre will ‘fly’ a few feet off 
> King said the best 
Weature of the car without wheels 
'% that it would probably be 
‘ampler than today’s cars. 
added that revolutionary pro- 
jon methods, yet undiscovered, 
ald eliminate the need for en- 
compartments and drive shafts 
king styling possibilities un- 


eryone is a potential stylist,” 
said, “and those who can 
the ideas and desires of the 
ple into reality should feel 
ful for the talent. 
“When the automobile first be- 
to be mass-produced, the 
ly consideration was — would 
go?—then people began to 
about giving cars eye ap- 
ll along with the basic ‘depend- 
lity’ qualities, and styling came 
its own.” 
fing said the stylist of today 


rysler Plant 
Delaware Gets 
Tank Order 


ASHINGTON.—The Army has 
ded Chrysler Corp, a $119 mil- 
contract to build 900 medium 
at Newark, Del. a Govern- 
owned plant which is operated 
Chrysler. 
ihe Newark plant was selected, 
Army said, because the tanks 
iid be completed there at a sav- 
of $1,878,000 compared with 
acturing them in Detroit. 
was reported some weeks ago 
Chrysler would get the con- 
The Army held up an an- 
cement pending a decision on 
the vehicles would be made 
Delaware or Detroit. 
Higgins, assistant Army 
, Said Chrysler would as- 
$89 million of the contract to 
k for building tank bodies 
$30 million to Muskegon, Mich., 
building engines and other 


mator Charles S. Potter, Michi- 
Republican, criticized the 
ding of the major portion of 
contract to Delaware. He 
tioned the Army’s claim that. it 
d save $1.8 million by building 
tanks there. 
Army said Chrysler, General 
, Ford Motor Co, and Alco 
ducts, Inc., Schenectady, N. Y., 
been invited to submit propo- 
to build the tanks, but that 
ly Chrysler had made a firm 
r. Alco presently is completing 
order for the same kind of tank. 


thevrolet Names 


kles and Fross 


SeETROIT. — K. H. Eckles has 
nm named manager of Chevrolet’s 
land zone, and E. E. Fross has 

n appointed to succeed him as 
id of the Fargo (N. D.) zone. 
‘In other promotions, W. E. 
ker was named a city manager 
Chicago to succeed Fross, and 


ee 


ete 
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takes his hat off to women for their 
influence that led to stylish inter- 
iors and mechanical devices ‘that 
made cars easier to drive. 

King credits a family doctor with 
starting him on a career as an 
automotive stylist. 

His father dreamed of a career 
in the fine arts for his son. From 
his home in Ware, Mass., where he 





3 Decades of Auto Racing 
In U. S. Recalled in Book 


The story of automobile racing | 


and its place in American life is 
told in “Great American Automo- 
biles” (Prentice-Hall, 374 pages, 
$7.50). John Bentley, automotive 
columnist and reporter for Sports 
Illustrated, is the author. 

The race car is followed from the 
first events at the turn of the cen- 
tury through the roaring '20s. In- 
cluded are details on famous races 
and many illustrations. 


— J 


Aa 





was born in 1896, young King was 
sent to nearby Gilbertsville to take 
painting lessons. At the age of 12 
he showed much promise as an 
artist. 

One day he drew a picture of 
an auto and hung it on the 
kitchen wall. The family’s doctor, 
a friend of his father, was asked 
to tell which one of Henry’s 
paintings he liked best. The 
doctor said he liked the “one in 
the kitchen”—and an automobile 
stylist was born, 

In 1919 King came to Detroit. In 
1920 he joined the staff of Bill 
Stout who designed the first all- 
metal “air sedan” and the Scarab 
car. Later he was a stylist for 
Hupp Motor Car Corp. where he 
worked on the styling of the Hupp 
“Century.” Coming to Chrysler 
Corp. in 1928, he served as assistant 
to the director of styling, and also 
as supervisor of interior styling. 

King has as much enthusiasm for 
the years ahead as he had the first 


day he sat down at the drawing| *% 


board for Chrysler Corp. First on 
his list of “things to do” is to 
design and build a new home in 
Florida and to fill it with his own 
oil paintings. He is also planning 
a trip to South America with Mrs. 
King. 


“a 
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car in the yeor 
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King Shows Sketch of Wheeless Car— 


Henry T. King, retiring chief stylist for Plymowth, exhibits a drawing 


a 
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Lowest Cost 
eee eae 


Bp canes tT SY eae 


Here’s the low cost used car warranty 
plan that keeps your profits growing . . . 
Growing .. . GROWING! 


When you can 


assure a used car pros- 


Yes, it’s true! Nationwide warranty 
companies have increased their rates on all 
used cars with one BIG exception... 
Registered-Tested Cars. Your competitor 
with a comparable warranty plan MUST 


of a possible 
2000. He predicts that it will fy a few feet off the ground. 


; 


pect of a full year’s protection against 
major mechanical failures — you've got a 
powerful sales clincher. When you can 
undersell a competitor without reducing 
profits—you’ve got the RTC warranty plan. 


Kementer! The RTC guarantee still 


covers 100% parts and labor costs on motor, 
clutch, rear axle, steering, brakes, standard and 
automatic transmissions . . . valid throughout 
the U.S.A., no mileage restrictions. Write today 
for full information on America’s lowest priced 
auto warranty plan. 


RREGISTERED-TESTED CARS, INC. 


The Nationwide Auto Warranty Service 
HOME OFFICE: 
122 BRIGHTON AVE., EAST ORANGE, N. J. 
PHONE ORANGE 2-4000 


sell his cars at a higher price or cut his 
profits. Here’s the extra advantage you 
need to surge ahead in used car sales 
with America’s fastest growing auto 
warranty company. 


RTC PLAN BACKED BY A NATIONALLY 
KNOWN INSURANCE COMPANY 


MAIL COUPON TODAY! 
i Tested Cars, Inc. 

122 Brighton Avenue, East Orange, New Jersey 

Gentlemen: 


Without obligation, kindly forward full. details about the 
low cost RTC Auto Dealer Franchise Plan. 


6-10 


City & State 
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sion of Stewart-Warner Corp. to The account formerly was han- 


Affecting Factories and Dealers... handle advertising, merchandising| dled by Benton & Bowles. 


and sales training programs for a 
automotive heating equipment. | AC Spark Plug Picks Show 


e i 
MacFarland-Aveyard & Co., Chi- 
News of Auto Advertisi cag, wl continue To handledever |, AC Sark PIUE and Seven-U 
will co-sponsor “Zorro,” which 
tising of South Wind aircraft heat- 
ing and heat exchange equipment. starts on ABC Television Oct. 10, 
By Martin L. Whitmyer vision stations in the east. spot saturation radio advertising . « & Zorro,” a live-action series, is to 
Staff Writer Other highlights of the campaign | campaign on WDIA, in Memphis, . oo Smeaton Seen, OS ie 
Total spot television expenditures| —® two-page editorial-type spread | the nation’s only 50,000-watt Negro- S-P Agency Now Official ae - produced by Walt Disney 
for the first three months of this| i" the July issue of Readers Digest, programmed station. Sydney A. Skillman, general silat 
ear totalled an estimated $116,935,-| 4m and oil trade press ads, an| The contract was negotiated by| sales manager, has announced 
y . a niled| CUtdoor advertising poster and Russell A. Walker, of John E, Pear-| the appointment of Burke Dow- |Olds to Sponsor Lewis 
000, according to gures compile painted board showing and Dayglo| son Co., through the Gulf advertis-| ling Adams, Inc., as advertising Oldsmobile will sponsor six spe. 
by the Television Bureau of Ad-| mobile point-of-sale material at all| ing agency, Young and Rubicam. | agency for Studebaker-Packard. | cial one-hour programs starring 


vertising. Flying A Service Stations. The agency, which also handles | Jerry Lewis over NBC-TV duri 
That's a 168 percent increase | icke WDIA ‘Ross Roy Adds Client Curtiss - Wright advertising, has | the 1957-58 television season. 
from the $100,209,000 used for | Gulf Picks WDIA | Ross Roy, Inc., Detroit, has been| offices in Atlanta, New York, All six of the special programs 
spot advertising during the first Gulf Oil Corp. has placed a 75-| selected by the South Wind divi-| South Bend and Montclair, N. J. (Continued on Page 61, Col. 2) 
quarter of 1956, the Bureau said. c — 
This year’s estimate is based on 
data from 321 of 473 U. S. com- 
mercial stations, compared with 
only 267 reporting a year ago. 
However, Norman E. Cash, presi- 
dent of the bureau, said a com- 
parison of spot business on 255 sta- 
tions covered in both quarters 
indicates an upward trend, with 
this group of stations showing an 
11.7 percent increase in spot bill- 
ings for the first three months of 
this year, compared with last, 
Spot television attracted 23 
firms into the $1,000,000-or-more 
category during the first quarter 
of this year, compared with 15 - 
last year. . t 3 
Ford Motor Co. was the only : : 
automobile manufacturer listed in 
the Top 100 category, spending an 
estimated $1,168,300 for spot tele- 
vision during the first three months 
of this year. 











PONT a ate ga Ra a 


Detroit Adcraft Elects 


Worth Kramer, general manager 
of Radio Station WJR in Detroit, 
has been elected president of the : P ee 
Adcraft Club of Detroit, replacing , ae | e 
Norman Sharrock, of Campbell- C y ; ee RS 
Ewald Co. ee " . a ‘ 
Other officers elected were John 
E. Nielan, Hearst Advertising 
Service, Inc., representative, first 
vice-president; Edward F. Sulli- es : : ~ 7 
van, account executive with 2s m . : 3 : ¢ ae . "i 
McCann-Erickson ad agency, sec- Pr, ~d a YS . SEKS 4 





ond vice-president; Wendell D. 
Moore, advertising and merchan- 
dising director of Dodge, secretary 
to the board, and Robert G. Mc- 
Kown, assistant to the president of 
D. P. Brother & Co. ad agency, 
treasurer. McKown was reelected. 


> = 7 

Name Change at Chrysler 
Chrysler Corp.’s employe publi- : 

cation, “The Chrysler Magazine,” : a, ee ; z zy Re, ee , 

has taken on a new dress and new P a . , , eit > : 
The publication, a magazine for 















Midas Extends Pact 


Midas, Inc., manufacturers of 
automobile mufflers, has extended| ~ 
its sponsorship of “Paul Harvey! © 
News” on ABC Radio, Monday 
through Friday, to 52 weeks. The 


contract was placed by Bozell &| |] a2) Se a 
Jacobs, Inc., in Chicago. i Ber as 

* *¢ * “a * | | 
ns ae | CTS put 


» An advertising campaign de- 

signed to acquaint the motoring ; : 

public with Tidewater Oil Co.’s new| ~~ Ree = » 

“100-octane-plus” Flying A Super ty 

Extra Gasoline, was launched in ’ es DANA PRODUCTS Serve Many Fields: 

newspapers — the eastern sea- : ransmissions, Universal Joints, Pro- RAILROAD: Transmissions, Universal Joints, Pro- 
Tid “4 . a ; Powr-Lok Differentials, peller Shafts, Generator Drives, Rail Car Drives, 

ae. open me, comaeion Boxes, Power Take-Offs, Pressed Steel Parts, Traction Motor Drives. 

with a newspaper e-page , ches, Frames, Forgings, 

spread, re ee Solaake Aim tw > AGRICULTURE: Universal Joints, Propeller 

vision spots, r = 3 Trans- Shafts, Axles, Power Take-Offs, Power Take- 

sale ae rial and farm and trade » Axles, Off Joints, Clutches, Forgings, Stampings. 
The company will sponsor —_ sm , MARINE: Universal Joints, Prepeller Shafts, 

spots on major radio stations an : Gear Boxes. 

its message will also reach viewers i : ou 

through network station-break Stee! Products Limited, Merritton, Ontario 

commercials on the largest tele- 
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Rate Change Announced 

The Progressive Farmer has an- 
nounced increases in advertising 
rates and in circulation guarantee, 
effective with the January, 1958, 
issue. 

New rates will be $5,975 per black 
and white page. 

The increase of 75 cents per line, 
or $375 per page, is based about 
equally on an increase of 50,000 in 
net paid circulation guarantee to 
1,375,000, and on the steadily rising 
cost of magazine publishing. 

The announcement pledges that 
there will be no further rate adjust- 
ments in 1958. The e has 
a readership of 5,400,000 in 16 
Southern states. 






Affecting Factories and Dealers . . . 


Auto Advertising 


(Continued from Page 60) 


will be telecast in color. Exact dates; responding month last year, an all- 
and times for the shows will be| time high for the magazine, accord- 


announced at a future date. 
ee ¢ ¢ 
Motor Life Revenue Up 
Motor Life magazine, one of 
Petersen Publishing Co.’s three au- 
tomotive publications, will 
76 percent’ increase in odvertiding 


ing to A. M. Benedict, advertising 
director for the publishing firm. 
Advertising figures for July, 1957 
will be 16 pages and 6,755 lines, as 
compared to 8.9 — and 3,738 
a| lines for July, 1956. 
At the same time it was dis- 
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15 percent circulation increase for| National Outdoor Art Competition 
the first three months of 1957, com-| and other “outstanding posters of 
pared to the corresponding period] the year.” 


in 1956. 
+ ™ * 
2 Pick Denman & Baker 


Denman & Baker, Inc., advertis- 
ing agency, Detroit, has been ap- 


* 
GM Renews ‘World’ Series 
General Motors will sponsor 
NBC-TV’s 90-minute Sunday after- 
noon “Wide Wide World” series, 


pointed to handle the atventtiine starring Dave Garroway as host, 


and public relations for Bushings, 
Inc., Royal Oak (Mich.), manufac- 
turer of flexible bearings, and Wil- 
son Auto & Truck Leasing Co., Bir- 
mingham, Mich. 
* * 


AZ 
Poster Annual Published 


Outdoor Advertising, Inc., is now 
distributing its Poster Annual, a 


for July, as compared to the cor-! closed that Motor Life registered a! book containing the winners of the 





to work in the construction industry 


In 1915, 1 million workers produced 5 billion dollars 
worth of new construction. In 1956, 4 million workers 
produced 62 billion dollars worth of new construction 
-++@ 800% increase in productivity per man! 

Mechanization is the answer. Mechanization that 


pushes, pulls and hauls billions of tons of construc- 
tion material with equipment using Dana 








sions, Auxiliaries, Torque Converters, Universa} “ 
Joints and Propeller Shafts, Axles, Power Take-Offs, 
and Frames. 


Dana has furnished power delivery equipment: 
every type of mechanized vehicle since 1904,.J 
there are 10 Dana Corporation plants sty: at 
located in the United States with ex pti 









| Chicago 6, Mi. 










during the 1957-58 television season. 

The series will consist of 20 
hour-and-a-half pro; to be 
telecast every other Sunday af- 
ternoon, 4-5:30 p.m. (e.s.t.), be- — 
ginning Sept, 15. 

Barry Wood, NBC’s director of 
special events, will again be the 
program’s executive producer. 

+. * - 


Ford in Negro Market 


Ford Motor Co. has made its ini- 
tial move into exclusive Negro radio 
advertising through a 30-day con- 
tract signed with station WDIA at 
Memphis. 

Through the nation’s only 50,000 
watt Negro audience medium, lo- 
cated in the heart of the mid-south 
and in a 40 percent Negro metro- 
politan area, Ford’s institutional 
advertising is beamed to almost 
one-tenth of the nation’s entire Ne- 


gro population. 
. * = 


GM Rumor Debunked 


MacManus, John & Adams is 
taking over promotion of Gen- 
eral Motors’ “Wide, Wide World” 
television program this fall, but 
will not replace Kudner Agency 
as GM’s advertising agency. 

A GM spokesman said that all 
institutional advertising except 
“Wide, Wide World” would be 
placed through Kudner, which 
also handles the Buick account. 
MJ@A also services the Pontiac 
and Cadillac accounts. 


. * aa 


Drive While You Wait 

Visitors to MacManus, John & 
Adams, Inc. in Bloomfield Hills, 
Mich., now may test drive a 57 
Pontiac Star Chief Catalina while 
waiting for an appointment or after 
completing their business at the 
advertising agency. 

Idea was the brain child of 
Ernest A. Jones, M, J & A presi- 
dent, and the car was supplied by 
Pontiac. 

* 7” * 
Chicago Survey Completed 

The Consumer Analysis Survey 
of Chicago, made by the Chicago 
Daily News for the second consecu- 
tive year, is now completed. 

Copies of the survey of the 
Greater Chicago area are available 
from the consumer analysis depart- 
ment of the Chicago Daily News, 


Names 

George L. Staudt, formerly direc- 
tor of advertising and merchandis- 
ing for Hudson, has joined Cramer- 
Krasselt Co., Milwaukee advertis- 
ing agency, as an account execu- 
tive. 

Robertson C. Cameron, of Harris- 
burg, Pa., has been elected a vice- 
president of Allied Public Relations 
Associates, New York. Cameron 
will be in charge of the Allied office 
in Harrisburg, where he also has 
his own public relations. business. 

Donald R. Brown has been 
named to the correspondent staff 
of Printers Ink. Brown is a copy- 
writer with Denman & Baker, Inc. 
He succeeds Robert G. Silbar as 
a correspondent of the maga- 

ne. 

Theodore D..O’Hearn has joined 
the appliance division of Motor 
Wheel Corp. as assistant advertis- 
ing manager. Prior to joining Motor 
Wheel, O’Hearn was associated with 
General Motors Corp. and its Cadil- 
lac division for six years in various 
advertising, sales promotion and 
public relations capacities, He re- 
places Max Hosmer, who resigned. 

E. W. Seay has been appointed 
manager of general advertising for 
Westinghouse Electric Corp. He 
joined Westinghouse in 1941 as a 
member.of the company’s graduate 
student training program. He 
joined the sales promotion depart- 
ment in 1948. 


MOTOR ay 
MASTER 
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Sales Manager Explains His System . . 


Product Knowledge Pays Off 


By L. H. Houck 
Staff Correspondent 

SPRINGFIELD, Mo.—In a selling 
bee for Oldsmobile salesmen in this 
district held at Joplin, the first 
three places were won by salesmen 
from Douglas Oldsmobile Co., 
Springfield. 

The bee is similar to a quiz 
show in which questions are 
asked concerning the current 
model Oldsmobile and the sales- 
men are given so many seconds 

to answer. 

The quiz is set up with prelimi- 
naries to eliminate some of the 
contestants unable to contend with 
product knowledge. A sample ques- 
tion to be answered in 30 seconds is: 
“Name the 22 colors and combina- 
tions offered by Oldsmobile.” 

Another sample: “What is stand- 
ard equipment this year on Oldsmo- 
bile that was optional extra-cost 
equipment last year?” 

Back of the win for the three 
Douglas salesmen is Ken Hill, sales 
manager of Douglas, who is an en- 
thusiastic follower of product sell- 


no solvent! no 


ing and uses product knowledge in 
his daily sales meetings. 

Hill said that he sells himself on 
the Oldsmobile 98 he drives to work 
every morning. He thinks about the 
value or advantage of this or that 
feature of the car. When he takes 
over the 8 o’clock sales meeting he 
sells his salesmen. 


Being sold himself makes it a lot 
easier to sell someone else, Hill re- 
ports. 

New salesmen get intensive 
training in product knowledge 
and the routine was amply dem- 
onstrated for effectiveness re- 
cently when he had a new sales- 
man down on Sunday morning 
for a three-hour tour of instruc- 
tion. 

He starts out the product knowl- 
edge routine with a cycle method 
which starts at the rear of the 
car. He and the salesmen went 
around the car for style and color— 
not once, not twice, but many times. 

“The customer may not let you 
go around the cycle as we have out- 
lined the routine to our salesmen 
but, if he will, it makes an effec- 


clamp! 


no reduction inI D.! 





This tube fitting is 


especially designed for 


At last—a tube fitting designed for plastic and rubber 


tubing. It’s simple . . 


. fast ... versatile. Requires no 


solvent, no clamp, no threading. And the new Danco 
tube fitting assures a union as strong as the tube itself. 


If you have a tubing application in mind where you 
think this new tube fitting design can help, 

write today outlining your requirements. 

A free sample is available for your study. 


Ramee 


fv--------- 





GENTLEMEN: Please send 


DANIELSON MANUFACTURING COMPANY a 
A SUBSIDIARY OF NICHOLSON FILE CO. 


©) Free descriptive specification sheet 
© Your representative to supply free sample 





YOUR APPLICATION N PLASTIC OR RUBBER ‘TUBING®... pniiskationsiotsctismebicenndetinaas 





DANIELSON, CONNECTICUT 


tive presentation. If he won’t, the 
salesman can start the cycle at any 
point in which he can get the cus- 
tomer started,” Hill said. 


Briefly, the sales cycle goes 
around the car on the outside start- 
ing at the right rear. The next step 
is the engine and then the sales 
routine goes inside the car. 


After three hours of instruction, 
the new salesman used the ap- 
proach on the first person who 
came in Monday morning and 
made a sale. 


This was the first time a sale was 
made so quickly and perhaps he 
might have been sold anyway but 
it certainly made an impression on 
the new salesmen. 

One of the troubles in selling, ac- 
cording to Hill, arises when the firm 
hires salesmen who are accustomed 
to selling cars at lower prices. 

“Our cheapest car is about $4,000,” 
Hill said, “and I always try to sell 
the highest-priced model since it 
can often be sold with the same 
effort that would be expended en a 
cheaper model, 

“When we have salesmen who are 
accustomed to closing at $2,500, they 
are scared to death when they have 
to tell the customer that the car 
sells for about $4,000. 

“But we show them that the 
price of any article must be justi- 
fied by its value—what it has in 
it—and to justify price you must 
know what's in it—or have train- 
ing in -preduct knowledge,” Hill 
continued. 

“Once they get the knack of jus- 
tifying the price by what they 
know about the features of the 

automobile they are selling, then 
the price becomes only a secondary 
obstacle. 

“Without thorough product 
knowledge,” Hill said, “it would be 
difficult to justify the price of any 
present day modern automobile. But 
people are accustomed to the price 
of autos and the two major pur- 
chases made by most individuals 
today are a home and a car. 

“So we stress the fact that the 
individual who is contemplating the 
purchase of a car should buy what 


he wants, what he needs and what is’ 


needed to support his position in 
the city, rather than compromise 
on price.” 

m who approach these 
problems in this manner lose 
their terror of quoting the price 
and are able to sell without 
apology or the trite saying: “All 
cars are too high.” 

Instead they are more likely to 
tell the customer who complains 
about the price: 

“You get what you pay for and 
in this car you have such features 
as ... which make it a better buy 
but make it a more costly car to 
build.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 









Dealers Elect Officers— 


New officers of the Twin City New Car Dealers Assn., Benton Harbor, Mich., inch 
(standing, from left) Lovis Schroeder, executive committeeman; W. L. Klum, vi« 
president; Ray Shank, president; Harold Karsen, executive committeeman, Charles F 
land, treasurer, and Mary Lou Ross (seated) secretary. 


Edsel Dealer Is Confident 


New Yorker Holds No ‘Get-Rich-Quick’ Illusions 
But Feels He Can Make Money 


NEW YORK.—“I'm not entering! car operation just as soon as t 
this new dealership under any ‘get | dealership opens. 
rich quick’ illusions,” according to| “This will be extremely imp 
a dealer who said he had signed|tant to me, particularly in t! 
an Edsel franchise. beginning, but then as the n 
“But I feel extremely confident | product begins to receive pub 
that handled properly, this fran- | acceptance, I am going to have 
chise will make money, and nice | well operated used-car departme 
money. I certainly must say that (that is going to pay extra di 
if factory research, know-how | dends,” he said. 
and handling mean anything this | This dealer insists that no ne 
franchise will begin to pay off | car dealership today can exist lo 
almost immediately. profitably without a money-maki 
“I have never seen anything han-| used-car department. 
died so well, nor done on such &! One of his greatest difficulti 
fair basis as this.” |he admitted, would be establishi 
The dealer, who requested ano-|4 service department that could 
nymity, went on to explain that the | },,+, profitable and fully operal 
factory, through its research de-| simost as soon as it is opened. 
partments, had come up with facts “After all, ’'m going to be in 
and figures which substantiate the) ,ituation where I have no pa. 
kind of market his new area is! new-car ownership on which { 
located in. In his discussions with) 444 for my service operation,” } 
said. 





dealers now in the area he has con- 
firmed the fact of population shifts, 
and changing market potential, 
which factory research indicates, | 
he said. 


This dealer said there were s 
eral ways to keep his service < 
partment busy, and he wasn’t st 


12 h 
“Those boys have all kinds of | Just Lang he would attack the om 


data and reference sheets from) 
which they can take their informa- | Gus sclution ho mentions’ 5 
|to open with a large body a 
tion. And I am certain that their| paint department, properly p! 
information is correct after my dis- | moted 
cussions around this area. , a 
“Furthermore, I think they are| ° 
correct in the projections they are| Burglars Take Titles 
making for my first year’s volume... CLEARWATER, Fla—For a di 
They are being extremely realistic| Frank T. White, Frank T. Whi 
and I should have no trouble reach-|Inc. (Pontiac), found his busin 
ing that potential with a leeway of|in chaos after burglars carr 
10 percent.” |away a safe containing car titl 
The dealer said setting up the loan data and other material | 
new dealership and merchandis- | lating to $100,000 worth of auton 
ing the new product would not | biles. Police found the safe a 
be an easy o nm. | recovered the nonnegotiable pap 
He admitted that it will be neces-| and checks. Loss of $540 in cé 
sary to have a fully profitable used- | was reported. 











National Buick Dealers Council— 
J. Saxton Lloyd, Daytona Beach, Fia., and E. Peerce Lake, Cleveland, have been elected chairman and secretary, respectivé 


of the 1957 National Buick Dealers Council. The election was part of business session held by the council, 
officials in Detroit for a discussion of retail phases of the automotive industry. 


meeting with Bu 
From left are Ray Darwin, Albuquerque, N. 


William D. Smythe, Rome, N. Y.; S. E. Kossman, Cleveland, Miss.; Lloyd; Walter W. Stillman, Englewood, N. J.; Harry H. La 
jr., Dallas; Jerry B. Nash, retiring executive assistant to the dealer relations general manager; F. W. Berndt, Milwaukee; Jc 
G. Davies, who is succeeding Nash; George W. Vaughan, Los Angeles; Edward T. Ragsdale, Buick general manager; Lake; Mai 
H. Bury, Philadelphia; C. E. Childers, Chicago; Fred J. Fletcher, San Jose, Calif., and Albert H. Belfie, Buick's general sales m 
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'Don’t Fire Till Credit’s In... 


Reveille in Showrooms 


ROLLA, Mo. — How is the best 
w to sell soldiers and airmen? 
n they be handled without head- 
hes? Are all Army deals destined 
turn sour? 

The answer is that these men 
n be most profitable customers 
if they are approached with the 
ight understanding, according to 
L. Klinefelter (Ford). 
He said it was important to real- 
that the 40,000 soldiers at Fort 
pnard Wood were made up of all 
ds of people such as would be 
und in any town of that size. 
ere are many with money in 
bank, some are members of 
thy families, others are of the 
edium class and there always are 
meme who are out-and-out crooks. 
One thing that must be consid- 
d, Klinefelter said, is that the 
mayer from an army camp has no 
ty to dealers in the post trad- 
area and thus usually is a vet- 
n shopper. What loyalties he 
have are tied to his home 
usually in some other state. 
Klinefelters policy is to set the 
ini deal below which the 
yer is left to walk out. Credit 
be checked through the 


rysler Officials 
xe Sales Holding 


t Present Pace 


RICHMOND, Va.—Chrysler di- 
sales executives who are 
ducting a series of dealer meet- 
i throughout the UV. S. find busi- 
activity has been on the 
ng and indications are that 
tivity will con- 
at the pres- 


pace. 
“This estimate is 
tked partly by 
e fact that 
rysier and Im- 
sales were 
252 percent 
April, 1957, 
April, 1956,” 
ports E. C. 
inn, president. 
“So far this 


E. C. Quinn 


according to an R. L. Polk 


finance company in one day on 
any soldier and he refuses to take 
shaky credit. 

Soldiers are not easily qualified, 
according to Klinefelter, Since they 


Cincinnati Dealers 


Slate 58 Show 


CINCINNATI.—The trustees of 
the Cincinnati Automobile Dealers 
Assn. have voted to stage another 
cooperative auto show in 1958. They 
said the decision was based on the 
“enthusiastic public reception of 
the 1957 event.” 

The 1958 show is scheduled for 
Jan, 18-26 in the North and South 
Wings of the Music Hall. 

The nine-day show will include 
two Saturdays and two Sundays 
which, the committee feels, affords 
some insurance against bad 
weather, Last year’s show was a 
six-day affair. 


look alike and have the same voca- 
tion, the only way to qualify them 
is to get a name on an order and 
send it out for credit checking, said 
Klinefelter. 


Because of this, he advocates a 
policy of being friendly and trying 
to sell all soldiers, because most of 
them have good credit, a consider- 
able number pay cash and virtually 
all own automobiles. 

A few reckless drivers and the 
publicity given their Saturday night 
highway wrecks gives the whole 
outfit a black eye, according to 
Klinefelter, which might lead a 
dealer to jump to the conclusion 
that he didn’t want any army busi- 
ness. 

Every effort is made by Kline- 
felter to see that his company 
does not get a bad reputation 
with army personnel. All mem- 
bers of the armed forces are 
given special and preferential 
treatment which keeps prospec- 
tive car buyers coming in to buy. 
In Sedalia, Mo., H. Mike O’Con- 

nor (Chevrolet-Buick) has a spe- 
cially trained salesman to handle 
sales made by Air Force personnel 
at a nearby base. 

He has found that a salesman 
who has been in the Air Force, 
knows the language, can make 


For 


Ride a Test Track 


Ford Rotunda Features 
‘Proving Ground’ 

DEARBORN.—Visitors to the 
Ford Rotunda this summer will be 
able to experience some of the 
thrills of a ride on an automobile 
test track. 

A miniature proving ground, com- 
plete with a one-mile circuit of 
motoring hazards built to simulate 
a real testing area, will be opened 
about June 15, Twelve cars, piloted 
by company drivers, will take visi- 
tors around the track. 

Planned as a means of showing, 
un a small scale, how cars are 
jolted, twisted and shaken in actual 
test runs, the small proving ground 
will be operated in conjunction with 
the Rotunda summer show, “A Car 
Is Born.” The indoor phase of the 
show is built around an engineering 
and styling theme. 


more and better deals. O’Connor 
put a veteran to work in this cate- 
gory about a year ago and he said 
results have been impressive. 

In Leavenworth, Kans., dealers 
find an entirely different problem, 
since most prospective buyers are 
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commissioned officers. These young 
officers usually have a wife and at 
least a couple of children and fre- 
quently are transferred from post 


to post. 

A station wagon is their most 
popular mode of travel because 
they can move most of their be- 
longings and the kids wheel good 
in a station wagon. 

So, the most popular deal is the 
trade of an old station wagon for 
a new one. The result is that 
dealers in that area, usually are 
hard-pressed for station wagons. 
Another attractive feature of this 
business is that Army officers 
have to keep their standing good 
so credit is never much of a prob- 
lem. 

Dealers who know say: “Don’t let 
a few bad boys and Saturday night 
car wreckers spoil your prospects 
for some good business with the 
Army boys because most of them 
are all right. Set up a minimum 
price and stay with it. The thou- 
sands that an Army base adds to 
area population can mean hundreds 
of new and used-car sales for an 
alert dealer.” 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


rr 


Best Performance in 


Continental 
Mark IT 


ey, Chrysler division products 
accounted for 20.2 percent of 
ry sales in price groups three 
four against 15.4 percent for 
same period of 1956.” 
Another factor influencing the 
ook is the increase in demand 
prestige cars, Quinn said. Sales 
ns in this market area are being 
by Imperial, which is up 321 
cent in sales for the month over 
pril, 1956, a surge that brought 
nperial from 18th place in sales in 
to 15th place in 1957, he 
aided. 


ENGINES 


oonan to Direct 


Villys’ New Zone 


TOLEDO.—The establishment of 
mew Denver zone sales and ware- 
puse headquarters which will 
serve Jeep dealers 
in an eight-state 
area was an- 
nounced today by 
C. A. Watson, vice 
president of 
Willys Sales Corp. 
The zone organi- 
zation will occupy 
an office and 
warehouse build- 
ing now nearing 
completion in the 
new Mile High 


‘eases 


| 
, at 


CONTINENTAL—one of the leading cus- 
tom manufacturers selects and distributes 


Perfect Circle chrome rings for authorized 


P. J. Noonan 


dustrial area. 

Manager of the zone, which will 
Berve 127 dealers, will be P. J. 

oonan, who has been Willys as- 

t zone manager in Los An- 
With Willys since 19650, 

conan previously served as a 
istrict manager in the Detroit 
Zone and in the Willys dealer de- 
velopment department. 

Edward Bruggemeyer, who has 
'been parts and service manager of 
the Dallas zone, will be in charge 
of parts and service in the new 
zone, and Earl J. Stechschulte, who 
has been with the sales distribution 
department at the Toledo factory 
for many years, will be office man- 
ager. 


replacement service 


PERFECT CIRCLE 


2-in-1 CHROME PISTON RINGS... ine standard of comparison 











NEW YORK STi ATERS What's New... 5 Must 


PREFER 


MIDLAND TIME PLAN 
FINANCING... 





. . . because it’s a “home town” deal for them and they know all 
about it and about the folks who provide it — the people at their 
local Marine Midland bank. Yes, the Marine Midland banks 
across New York State tell the communities they serve all about 
its advantages through consistent, persuasive advertising. You, 
Mr. Dealer, can benefit from this consumer preference . . . inquire 
at your local Marine Midland Bank. 





Financing is available to New York State Dealers 
through Marine Midland Banks in 77 communities 


the new under-dash 


AUTO AIR CONDITIONE 


In Parts and Accessory Distribution 





Black & Decker Opens 


Branch in Washington 


WASHINGTON. — Black & 
Decker Mfg. Co. has opened a 
factory service and sales branch 
here at 2353 Rhode Island Ave., 
N. E. It also will serve Black & 
Decker users in the adjacent 
areas of Maryland, Virginia, and 
West Virginia. 

William W. Adams, formerly a 
repairman in the Baltimore 
branch, has been appointed branch 
service manager. The new outlet 
is under the overall supervision of 
R. A. Wernsdorfer, northeastern 
regional service manager. 

+ 


Caster to Represent 


Dill Mfg. in South 


CLEVELAND. — Paul M, Caster 
has been appointed sales repre- 
sentative for the southern territory 
by Dill Mfg. Co. He replaces Rush 
Allen who has been transferred to 
the company’s eastern territory. 
Caster’s territory will consist of 
Alabama, Kentucky, Louisiana, Mis- 
sissippi and the middle and western 
portions of Tennessee. 
= = > 


New Snyder Warehouse 


PHILADELPHIA. — Snyder Mfg. 
| Co. has opened a warehouse at 150 
Howell, Dallas. It is Snyder's ninth 
| regional warehouse and was estab- 
lished to provide overnight service 
|to customers in Texas, Oklahoma, 
Arkansas and Louisiana. 


62 New Members 
Listed by MEWA 


The Motor and Equipment 
Wholesalers Assn. announced the 
addition of 62 new members, as 
follows: 

Auto Ignition & Parts Co., Cam- 
den, N. J.; Automotive Co., Annis- 
ton, Ala.; Automotive Supplies 
Inc., Newark, O.; Boland Ignition 
Co., Cleveland; Boston Speedom- 
eter Service Co., Boston; Broyles 
Rubber Oil Co., Greeneville, Tenn.; 





Burnett Auto Parts Co, St. | 


Joseph, Mo. 
E. H. Burrell Automotive Elec- 
tric, Salem, Ore.; Clackamas Auto 


refrigerated 


The customer and the coils won't give you the big freeze 


once you install the ‘57 MOBILETTE. Now . . . with t 


he 


exclusive Mobil-D-icer . . . you electrically-automatically 
control the clutch, meaning even coil temperature and 


maximum cooling always! 


OTHER MOBILETTE 
ie ead 


fans 


sleek 


standardized 


Push-button Controls low haat at tal 


case —two 2-speed pressed mounts 


FEATURE - FIRSTS 


cooling 


WRITE OR WIRE FOR ILLUSTRATED BROCHURE AND COMPLETE PRICE INFORMATION 


MOBIL-AIRE MANUFACTURING COMPANY 


BOX 122 





DENISON, TEXAS 


Parts Co., Oregon City, Ore.; Car 
Parts, Inc., St, Louis; Century Tire 
Co, of Indiana Inc., Indianapolis; 
Cliett Auto Parts, West Point, Miss.; 
Clough Auto Parts, Storm Lake, Ia.; 
Collins & Leary, Inc., Bridgeport, 
Conn, 


Corvallis Auto Parts, Co., Corval- 
lis, Ore.; John S, Cox & Son, Terre 
Haute, Ind.; Davison Auto Parts, 
McMinnville, Ore.; Dixie Auto Parts 
Co., Mobile, Ala.; Eureka Automo- 
tive Supply, Inc., Eureka, Calif.; 
Frazier Supply Co., Union City, 
Ind.; Gilan Auto Supply, Fort 
Myers, Fla. 

Girton Auto Parts, Inc., Win- 
chester, Ind.; Globe Auto Supply, 
North Sacramento, Calif.; Grady 
Auto Parts, Gate City, Va.; Gulf 
Motor Parts, Inc., Gulport, Miss.; 
Ferd Hack Auto Supply Co., 
Logan, O.; Hanna-Gray Co., Fort 
oa Ark.; Hapco, Inc., Sumter, 


Harry’s Auto Parts Co., Rome, 
Ga.; Hibbard & Rodgers, Pasadena, 
Calif.; Huletz Electric Co., Seattle; 
Huntington, Battery & Supply Co., 
Inc., Huntington, W. Va.; Iowa 
Falls Motor Supply, Iowa Falls, Ia; 
Irving Auto Supply, San Francisco; 
Lampo Auto Supply, Neosho, Mo. 

Marietta Ignition Service Station, 
Marietta, O.; Masco Auto Parts, 
McAllen, Tex.; Paul McRae Co., 
Van Nuys, Calif.; Mill Valley Auto 
Parts, Mill Valley, Calif.; John 
Miles Miller Co., Blytheville, Ark.; 
Motor Rim Manufacturers Co., 
Cleveland; Motor Supply Co., Inc., 
Columbia, S. C. 

Parts Service Co., Nashville; Parts 
| Service Co., Inc., Montgomery, Ala.; 
Philadelphia Wholesale Distribu- 
tors, Inc., Philadelphia; Quality 
| Auto Parts, Lancaster, O.; Rouggly | 
& Roth Co. Crystal City, Mo.; 
| Salem Auto Parts Co., Salem, Ore.; 
Service Supply Co., Carrollton, Ga. 

Southern Auto Supply, Bakers- 
field, Calif.; Standard Auto Equip- 
ment Co., Stamford, Conn.; Stand- 
ard Auto Parts, San Luis Obispo, 
Calif.; Standard Parts Co., Inc., 
Ocala, Fla.; Sweet Service Co., 
Monterey, Calif.; Sweet Service 
Co., Watsonville, Calif.; Tanner 
Auto Parts, Fort Myers, Fla. | 

Thomsen Auto Supply, Grand 
|Island, Neb.; John A. Van Gen- 
| deren, Paterson, N. J.; W & S Auto 





Parts, Marietta, O.; West Side Igni-| detached or which has been inad- 
tion Service, Inc., Chicago; Wolford ' 


NEW HAVEN, Conn.—Flexibility 
is the key to selling capitalism to 
| the rest of the world, a panel study- 
|}ing competing economic systems 
| has decided. 


| 


| leaders, an editor and professors 
here last November to ponder 
economic system which exist 


abroad. 
The findings of the group are 





cannot be duplicated in its entirety 
elsewhere “and it would be pater- 
nalism for us to act as if it could 
be.” 

“Therefore,” the panel felt, “we 


Spring Firms Eye 


Air Suspension 


BUFFALO. — Manufacturers of 
automobile springs are reported 
concerned about the current inter- 
est in rubber air-suspension sys- 
tems for cars. Spring producers are 
looking about for other lines or in- 
vestigating the air spring field. 

An executive of Spring Perch in 
Lackawanna, N. Y., which makes 
springs for the auto industry, says 
the company is “very conscious of 
the problem.” It is mvestigating 
other lines to offset what it expects 
to lose to the air spring makers. 

The local plant will lose spring 
orders for one auto producer turn- 
ing to air suspension on ’58 models, 


In Selling Capitalism . . 


Flexibility Is Termed Vital 


The panel of business and labor | 
assembled at Yale University | 


how the U. S. could correct mis- | 
conceptions about the American | 


included in a booklet just issued. | 
The panel saw that the American | 


Machine Co., Portsmouth, O.; North 
Shore Auto Parts Co., Glen Cove, 
N. Y. 


* * * 


ment 
W holesalers-Jobbers Merger case.” 
Th 
Approved by MEW A Leaves 
CHICAGO.—The Motor & Equip- | g tax 
ment Wholesalers Assn. has com- |g dis 
mended the merger of the Califor- | share! 
nia Automotive Wholesalers Assn, Me 
and the Automotive Jobbers Busi-. ser 
ness Assn. du F 
B. W. Ruark, MEWA general | tribu 
manager, sent congratulatory mes. | stock 
sage saying: “We think this is q ]| full 
good move.” Wh 
= * this I 
Accessories Show Plans wn 
Longer Exhibit Hours of co 
CHICAGO, — The 31st annual Supre 
exposition of the Automotive Ac- are & 
cessories Manufacturers of malit: 
America will be held here Feb. rehea 
3-5 at Navy Pier. but t 

Plans call for an extra hour of 
show time daily. The exposition Hi 
will open at 9 a.m. and close at de 
6 p.m., one hour later than in obser 
previous shows. relati 
* * that 
recel’ 
3 Name Sales Agency eed 
NEW YORK.— ‘Stanley F. Fur- § tome 
ness Associates, New York, has Th 
been named national sales _ repre- futur 
sentative for Ben Haber, Inc., Eric § Pont 
Wedemeyer, Inc., and Steel Craft J thr: 
Tool and Manufacturing Co., all of ships 
New York. dustr 
* cd + 0 

. * 

Windshield Glass a 
° Chr 
Gets Identity Ju: 
Pont 
Etched on Surface | ing 
PHILADELPHIA. — Pittsburgh 4 
Plate Glass Co, has started to sand- Du 
blast the NAGS number of each steac 
replacement windshield directly relat 
under the trademark. boos 
PPG said the practice was put such 
into effect at the request of several stri 
members of the National Auto & Ducc 
Flat Glass Dealers Assn, pelle 


This method of identification, 
PPG said, will prevent the task of 
properly identifying a windshield 
from which the label has become 



















vertently mislabeled. 





must strive to present our system 
with clarity and in terms which 
will show how others may avail 
themselves of parts of it for use 
that will vary in every instance.” 

Panel members said Russian 
Communists “made a great error 

in refusing to let other peoples 

come to socialism in their own 
way. 

“We must be more flexible than 
the Russians by recognizing that 
| peoples of other countries can come 
capitalism in their own 



















THE FIRST 


‘““NEW LOOK” 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb, You 
get attention with Myrlo products, 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 











orth 
“ove, 


uip- 
‘om- 
for- 
Ssn, 


usi- 4 


eral 
nes- 


Le 
ab. 


of 
on 
at 


ur- 
1as 
re- 
ric 


AUTOMOTIVE NEWS, JUNE 10, 1957 





Must Sell GM Stock... 





DuPont Ruling Widens 
U.S. Antitrust Rule 


(Continued from Page 2) 


ment to fit the exigencies of the 
case.” 

These “exigencies,” many ob- 
servers felt, might mitigate against 
a tax-expensive stock dumping or 
a distribution spinoff to du Pont 
shareholders. 

Moreover, the Internal Revenue 
Service reportedly has advised 
du Pont in the past that any dis- 
tribution of GM shares to du Pont 
stockholders would be subject to 
full tax assessments. 

Whether the IRS would hold to 
this policy in the event of a court- 
ordered distribution is uncertain. 

Whatever Judge La Buy decides, 
of course, could be appealed to the 
Supreme Court. Du Pont and GM 
are expected to go through the for- 
mality of asking the Court for a 
rehearing of last week’s decision, 
put this seldom is granted. 

* * + 

_ precedent established by the 

decision is far-reaching enough, 
observers said, to embrace similar 
relationships where it can be shown 
that a supplier either expected or 
received considerable business 
through acquisition of a cus- 
tomer’s stock. 

The decision not only tabooed 
future stock purchases of the du 
Pont-GM type, but also posed a 
threat at long-standing relation- 
ships of a similar nature in all in- 
dustries. 

Officers of several Chrysler 
Corp. suppliers, for example, are 
known to own large quantities of 
Chrysler shares. 

Justice Brennan found that du 
Pont did not achieve a “command- 
ing position” as a GM _ supplier 
until it bought a sizable block of 
GM stock in 1917, 

Du Pont’s sales to GM grew 
steadily from that date, the judge 
related. He noted that GM had 
boosted its market penetration to 
such a point by 1947 that it out- 
stripped du Pont’s capacity on 
Duco car finishes and was com- 
pelled to seek other suppliers. 

+. ” 7” 


‘Blaze at Any Time’ 


7 ae fact that GM gives much 
business to competitors of du 
Pont and that both GM and du 
Pont seek to produce superior prod- 
ucts is of no relevance to the cen- 
tral fact of their relationship, Jus- 
tice Brennan said. . 

“The fire that was kindled in 
1917 continues to smolder,” he said. 
“It burned briskly to forge the ties 
that bind the General Motors mar- 
ket to du Pont, and if it has quieted 
down, it remains hot and from past 
performance, is likely at any time 
to blaze and make the fusion com- 

plete.” 

Justice Brennan said the Gov- 
ernment’s case, which was started 
in 1949, was not weakened by the 
“honest conviction” on the part 
of GM and du Pont executives 
that they were not prejudicing du 
Pont’s competitors and were act- 
ing in their companies’ best in- 
terests. 

“The fact that sticks out in this 
voluminous record,” he said, “is 

that the bulk of du Pont’s produc- 
tion has always supplied the largest 
part of the requirements of the one 
customer in the automobile in- 
dustry connected to du Pont by a 
stock interest. 

“The inference is overwhelming 
that du Pont’s commanding posi- 
tion was promoted by its stock in- 
terest and was not gained solely on 
competitive merit.” 

* * ¢ 

STICE BRENNAN noted that 

GM’s total purchases of du Pont 
products amounted to $26,628,274 in 
1947, of which 71 percent repre- 
sented finishes. This amount pro- 
vided for 68 percent of GM’s 
aoee requirements in 1947, he 


GM was the largest account of 
du Pont’s fabrics division in 1948, 
spending $3,700,000, the justice said. 
He said du Pont supplied 52.3 per- 
cent of GM’s fabrics requirements 
in 1946 and 38.5 percent in 1947. 

“Competitors,” Justice Bren- 
nan said, “did obtain higher per- 
centages of General Motors 





business in later years (after 
1926), although never high 
enough at any time substantially 
to affect the dollar amount of du 
Pont’s sales.” 

The Court denied a du Pont mo- 
tion to relieve Christiana Securities 
Co., and Delaware Realty and In- 
vestment Co. from the case as co- 
defendants. They are du Pont 
family holding companies. 

In appealing the case from Judge 
La Buy’s dismissal of the original 
indictment, the Government 
dropped U. S. Rubber, members of 
the du Pont family and Wilming- 
ton Trust Co. as defendants. 

a” = = 


Vigorous Dissent 


r A lengthy and vigorous dissent, 
Justice Harold H. Burton 
warned that the majority’s deci- 
sion has exposed “a sleeping giant.” 
He referred to Section 7 of the 
Clayton Act, on which the indict- 
ment was based. 

“Every corporation which has 
acquired a stock interest in another 
corporation after the enactment of 
the Clayton Act in 1914, and which 
has had extensive dealing with that 
corporation, is exposed, retroac- 
tively, to the bite of the newly dis- 
covered teeth of Section 7,” Justice 
Burton said. 

The dissenting justice con- 
tended that Section 7 should not 
be applied to a vertical acquisi- 
tion and that the facts of the 
du Pont-GM relationship do not 
justify a trust conviction. 

Amplifying his vertical-acquisi- 
tion point, Justice Burton said Sec- 
tion 7 of the Clayton Act never 
previously had been applied to 
stock acquisitions in one company 
by another company not in the 
same line. 

He also maintained that the court 
majority erred in giving more em- 
phasis to when the Government 
brought its suit instead of when du 
Pont acquired the stock. 

“The result is,” he stated, “to 
subject a good-faith stock acqui- 
sition, lawful when made, to the 
hazard that the continued holding 
of the stock may make the acqui- 
sition illegal through unforeseen 
developments.” 

* ” > 

OTING that each of GM's 30 

operating divisions does its own 
purchasing, Justice Burton said 
that du Pont purchases by GM 
units “have fluctuated greatly in 
response to price, quality, service 
and other competitive considera- 
tions.” 

Oldsmobile, he said, is the only 
division which buys antifreeze from 
du Pont and one of the two car 
divisions which does not use Duco 
finish. 

Buick alone buys du Pont motor 
enamel and Cadillac alone uses du 





Pont’s copper electroplating, he 
added. 

“Thus,” the justice concluded, 
“the alleged nefarious influence 
arising from du Pont’s stock in- 
terest apparently affects the Olds- 
mobile antifreeze buyer, but not 
the Oldsmobile paint buyer; the 
paint buyers at Chevrolet, Buick 
and Pontiac; but not the antifreeze 
or electroplating buyers; 
electroplating buyer at Cadillac, 
but not the Cadillac paint buyer.” 


* * + 


No Luck with Fisher 


STICE BURTON pointed out 
that while du Pont does sell 
substantial amounts of automotive 


undercoats to Chevrolet and Buick, | 


“it has failed, despite continuous 
jo efforts, to change the prefer- 
ence of Fisher Body, the largest 


purchaser of undercoats, for a com-| 


petitor’s undercoat.” 


“The successes and failures of | 
other du Pont finish products at} 


various General Motors divisions,” 
he argued, “emphasize the inde- 
pendent buying of each division and 
negate the notion that influence 
or coercion is responsible for what 
| purchases do occur.” 


| With respect to du Pont fabric 
sales, Justice Burton agreed with 
Judge La Buy that the supplier 
has remained GM’s principal 
source “through its early leader- 
ship in the field and by concen- 
trating upon satisfactorily meet- 
ing General Motors’ changing re- 
quirements as to quality, service 
and delivery.” 

Justice Burton discussed other 
products furnished by du Pont to 
GM in varying quantities—plastics, 
brake fluid, case hardening ma- 
terials, electroplating materials, 
safety glass and synthetic rubber 
and rubber chemicals. He made the 
following points: 


GM, instead of purchasing brake | 


fluid and safety glass from du Pont, 
“embarked, during the 1930s, on its 
own production of these substantial 
items.” 

GM has purchased less than half 
of its requirements of caseharden- 
ing materials from du Pont, while 
other manufacturers have pur- 
chased amounts larger in propor- 
tion and quantity. 


* * > | 


Y Cadillac has used the du 

Pont electroplating process ex- 

clusively, while Oldsmobile and 

Pontiac have used it occasionally 

and Buick and Chevrolet never ex- 
cept for brief periods. 

Chrysler and Ford have used 
Neoprene, a du Pont synthetic- 
rubber development, more than GM. 

Du Pont’s adhesive for brake 
linings is used by Chrysler, which 
helped develop it, but shunned by 
GM for a more expensive type of 
synthetic rubber. 

Justice Burton said that du 
Pont’s sales to Ford and Chrysler 

have declined proportionately 
since 1930 largely because Ford 
has chosen to make most of its 
own paints and fabrics and be- 
cause Chrysler “has followed the 
policy of selecting a single sup- 
plier to whom it can be the most 
important customer.” 

Referring again to the fact that 
the Government sued du Pont 30 
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Boon Seen for Auto Air Conditioning— 


Use of auto air conditioners is expected to grow between now and 1962 but the 
boom will bring some problems, two Humble Oil engineers told the Society of Auto- 
motive Engineers’ summer meeting. The curve at left and the figures on the left side 
of the chart show the expected number of air conditioning units in 1962 — two 
million. The figures and curve to the right indicate that 10 percent of all cars will 


be air conditioned by 1962. 


and the|’ 





‘Dealers Honor Wecker— 


George H. Hogan sr., right, Toronto, 
presents a wristwatch to W. A. Wecker on 
behalf of General Motors dealers who 
gathered in Toronto for a testimonial 
dinner to honor Wecker on his recent 
retirement as president of General Motors 
of Canada. An illuminated plaque also 
was presented to Wecker by Dan Mclean, 
a dealer in Vancouver, B. C. 


years after it bought into GM, Jus- 
tice Burton declared: 

“If no actual restraint has oc- 
curred during this long period, the 
probability of a restraint in the fu- 
ture is indeed slight. 

“Especially is this so when the 
only change in recent years has 
been in the direction of diminishing 
du Pont’s participation in GM af- 
fairs.” 
| »  s 
|Court’s Division 

GREEING in the majority 

opinion with Justice Brennan 
were Chief Justic Earl Warren and 
Justices Hugo L. Black and Wil- 
| liam O. Douglas. 

Justice Burton’s dissent was con- 
curred in by Justice Felix Frank- 
furter. 

Justice Tom C. Clark disqualified 
|himself because he had been At- 
torney General when the case was 
first brought. Justice John Mar- 
|} shall Harlan also took no part 
| because he had acted as an attor-| 
|mey representing du Pont. Justice) 
| 


* 





DETROIT.—Manufacturers again 
reported sales increases last week. 
Here is what some of them said: 


Rambler 


American Motors announced 
Thursday that Rambler retail sales 
set a new alltime record in May. 
The May sales total was given as 
9,961 Ramblers, 7 percent above the 
previous record of 9,310 set in May, | 
1955. Rambler sales in May were 23 
percent above April and 31 percent 
above May, 1956. 

AMC also said that 1,154 Metro- 
politans were sold at retail last 
month, compared to 745 in May, 
1956. 

. . a 
DeSoto 


J. B. Wagstaff, sales vice-presi- 
dent of DeSoto, has reported that 
the company’s market penetration 
has risen 9 percent during this 
model year and appears to be on 
the rise. 

Addressing the DeSoto dealers 
from Wayne, Oakland and Macomb 
counties in Michigan, Wagstaff sa- 
luted them for increasing their 
DeSoto registrations by 44 percent 
in the first four months of 1957 
over the same period last year. 

He said that last year DeSoto was 
one of five auto makes to increase 
its share of the market. 

> 





Imperial 

Imperial dealers delivered 3,500 
cars during May, compared with 
743 in the corresponding month a 
year ago, according to E. C. Quinn, 
Chrysler division president, 

Five-month sales, he said, to- 
talled 16,801 against 4,684 in 1956. 

Quinn added that sales of 1957- 
model Imperials already have 
topped sales of all 1955 and 1956 


models combined. 
o . - 


Cadillac 


Retail delivery of 13,829 new Cad- 
illacs during May established all- 
time sales records for the division, 
according to James M. Roche, gen- 
eral manager. 

Roche said that record May sales 


Alltime Peak for Rambler .. . 
Factory Sales Reports 
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Charles E. Whittaker was not on 
the court when the case was ar- 
gued. 

The lineup of justices in the 
final voting by the Supreme 
Court held a touch of irony for 
business-executive supporters of 
the Eisenhower administrations. 
Justice Brennan and Chief Jus- 

tice Warren, who made up half 
of the majority, were Eisenhower 
appointees. Justice Burton, author 
of the dissent, was named to the 
court by President Truman and the 
other dissenter, Justice Frankfur- 


ter, by President Roosevelt. 
* * * 


U. S. in ‘Long Retreat,’ 


Greenewalt States 


WILMINGTON, Del. — Du Pont 
President Crawford H. Greenewalt 
said last week that the Govern- 
ment’s position before the Supreme 
Court “represented a long retreat 
from the sweeping charges in the 
complaint initially filed by the an- 
titrust- division.” 

Greenewalt, a du Pont son-in-law, 
said the Government had accepted 
on appeal the defendants’ claim 
that no conspiracy existed between 
du Pont and GM to restrict trade 
between the two companies. 

In the original complaint, 
Greenewalt noted, more than 100 
members of the du Pont family 
were named as defendants. These 
were dropped from the case sub- 
sequently, he observed. 

Greenewalt conceded, however, 
that he was “naturally disap- 
pointed” by the Supreme Court’s 
opinion. 

The GM board, by coincidence, 
was meeting in New York the same 
day the court handed down its de- 
cision. The board reelected all offi- 
cers but authorized no comment on 
the case. 

The four “du Pont men” on 
GM’s board are as follows: Walter 
S. Carpenter jr., chairman of the 
du Pont Co. board and former com- 
pany president; Lammot du P. 
Copeland, vice-president and chair- 
man of the du Pont Co. finance 
committee; Emile F. du Pont, di- 
rector of du Pont Co. employe re- 
lations, and Henry B. du Pont, vice- 
president of du Pont Co. 






also pushed retail sales for the first 
five months of 1957 to 69,701—the 
highest total ever achieved by Cad- 
illac for a similar period. 

Cadillac sales of 13,829 for May 
surpassed by 245 units the total of 
13,584 reached in May a year ago. 
The five-months’ total for 1957 is 
1,132 over the total of 68,569 reached 
for the same period in 1956. 

= = * 


Pontiac 


Pontiac sales of 12,760 new cars 
in the last 10 days of May were the 
highest for any 10-day period since 
the introduction of 1957 models, ac- 
cording to S. E. Knudsen, general 
manager. 

The figure represents a 45 per- 
cent gain over the previous 10-day 
period, and is the highest period 
since March, 1956, Knudsen said. 


GM Tech to Drop 
Dealer-Training 


Course Next Year 


FLINT.—General Motors Institute 
is accepting no more students for 
its two-year dealer training pro- 
gram and the course will be discon- 
tinued next year when the current 
body of 362 students is graduated. 

A GM spokesman said, “The 
dealer training program is being 
phased out because there has been 
some difficulty in attracting enough 
dealership people. This is partly 
because of Flint’s poor location for 
this purpose.” 

He said some of the functions 
performed by the GMI dealer 
course will be performed in the 
future at the 30 GM dealer training 
centers throughout the country. 
However, these centers will con- 
tinue to be concerned primarily 
with service training, 

The spokesman added that dealer 
training has been only a small part 
of the GMI curriculum and that the 
institute’s five-year cooperative en- 
gineering program will be contin- 
ued and expanded, 
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Dealer Profit Climbs to 1.4 Pct. 


(Continued from Page 1) 
volume per unit over the year-ago 


figure. 

Total gross profit per unit sold 
by volume group (with 1956 figures 
in parentheses) was as follows: 
Group I, $806 ($762); Group II, 
$775 ($724); Group III, $729 ($641), 
and Group IV, $573 ($505). 

Total expense per unit sold (1956 
figures in parentheses) was as fol- 
lows: Group I, $739 ($738); Group 
II, $696 ($666); Group III, $660) 
($584), and Group IV, $522 ($466). | 


+ * * 





Dealers in Group I came closest 
to holding the line on total expense. 
They were the only dealers actually 
to cut operating expenses. 

In selling expense, dealers in 
Group IV had exactly the same 
figure as the preceding year, but 
operating expense pushed up their 
total expense, Dealers in all other 
groups had higher selling costs. 

* * * 


+ profit per unit — 
including finance reserves—was 
as follows (1956 figures in paren- 


How Dealers Are Faring 
On Sales, Profits 


First Three Months, 1957 - 1956 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 


Inventory Per Dealer 


Trucks Days’ Supply Days’ Supply 
Cars (Per Truck Dealer) Cars Trucks 
Mar. 31 Mar. 31 Mar. 31 Mar. 31 Mar. 31 Mar. 31 Mar. 31 Mar. 31 
1957 1956 1957 1956 1957 1956 1957 1956 
Group [_......... 12.0 11.9 2.1 3.5 57.9 59.6 ° 83.8 
Group [1 ....... 27.1 27.6 6.4 6.7 489 483 66.0 
Group IT_ ....... 562 45.8 11.3 9.3 45.9 35.9 50.9 
Group IV ...... 96.0 113.4 20.8 23.2 38.5 35.2 53.6 
Industry 
Average ...185 172 3.4 4.3 50.9 49.7 71.0 
* ‘Days’ Supply Trucks’’ is included in ‘‘Days’ Supply Cars’ for 1957 period. 
Used Cars 
Selling Price Ratio Used-Unit Ne. Days’ Supply 
Per Unit Sales to New in Inventory 
3 Mos. 3 Mos. 3 Mos. 3 Mos. Mar. 31 Mar. 31 
1957 1956 1957 1956 1957 1956 
I TE.“ pistensaniibes $760 $700 1.93 2.01 42.6 44.5 
NUMER... cunnestadveats 834 748 1.66 1.72 33.5 33.6 
SII, BEE ccccscssoseece 823 740 1.40 1.49 27.9 22.0 
Group IV ............. aa 677 1.20 1.20 22.4 19.5 
Industry Average 789 715 1.67 1.75 36.2 36.5 
Average Cost Pet. of Used 


Per Used Unit 





Vehicles in Stock 


in Inventory 30 Days or Longer 
Mar. 31 Mar. 31 Mar. 31 Mar. 31 
1957 1956 1957 1956 
$622 45.4 50.8 
692 38.2 43.3 
743 35.0 34.0 
716 27.5 27.9 
652 414 46.5 
Parts 


(Accessories Not Included) 


Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit Supply tn Turnover of 
Sold to Sales Inventory Investment 
3 Mos, 3 Mos, 3 Mes, 3 Mos, 3 Mos, 3 Mos, 3 Mos, 3 Mos. 
1957 1956 1957 1956 1957 1956 1957 1956 
SNEN'TE”  mascanssesensas $404 $397 304 29.8 59 746 20 16 
Se 358 306 30.2 30.1 45 65.1 2.7 23 
EE tcscesesssene 336 272 28.9 29.2 41 39 29 3.1 
a 276 8207 27.0 276 38 38 32 32 
Industry 
CS ea 363 329 29.7 29.6 5.0 6.2 24 19 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


Group IV 





Percentage of Gross 


Profit to Sales 
3 Mos, 3 Mos, 3 Mos. 
1956 1957 1956 
$273 40.8 38.7 
213 45.3 44.0 
185 47.3 45.4 
132 48.4 48.1 
226 43.8 41.6 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 
Retailed 
3 Mos, 3 Mos, 
1957 1956 
NE SE sat cccadadaoen $924 $916 
Group I .............. 797 717 
Group II ............. 723 618 
Group IV ............ 580 459 


Industry Average 811 759 
* The percentage of operating (or fixed 


Percent of *Percentage of 
Gross Profit Service 
to Sales Absorptton 
3 Mos, 3 Mops. 3 Mos, 3 Mos. 
1957 1956 1957 1956 
31.9 30.7 52.6 49.2 
33.9 33.5 54.3 51.0 
35.6 34.8 54.7 53.4 
35.0 35.6 56.7 54.1 
33.3 32.3 53.8 50.6 


or semifixed) expense covered by 


gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars Used Cars Total Service Miscellaneous 
and Trucks and Trucks and Parts Sales 
3 Mos, 3 Mos. 3 Mos, 3 Mos, 3 Mos. 3 Mos. 3 Mos, 3 Mos. 
1967 1956 1957 1956 1957 1956 1957 1956 
IEICE) icsnsccosnse 53.8 54.6 276 27.0 174 176 1.2 8 
Group [1 ........... 56.1 58.0 27.0 25.7 15.5 143 14 2.0 
Group IZ ........... 59.2 61.4 245 238 154 13.3 8 15 
Group IV ........... 62.3 65.8 22.7 20.9 142 119 a 2 
Industry 
Average .......... 56.2 57.6 26.4 25.6 16.2 15.5 12 13 





theses): Group I, $67 ($24); Group 
II, $79 ($58); Group III, $69 ($57), 
and Group IV, $51 ($39). 

As can be seen, the smallest 
dealerships made the best show- 
ing in the matter of improving 
profits over the 1956 period, 


in every deal. 


theme for discussion 


long, long time.” 


in the 1956 period. 














All other salaries, 


All other expense 




















— 


new unit, while a year ago the ratio 
was 1.75 used units for each new 
unit. 






+ * * 

SED-VEHICLE inventories were 

virtually the same in the two 
periods, standing at 36.2 days’ sup. 
ply in 1957 and 36.5 days’ supply 
in 1956. 

However, there were fewer slow 
sellers this year, with 41.4 per- 
cent of the stock being 30 days 
old or older, compared with 465 
percent in the same category a 
year ago. 


























































In discussing its profits statement, In parts sales, aside from acces. | gprir 
NADA said: “Much has been said sories, the average dealer in the | Plyn 
in the past year about the necessity first quarter sold $363 worth for | rash 
of raising the level of new-car each new unit sold, for an average | 1957 
profits through a better under- gross profit of 29.7 percent. T 
standing of the true costs involved A year earlier, his sales had} deg 

amounted to $329 with a gross profit ® cou 

“This has been the principal of 29.6 percent. pro 

in NADA’s| Golf Champ He had a five-month supply on | on 

working conferences and seminars, : ,, | band and turned over his inventory | hav 

and in many sectional meetings in| Reymond P. Scott, left, president, Phil- at an annual rate of 2.4 times dur- | tha 

all parts of the country sponsored adelphia Automobile Trade Assn., presents | ing the quarter, compared with a Pr 

by state and local associations. = ae Got "ae: oe ” ne po agg oe supply and : 1.9 annual | by I 

‘ . senfe' rd), s member golfer! ra n eriod. 

If the current a tp ce in | with lowest gross score, at the association's F ‘ * P * a 

be attributes te the Seon di commend annual golf tournament and dinner. Rosen- HE dollar value of customer role 

oe o e ideas generat | feld won the cup for the second consecu- labor per unit rose to $254 in | Sou 
and subscribed to in these dealer Gee veer. : 

with-dealer discussions, this could | ~“* ee" icant aaah tote Sts a8d peel Ply: 

. n 

San Eenoeaied to Gr tabaauee as hand at the end of the quarter. | from 41.6 percent. 1 

A year ago, when cars and trucks In total service sales, which in- D 

ee } re porta popes clude all wae = parts, except $1,5 

ys’ supply was 49.7 on cars an accessories sold with new vehicl ‘ 

N ITS new-car survey, NADA! 71.6 on trucks. the average dealer’s sales ameountél .* 

found the average dealer at the! NADA found that the average | to $811, with a gross of 33.3 percent, | stu 
end of the first quarter had 18.5| selling price of used cars in the|A year earlier, he had grossed 323 L 
new cars on hand, compared with | first quarter was $789, compared | percent on $759. iene 
17.2 units a year earlier. Truck| with $715 a year earlier. The aver-| The average dealer in the first | jae: 
stocks (per truck dealer) averaged | age cost of each unit in inventory quarter carried out 56.2 percent of | ney 
34 units, compared with 4.3 units| was $761, compared with $652 in| his total sales in new vehicles, Used | 
the 1956 period. vehicles accounted for 26.4 percent; Or 

The average dealer had a 50.9- The average dealer in the first | total service and parts, 16.2 percent, th 
day supply of cars and trucks on | quarter sold 1.67 used units for each! and miscellaneous sales, 1.2 percent. pe 

* > o * + * 7 ™ * an 

ca 

s 

Breakdown of Dealer Expense a 

Ch 

Tal 

FIRST THREE MONTHS, 1957-1956 clu 

(PERCENTAGE OF TOTAL SALES) i 

Group I Group II Group ll Group IV Ind. Average _ 

3 Mos. 3 Mos. 3 Mos. 3 Mos, 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. . 

1957 1956 1957 1956 1957 1956 1957 1956 1957 1956 sec 

Warranty, Policy delivery ........ 9 1.00 9 110) 101 101 2 91 1.02 de! 
Salaries, commissions, other 

compensation to salesmen ... L76 1.77 2.03 2.06 222 2.10 221 2.30 196 1.95 A 

wages 

(except mechanics’) ................ 5.17 5.12 432 4.52 493 414 424 3.96 494 4.70 thi 

Shop tools and supplies .............. 40 «39 3735 31031 26 «26 36 0.35 $1, 

Rent and expense inlieuofrent 1.10 1.02 Lo 108 «86 92 #77) 10686 off 

*Advertising, other than Be 

factory cooperative .................. 6 71 1% 380 298 86099 104 1.10 1 81 ar 

Insurance, other than building 38 39 31 31 28 (24 asa » SS SS Ve 

diitioinibiniananannnnn 350 3.73 3.17 3.20 3.01 2.74 283 2.55 3.26 3.32 ; 
+TOTAL EXPENSE ................. 13.93 14.13 13.58 13.31 14.01 12.39 12.83 12.07 13.74 13.44 co 

* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. —From NADA Survey. Pr 

+ Includes all owners’ salaries and employes’ bonuses. — 

‘ 

D 

Mixed to Calif. Price ‘Cuts’ : 
Response Mixed to Calif. Price ‘Cuts 3 
i 


(Continued from Page 3) 


serious consideration to the Chev- 
rolet move.” 


French was quoted as saying, 
“I'd say there is a good chance 
of similar reductions.” 

Chevrolet dealers in Northern 
California said the price cuts have 
boosted floor traffic substantially, 
especially on Saturday, and in- 
creased telephone inquiries. 

Some of the dealers say they be- 
lieve lower prices are “here to stay.” 
None felt the move would hurt 
profit, while a few thought it might 
help. 

“We're able to deal realistically,” 
said one dealer in Oakland, 

Pontiac dealers who have joined 
the price-cutting movement re- 
ported some additional customer 
interest, but said it was still too 
early to measure the net effect, 
. ” a 

WO Southern California Pontiac 

dealers took a lift from the 
Chevrolet price cut, and hit the 
local papers with price ads. 

Greer-Haldeman, Los Angeles, 
headlined its ad: “Marked down 25 
percent starting today. Any Pontiac 
$299 down, cash or trade, private 
financing available.” Prices of the 
Greer-Haldeman group were listed 
at $2,369 for a Chieftain two-door 
coupe and $3,282 for a Star Chief 
convertible. 

A few miles away in Long 
Beach, Salta Pontiac said in a 
display ad: “1957 record-breaking 
prices on new ’57 Pontiacs, Every 
car priced to save you hundreds 
under suggested factory list.” 
Salta’s ad priced a Chieftain 





special two door at $2,395, and a 
Star Chief Catalina hardtop at 
$2,895. 


Pontiac dealers had informally | 


discussed following Chevrolet's 
price-cut advertising, according to 
reports. However, the discussions 
ended with no action taken. 

7 7 > 


TH! Chevrolet picture in South- | 


ern California was pretty well 
summed up by Nick Shammas, 
owner of Felix Chevrolet in down- 
town Los Angeles, who said: 
“The cut created some inquiries, 
with customers wanting to know 
just what it means. 


“It has not been as spectacular 
as I think it should have been, 
perhaps because the dealers have 
been holding back their tiein ad- 
vertising. 

“After all, Los Angeles is a tough 
market in which to outshout any- 
one.” 


Shammas said the cut had not 
affected the profit situation for 
Chevrolet dealers “because most of 
us have been giving away more 
than 15 percent anyhow.” 


7 * a 
GAD Frank Milne, of Harry Mann 
Chevrolet, Los Angeles: “So far, 
customer reaction is almost nil. Al- 
though the cut hasn’t helped much, 
we wouldn’t drop it unless a ma- 
jority of the dealers decided to do 
so.” 

Robert Hamilton, of Courtesy 
Chevrolet, Los Angeles, showed a 
slightly different reaction: “We 
are getting some action and quite 
a number of phone calls. The cut 





| did not affect profits. 














is stimulating some action and 
not hurting profits. 

“I feel sure competitive lines will 
pop with something.” 

In Glendale, Cleve Leonard, of 
Howell Chevrolet, said he had 
noticed little action resulting from 
the cut. He said he doubted the 
association would drop the pro- 
gram, but said he thought the price 
angle might be eased out of the 
picture later on, even though it 


Bunny Moffitt, of Streit Chevrolet, 
West Los Angeles, said: “I notice 
no real change in customer atti- 
tudes, but my salesmen are taking 
@ more positive approach on deals 
because they are now working with 
a fair retail price. 

“It’s been quite effective in get- 
ting the men to merchandise the 
product and stick to a fair price. 
In fact, the cut may have a tend- 
ency to improve our gross on cer- 
tain types of deals.” 
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Seattle Auto Auction 


Brings Legal Threat 


SEATTLE.—Several auto 
auction officials have threatened 
legal action because the City of 
Seattle recently held its first auc- 
tion of 30 city-owned cars, The 
auction officials said this action 
was unfair competition. 

Most of the cars were 1946- 
1956 Fords and Chevrolets, The 
566 models, which had low mile- 
age, were sold quickly at good 
prices. 
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_ Some Dillies on Dollars... 7 . Soap a Derby 
«|Dealer Ads Headline ' |To Draw Biggest 


Field Aug. 18 












































Sup. 
upply ° DETROIT. — The All-American 
New Price Slashes soap Bor Derby at nitro: Avg. 
oa will have the largest field of con- 
testan ri 
days By John K. Teahen Jr. listed a Firesweep two-door hard- peteen in ‘the peer Where "of the 
46.5 Staff Writer top for $2,492, delivered. Suggested event. 
ry a HREE months ago, in an effort! price: $2,835.75. , 
T to inject some life into the In New Orleans, Frank Ber put <2 ties tee Weer Gen 
.cceg. | spring market, Ford, Chevrolet and| a $2,395 tag on an Oldsmobile 88, many and th Philipnl Tel i 
1 the | Plymouth dealers broke out in a| some $340 below the suggested will vie for $15, 000 i “ealiat i 
2 for | rash of advertisements offering new| figure, and Biljac Oldsmobile Co., atehten 3 beamilt | ‘ts me ac a 
erage | 1957 models for $1,795. Jackson, Miss., offered cars at valu bl merch dis ae a oe 
Their efforts met with varying | “actual dealer cost, plus serv- able erchandise awar is. 
had | degrees of success across the | icing.” _ A special added prize this year 
profit @ country. Now, as summer ap- Price advertising even spread to in observance of the 20th anniver- 
proaches, those $1,795 offers are | Cadillac, whose dealers usually shun sary of the All-American is a two- 
y on | on the high side, Many dealers | such tactics, Coulter Cadillac, Phoe- week expense-paid trip to Europe 
ntory | have chopped $100 or more from | nix, Ariz., offered a two-door hard- for the national champioin, accord- 
dur- | that figure. top with a long list of equipment saa ing to W. G. Power, executive 
ith a Prices of $1,695 were mentioned | for $5,208. % director of the oon al a 
nual } py Liles Bros. Plymouth, Inc., Little| Santa Claus, rather than price, fe— ing manager © CVI, Wie 
Took, Ark.; Ruby Chevrolet, Mil-| was used as an attention-getter by Detroit DeSoto Deaters Celebra 4 ‘ ery sponsors the Derby. 
waukee, and Rhodes-Walker Chev- Goldhar-Zimner (Chrysler - Plym-|. At an “appreciation luncheon” in the Detroit Athletic Club, DeSoto paid tribute to The list of 161 champions tops 
omer | polet, Charlotte, N. C. In the outh), Detroit. its Wayne-Oakland-Macomb county dealers for their 1957 sales mark. J, B. Wagstoff, | the previous high of 155 who raced 
44 in | Southwest, it was $1,639 at Davis s &«-« company vice-president, said four-month sales in the tricounty area were 44 percent| in 1956. The boys, aged 11 to 15, 
with | Plymouth, Inc., Houston. N AN ad bordered by sprigs of at a last year pg hecsotge eee ig a bo ye a oe will drive homemade gravity- 
cen ge ball, the company sala, “Wel tat gan gn enean ware fem oh, ent, Jet ety itm: | Broke! ied care on, the, FE Sek 
UTCH O'NEAL FORD, New| would iilte to wish everybody a| srivile, Mich Ben Rober, Schete Motors, Inc. Biminghan Mich €. . Broden,| downhill course at Derby Downs 
a. Orleans, dropped the figure to| Merry Christmas and a Happy New| 12> adie, inc, Detroit; L. 1. Woolson, DeSoto president, and Glenn Walker, Glenn ame aed 
‘cept | $1,599, and Fretwell’s (DeSoto-| Year. Because with the kind of| yey De SOR, HOTONO Prosicon, Gnd serene wmnner, Noren®'| More than 150,000 persons read AUTO- 
cles, | Piymouth), Oklahoma City, posted|deals we are giving, we won't be| oe" Cowes. EET a 
nted [4 price of $1,595 “tag-tax not in-| open Christmas! (Who is?)” 
oS Powe seni ato Sas eae)! Un ton Wins Round in Illinois Ti 
. Lower than any of them, however, | Jenkins Auto Sales (Dodge), Day- 
first was Goggin Dodge-Plymouth, Prov-| ton, O. Jenkins offered “100 gallons n tO tinois l 
it of ooo eaid it would Geliver a | of Gae free—to anyone whe can Sad By Joseph M. Callahan Smith case has more chance of|the Legislature, a second [Illinois 
) new Plymouth for $1,492. one of our salesmen asleep during Staff Writer be h tacti : 3 : 
Jsed A few months ago, a New | this sale.” — County CL) C nliaes tes ae au tes ictlcs | city, Park Forest, is considering 
ent; Orleans Plymouth dealer posted In Cleveland, a stern jurist, T ee h Ms ; a4 & Senith ee 7 the passage of an anti-picketing 
ent, the same price, It caused a com- | complete with wig, robe and gavel, Po cog .. ruled ~~ the h a a a |ordinance in cases where there is 
ent, | petitor to offer a $50 reward to | declared (in Olde English script): | Chinist and Teamster Unions have) This dispute has been marked by| no dispute. Evanston, Ill, has 
anyone who was able to buy a | “Benny Blaushild, you've been |" Violated an injunction against) the alleged shooting of one unionist | passed such a bill. 
that fi found guilty of tremendous. gi- | °"-Peaceful_ picketing at Hutton| by Harry Smith, the Buick dealer; | ; 
car at gure. guilty »_ S'- | Motor Co. (Pontiac) in J ille, | ith’ : | In Detroit, R. F. Hutcherson, a 
Suggested advertised-delivered| gantic, stupendous savings on 1957 otor : ontiac) in Jerseyville, | a fire at Smith s gas station; broken | Li in-M eee ae , 
prices for the lowest-priced Ford,| Dodges.” Ml. | windshields in Smith’s cars, and the | Lincoln-Mercury dealer who closed 
Chevrolet and Plymouth models| King Braeger Chevrolet, Milwau- Clyde a = n,\arrest of several of Smith's cus-| up his business when the Teamsters 
range from $1,878 to $1,898, not in-|kee, staged a “3-day selling spree” veremeagy . u —~ tomers and employes. began picketing him, was given 
cluding state taxes, freight or|and tempted buyers with this line: otor Co., | ot the In warrants signed by Team- (until the end of last week to file 
optional equipment. “There's an extra surprise in the suit net rhe| ster and Machinist officials, a formal declaration of charges in 
Schwarz Nash, Milwaukee, got|store for you when you buy your the oer ae | Smith’s customers and employes | the $250,000 suit he started against 
into the act with a price of $1,699| new Chevrolet at King Braeger. We) is 4 — ~yAg=4 _~ “| have been charged with |the Teamsters. 
for a Rambler Deluxe four-door|can’t tell you what it is, but it’s| ¢ting his firm illegally 7 meme by | driving for coming too close to | 5. Washi Sec t La 
sedan which has an advertised-| something you'll find nowhere else|im& with the delivery © [- ta the pickets with their cars in at- | ngton, retary o ‘ 
delivered figure of $1,961. in Wisconsin.” threatening employes and by -| tempting to cross the picket | >°T James P. Mitchell reported that 
ae ee 4 ing economic reprisals against cus-| jines, | the Administration had toughened 
ND an introduction-day ad for O. GATES CHEVROLET, — ” “— Smith told Automotive News last|its proposal to protect employe 
the Studebaker Scotsman listed Mishawaka, Ind., offered free J n ® “laeoe it _ on Seeman week, “They've played it rough and welfare and benefit funds against 
the two-door economy sedan at/ gas, oil and lubrication for the first| ¢ ith “nth ~ on da onaeh Su-|L¥e Played it rough, The courts| looting. 
$1,555 (suggested price: $1,776), The | 1,000 miles, and Grace Ford’s Motor - Court “ae ictom which eatab- want to put us in a ‘no-man’s land.’| 4 major change in the bill offered 
offer was made by Rollyson’s and| Mart, Delbarton, W. Va., advertised aened oo ~ Dineen land” in re-| Vell, that’s alright. I was in ‘no-| previously would assure cover 
Bostic & Jeffries, Studebaker-Pack- a eae of gas free with each car oa 4 Be of cesaiamenn fey nant during World War I| ¢¢ virtually all welfare stone ‘ee 
ard dealerships in Charleston, W. | sold.” ; — an got by.” ‘ » 
Va. . Elsewhere in West Virginia, “2 yop = ee ape ye A aoe A $60,000 civil suit against Smith | cluding those financed and man- 
But the discount ads weren’t| for 1” sales were mentioned by | °° 4 Sted th > ee aa ® had not|i® Pending. It was brought by Mar-| aged by employers. 
confined to the lower-priced makes.| Roger Dean Chevrolet, Charles- viol aan the faienntion staat athe shall Duffy, a Teamster organizer, | 
Prices of $2,195 were mentioned by| ton, and Gallagher’s Ford Center, aceful picketin The» injunction 2 See Sk Se Ss ae Dod Aid See 
Mecham Pontiac, Glendale, Ariz.;| Huntington. -s il : a t s- | in the leg. ge e€ 8 
Paretti Pontiac, New Orleans, and; Dean said it would give “a fan- oa oe —— i ee H 
Dutch O’Neal (Lincoln-Mercury), | tastic tradein for your car and then . —_ Ill. Body Criticized eavy-Duty Truck 
Little Rock. It was $2,260 plus sales | give it back to you without cost.” Smith Case Pending EANWHILE., the Illinois Auto- s 
tax for a Mercury at Wright’s, San| Gallagher’s offer concerned two A RULING is expected soon from metive Teade Assn. has Market Growing 
Diego. new cars. “Imagine,” the ad said, Judge Smith in a similar suit strongly criticized the Illinois Leg- 
Pontiac’s lowest suggested price | “you can own two new 1957 Fords| against the unions which has been|;iature and the unions because of| -U’ *ALO.—The national high- 
1d is $2,463. Mercury’s is $2,575. at the average (monthly) cost of| brought by Harry Smith Buick. the recent defeat of a bill that) “8” Program and development of 
In Youngstown, O. Al Wagner| one of the higher-priced cars.” Jerseyville dealers feel that the would have prevented organiza- the suburbs have created a grow- 
i | Motor Sales, Inc. (DeSoto-Plym- tional picketing. ing demand for 
outh), advertised a DeSoto Fire- The association said, “It was heavy-duty trucks 
sweep with automatic transmission very clearly demonstrated in that probably 
of and heater for $2,595.83, some $440 meetings before the House In- won't begin to 
ad below the suggested price of a dustry and Labor Affairs com- level off until 
2m model so equipped. mittee hearing the anti-picketing 1960, the director 
he Observers noted that $2,595.83 is » . bill, that labor, at least in Illinois, of Dodge trucks 
rO- the figure Buick has been using rT oS y c Gees net believe to cleaning its and fleet sales 
ce nationally in advertising its price ~T J a iT ‘2 3 anne omnes... said here. 
he leader without optional equipment, a aa ¥ “Tt j : the tigh ip la- “The heavy- 
it = # 4 - oo ‘tien Chante ‘— — truck market is 
‘ AGNER’S ad a ae i heend enue cumneiieat tale just getting into 
et, no gimmick _. . It’s not like ; ; ; high gear,” John 
ce the old piano comeon where the @ SE RVIC E 8 yo gg ph ele J. B. Naughton B. Naughton 
ti- advertised model was nailed to the dangers to the very continuance of| #dded. “We expect the biggest 
. floor.” A Knowledge Makes the Differen our American way of life if some| movement in our history in the last 
th Grentner Bros. DeSoto, Miami, corrective legislation isn’t enacted| quarter of 1957 and all of 1958.” 
t- FTC Tones Down a. a fae sh ¢ this bill in| 1997 and 150,000 a year by 1960, 
he = __Despite the defeat of this bill in| ..mnared with 65,000 last year, he 
e | Battery Claims , 7 said. 
d- : Inspection Bill Naughton and George A. Bilque, 
r- ee ee F dee al z o o Dodge truck manager, explained a 
rade Commission has approved a : , 
consent order prohibiting Titetenn GMC Zone Service Managers Meet— Killed UM Carolina new distribution setup for heavy- 
— Battery Mfg. Co., El Segundo, Calif.,| Participants in GMC's recent zone service manager meeting appear above. They; RALEIGH, N. C. — The North duty trucks to about 75 dealers 
from misrepresenting the quality of | are, from left, front row, H. E. Anderson, H. B. Tomlinson, R. G. Fender, F. G. Hoover, | Carolina House has killed, 41 to 39,|£°™m 19 counties in Western New 
the batteries it sells or the guaran-|G. E. Baird, zone service managers; W. F. Dick, technical publications supervisor; A.|a bill providing for a program of York and Northern Pennsylvania 
tees it gives with them. J. Gage, chassis section supervisor (retired); and J. H. Muncaster, GM Products of | voluntary auto inspections in State- at the meeting. 
> The order prohibits claims that| Canada. Second row: W. J. Keller, engine section supervisor; J. V. Watson, chassis | licensed garages. Buffalo’s Lake Erie Dodge Truck 
i the battery is self-charging; that it| section supervisor; W. A. Schuetz, D. G. Sandberg, S. A. Wright, L. C. Elbe, zone The bill had been introduced| Center, Inc., an affiliate of Brost 
, contains silver or nuclear cells; that | service managers; H. W. Hinch, special claims inspector; and C. G. Archer, technical | after the House killed a bill which Motors, 1285 Main St., will be one 
: it is a European invention or that| service. Third row: C. C. Thomas, K. R. Whittemore, K. H. Nelson, zone service man-| would have made mandatory an|of eight new distribution centers 
it is similar in construction, per-|agers; M. J. Wallace, service claims supervisor; W. W. Edwards, technical service| annual inspection of motor vehi-| in the U. S. 
‘ formance and effect to nickel-cad-| supervisor; C. L. Reichert, dealer facilities and military service supervisor; and F. C.| cles. The original bill had been| Bilque noted that sale of heavy- 


mium batteries sold in Europe, or 
that it is guaranteed for 10 years or 
for any period or in any manner, 
unless the conditions of the guaran- 
tee are stated. 

The order also prohibits claims 
that testimonials are unsolicited or 
unbiased when this is not so. 


Wockley, zone service manager. Fourth row: R. C. Kennedy, zone service manager; W. 
Hamilton, technical service; F. P. Compagnoni, transmissions and axle section super- 
visor; M. Gollogly, special claims inspector; D. R. Smart, GM Products of Canada; T. 
A. Dykstra, manager of GM technical service; A. C. Ferries, GM Products of Canada; 
and R. G. Chamberlain, zone service manager. Fifth row: L. J. Almes, zone service 
manager; W. DeRoo, service training activities supervisor; M. E. St. Aubin, director of 
GM service section; J. C. Marek, manager of GMC Truck technical service; E. J. 
Cantwell, H. R. Shaver, and M. J. Wroten, zone service managers. 


backed by the North Carolina 
Automobile Dealers Assn. 

Action to kill the second bill 
came after members of the House 
charged that the next Legislature 
would be pressured to remove the 
word “voluntary” and put “manda- 
tory” in its place. 


duty trucks has grown in recent 
years from about 8 to 12 percent of 
the new-truck market, and “should 
continue indefinitely on the upturn.” 
He predicted that annual registra- 
tions of trucks of all types will in- 
crease from about one million to 
at least 2,700,000 by 1975. 








50 Models Offer It... 


Leather Gains in Cars 





NEW YORK. — Car makers in| 
1957 .are offering leather trim in| 
more new cars than ever before,| comers. 
reports the Upholstery Leather; Among newly introduced cars this 
Group. |year featuring leather trim are 

New-car buyers can choose full | Lincoln’s Landau; Imperial’s Crown 
leather trim or combinations in | series, which includes a two-door 


able in leather trim, an increase 
of three over last year’s new- 


| 











— door custom sedan and four-door 
Charge More 
| lac’s Eldorado Brougham. 
last week, George Romney, Ameri-| Ost. More than one-fourth of last 
“oversize” cars| Sandalwood and beige was Pon- 
Traffic Mark 
because of the in-| 


tiac’s most popular leather color 
combination in 1956, with blue and 
white running a close second. Pon- 
tiac has expanded the optional color 
combinations from two in 1956 -to 
four available this year, 


According to the Upholstery 
Leather Group, the range of 1957 
leather colors, numbering more 
than 500, leans toward lighter 
pastel shades, with Lincoln and 
Cadillac the top users of these 
high fashion tones. 


Among Lincoln Premiere owners 
in 1956, white and buff was the 
most popular leather interior color 
combination. When ordered in 
combination with other materials, 
white, green and blue led the list 
of leather colors. 

Among ’57 interior styling innova- 
tions are Pontiac’s “off-the-shoul- 
der” motif, the Continental con- 
vertible’s biscuit-and-button design 
and Lincoln’s three-tone interiors. 
More than 76 percent of Lincoln 
orders in 1956 specified leather up- 
holstery. 

Continental’s hand-milled leathers, 
alone or in combination, have been 
the choice of more than 90 percent 
of all Mark II buyers, factory 
records reveal. 


Encouraging 
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Colored Wheel Discs— 


Stainless steel wheel discs with color 
accents are available as optional equip- 
ment on all Oldsmobile models. The outer 
rim of the disc is a broken circle of color 
in three sections. When the wheel is in 
motion it gives the appearance of a solid 
ring of color 1% inches wide. Available 
in six colors, the discs cover and protect 
the tire valve and offer a new theft- 
resistant feature. Access to the valve stem 





Safari station wagon; Oldsmobile’s 
To Park Big Cars, 
In the medium-price field, Pon- 
can Motors president, suggested| year’s Pontiac owners requested 
and less to park 
creased ct For Holiday Weekend, April 
automobiles, the or oO I ay ee en . prt 


50 models, one more than last | and four-door Southampton, a sedan 
year. Fifteen new cars are avail- and a convertible; Pontiac’s four- 
| Fiesta station wagon; Continental’s 
| recently announced custom convert- 
|ible; Rambler’s V-8 series and Cadil- 

Romney Suggests | tiac’s Catalina series is described as 
DETROIT.—Addressing the Na-| the only line in its price field offer- 
tional Parking Assn. convention| ing full leather trim at no additional 
that lot operators; genuine leather, in full trim or 
start charging) Combination, according to factory 
more to park| Statistics. 
Ramblers and 
smaller cars. 
He said that) 
average parking) 
lot has lost 15| CHICAGO.—The National Safety| Memorial Day alone but the day’s 
percent of its| Council has had two good reports toll turned out to be 94. 





George Romney 





usable space in the last 10 years. 
The loss averages 40 percent, he| 


said, in garages built 20 and 30 
years ago. 

But Romney expects the trend to 
continue. High-volume cars will! 
continue to get bigger in the next! 
two years, he said, “further aggra- 
vating traffic and parking prob- 
lems.” 

He predicted that the Big Three’s | 
lower-priced cars will be two inches 
longer in 1958 and another two 
inches longer in 1959. This emphasis 
on size, he declared, will “accelerate 
demand for smaller American-built 
cars.” ' 





on American motorists in less than 
a month. 

The council’s report on April 
traffic deaths showed no increase 
over the previous April, despite | 
the constantly rising amount of | 
travel. 

On the Memorial Day weekend, | 
the number of highway deaths was| 
no greater than it normally is on a| 
nonholiday weekend in the warm| 
months. 

The death toll for the four-day 
holiday was reported at 399. The| 
council predicted 120 deaths for) 


| February. During those months 


Everyone Reads A Personalized | 
Newspaper! | 


Proved in Hundreds 
of Dealerships as the 


most productive, 
lowest cost direct 
mailapproach to 
YOUR potential cus- 
tomer market avail- 
able today! 


* * 


SELLS Your Entire 
Operation in one 
package: Mew Cars - 
Used Cars - Parts - 
Service - Personnel 


= Si - Integrity. 
NOW YOU CAN HAVE YOUR 
OWN 8&8 PAGE TWO-COLOR 
TABLOID WITH PICTURES—AT 
A COST PER COPY LESS THAN 
A LETTERHEAD AND ENVE- 
LOPE IN THE MAIL. 


$ 5 9” All publication services included. 
per 1000 in reasonable quantities. 


i Postage and Mailing Additional — Full Mailing 
List Information Available Anywhere in the U. S. 








Mail This Coupon Today for Full Details, Samples 


FARRAND PUBLICATIONS, INC. 
320 Beaubien St., Detroit 26, Mich. 
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| outnumbered those with increases 


The council listed 2,930 traffic 
deaths for April—virtually the same 
as the toll for April, 1956. 


April was the fifth month in a 
row in which deaths have been 
the same or fewer than during 
the same month a year earlier. 
Traffic deaths were down 3 per- 
cent for the first four months of 
1957, with a total of 11,250 com- 
pared with 11,560 in 1956, 

The council said mileage figures 
are available only for January and 


travel rose 8 percent. 

Since deaths were down 5 percent 
for the same period, the death rate 
per 100 million miles was 54 —| 
lowest on record for that period. 

In April, states with fewer deaths 


by 25 to 22, and one state reported 


is provided simply by pulling out the edge 
of the disc, as shown above. The theft- 
resistant feature is obtained through at- 
tachment to the wheel rim with five re- 
taining clips, each of which is individually 
affixed. 


Air-Spring 


AKRON. — Air springs outlasted 
and outperformed steel springs five 
to one in tests made on cross- 
country buses and trucks, P. P. 


Goodrich Official 
Sees 70 Million 
Autos by 1965 


CLEVELAND. — Seventy million 
cars may be traveling on the na. 
tion’s highways by 1965, an Akron 
rubber executive said here when he 
told the American Assn. of Motor 
Vehicle Administrators that “you 
are facing the most exciting days 
of your life.” 

Joseph A. Hoban, B. F. Goodrich 
Co. marketing vice-president, said 
if automotive production maintains 
its present pace, “just eight years 
from now there should be nearly 
double the number of cars there 
were in 1950. This will put an even 
greater burden of responsibility on 
the state officials who regulate 
driver licensing and enforce the 
highway safety laws. 

“Unless our American motoring 
public displays more courtesy and 
a greater respect for the rights of 
others, our national traffic death 
toll in 1965 could reach the alarm- 
ing total of 55,000—an increase of 
37 percent over last year. 

“Fortunately for all of us, all of 
those 70 million cars will never be 
on the road at the same time.” 

He said that today’s demand for 
new cars is not merely for trans- 
portation. “It symbolizes the change 
that is taking place in consumer 
buying habits and attitudes. The 
automobile has become a medium 
of personal expression,” Hoban de- 
clared. 





Firestone Cites Performance ia i 


Endurance 


|indicated passenger-car air springs 
|should give extraordinary service 
for the life of the car. 

| Heavy-duty air springs have been 


Crisp, president of Firestone In-|used for several years on buses, 
claimed. 


dustrial Products Co., 
Firestone Airide springs used in 
the tests operated for 600,000 to 
700,000 miles on trucks and buses 
without showing evidence of wear 





no change. For four months, 29 


| states showed decreases, while 17) 
| had increases and two reported no} 


change. 


ST. PAUL.—A law governing in-| 


| stallment sales of motor vehicles | 


will go into effect in Minnesota on | 
July 1. Another of the 1957 acts) 
passed by the state legislature bans | 
Sunday opening of car lots. 

The time-payment law provides | 
for licensing of finance com- | 
panies. The state commissioner of 
banks is given power to regulate | 
the finance companies and ad- 
minister the entire law, 

The law limits interest rates to 
8 percent per year on new motor 
vehicles and those up to one year 
old. On vehicles two and three 
years old, the maximum rate is 
11 percent. 

The rate on vehicles more than 
three years old is 13 percent per 
year plus a flat fee of $3 on the 
entire transaction, 

The law calls for a rebate of part 
of the charges in the event of pre- 
payment of the debt. Finance com- 
panies are permitted to extend 


Plymouth Dealers 
Unite, Plan Ads 


CINCINNATI.—A new dealer 
group, the ‘Plymouth-Only’ dealer- 
Ships: in Greater Cincinnati, has 
been formed and is planning an 
advertising and promotion cam- 
paign. 

The group is composed of J. H. 


Albers Co., Vine-Paddock at Wayne; 
Judd Motors, Inc., 7681 Beechmont 


Ave. and Mid-City Plymouth, Inc., 


Ninth and Sycamore. 


The group has elected E, J. 


Preston, Mid-City, president; J. C. 
Albers, vice-president,:and Al Led- 
erer,‘dudd Motors, secretary-treas- 


urer. 


or weakening, he said. The aver- 
age set of steel springs will give 
service for about 125,000 miles. 


Minn. Bans Sunday Sales, 
Curbs Installment Deals 


loans, upon the agreement of the 
buyer, but the service charge for 
the refinancing is limited to $5, 
Buyers are permitted to file com- 
plaints with the banking commis- 


| sioner, if they believe their pur- 


chase contracts violate the law. 

The law provides that details 
of the installment contracts shall 
be put in writing, signed by the 
dealer and buyer and the buyer 
must be given a copy of the 
agreement, Charges for late pay- 
ments are limited. 

Fines up to $500 and prison terms 
up to one year are provided for 
violations. 

In cases of wilful failure to com- 
ply with sections of the law, the 
buyer may obtain as damages the 
whole amount then due on the con- 
tract plus attorneys’ fees. 

In cases where the violation is 
held not wilful, the buyer may ob- 
tain twice the amount of all interest 
and other service charges plus at- 
torneys’ fees. 

The Sunday closing law covers 
all transactions in new and used 
vehicles. Fines ranging up to $750 
and prison terms up to six months 
for the third offense are provided. 

The law also provides 30-day 
suspensions of dealers’ licenses for 
second offenses. Third offenses 
bring permanent revocation, 





Bulb Prices Hiked 


BLOOMFIELD, N, J.—A general 
increase in the list prices of 
miniature light bulbs, including 
automotive and sealed beam, has 
been announced by the Westing- 
house lamp division. The average 
overall change in prices represents 
approximately a 10 percent increase, 


| Crisp said a combination of tests| 


|trucks and trains. These vehicles 
|have recorded more than 300 mil- 
lion miles on air springs. 

| Air springs designed specifically 
|for passenger cars will go into 
| volume production in July at Fire- 
stone’s Noblesville (Ind.) plant now 
under construction, he said. 

Crisp said an executive of 4 
|major bus transportation company 
| which tested air springs extensively 
reported he had never seen a dras- 
| tic innovation such as the air sus- 
|pension system that gave such 
|outstanding performance from the 
very beginning. 

He quoted the transportation 
company executive as saying: 

“We have made no attempt to 
keep any record of maintenance 
costs on the air suspension inas- 
|much as such costs have been en- 
|tirely negligible . . . it has elimi- 
| nated the continual problem of 
| changing springs. 

“It is also our definite con- 
clusion that there is much less 
wear and tear on the (bus) body 
due to the fact that road shock 
is not transmitted to the bus as 
is the case with the old type 
steel springs.” 

Crisp said Airide springs would 
provide the greatest contribution to 
automobile passenger comfort since 
pneumatic tires replaced solid tires 
on cars in the early 1900s. 

He said Airide springs would 
eliminate many mechanical break- 
downs and costly repairs to pas- 
senger cars as well as heavy buses 
and trucks. 


Ford Sales Rise 
57% in S. Calif. 


LOS ANGELES.—Ford dealers in 
Southern California registered 57 
percent more cars in the first three 
months of 1957 than in the com- 
parable 1956 period, according to 
William H. Klein, Ford’s Los An- 
geles district manager. 

He also revealed that Ford 
dealers in Southern California sold 
61,569 new cars in the first seven 
months of the ’57 model year. This 
is 10,264 more cars than they sold 
in the first seven months of the 
56 model year. 

Klein added that the Ford retail 
sales in the area for the first 10 
days in May exceeded those of any 
similar May period in the district’s 
history. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 























But Total Tops °56 by 21% ... 
Tieup at Plymouth 


Slows Car Output 


(Continued from Page 1) 








Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
June 8, Week, June il, Output, June 9, June 8, 
1957 1956* 1957* May* 1956* 1957 
AMERICAN MOTORS 2,427 oo... 2,004 10,668 57,395 48,012 
OS en wns 47 197 3,930 1,216| turned out an estimated 24,003 
Tash 150 134 7122 10,303 3,137 units last week—a 37.7 percent 
FADER ccccccsccsscccccccccccccccccccss §=—-- BUD wc cceneee Popo improvement over the 17,430 
PROMO | orvccecseececsscovcenece ee enemies 1,823 9,749 43,162 J trucks produced the previous 
CHRYSLER CORP. .... 26,250 16,551 20,110 123,041 428,285 633,643) week and a 12.7 percent gain over 
en 3,100 2,458 718 11,342 53,181 64,301| the 21,334 units turned out dur- 
Imperial ooo... 1,150 204 193: 4,017 5,089 21,501 —_ week ended June 9 last 
een 2,000 2,087 1597 10,244 51,309 67,735 Car output, as of last Saturday, 
Dodge Secerecereseveeeccesscoesees 5,500 4,256 4,488 30,139 95,936 148,749 was running 4 percent ahead of 
ere 14,500 7,546 13,114 67,299 222,770 331,357/| the —- to —_ 9 — a year 
= , , 628 | 280, w ile truck production was 
FORD MOTOR. .............. 40,175 31,047 26,964 159,134 774 oe 907 po ais qeme G1 peteent behind the 
ENE snccccecescvevdieis _ untndeense 14 wae 52 987 same period of 1956. 
CT At ais cccesetesaneneiintia 33,500 24,937 23,727 130,891 625,353 725,845| Highlight of last week’s opera- 
a — aren 675 792 515 3,110 24,956 21,653| tions was the assembly of the three 
159,686 | Millionth car of the 1957 calendar 
Mereury ee 5,304 2,722 25,081 en ; - your on Gaturday, or just about & 
GENERAL MOTORS .. 57,382 55,642 32,539 232,676 1,567,2 376,835 |v ook ahead of its 1956 counterpart. 
SE iach 7,100 9,555 3,637 31,468 295,891 218,757 Ford division was the only auto 
NID dinuvdlescdedssesiadina 3,360 3,193 2,036 14,411 75,533 75,002 | maker working Saturday. 
Chevrolet. ........................ 32,800 29,954 18,929 129,248 790,569 698,362 > * 
Oldsmobile .................. _ 7,222 7,460 4,345 30,725 229,824 205,409 a: an - —— in car = 
put was For ivision, whic 
SEINE — cocenscssceverscostvens . 6,900 5,480 3,592 26,824 175,449 179,305 turned out an estimated 33,500 cars 
BP CI. scanners 1472 1,744 774 5,846 956,015 34,205 | last week, compared with 23,727 the 
eee 10 493 6 219 11,757 6,055 | previous week. Ford worked its 
RD ciniatoniannt 1, 1,251 768 5,627 44,258  28,150|Mahwah (N, J.) and San Jose 
_— — e we . ee | (Calif). plants eight hours each on 
onesies 1 1 531 2,883,758 3,000,323 | Saturday. 
Total Cars, U. S. 127,706 104,984 82,39 ,365 2,883, ian ets Weetine Geedie ee Chien 
"Revised. rolet, which jumped its output 
COMMERCIAL CARS from 18,929 units the previous 
(U, 8. PRODUCTION ONLY) eee 
Week Werk Jan. 1 Jan. 1 "Th faber & t hich 
Same nded Total T T e r ispute, which was 
iene 6. Week, ie i, Output, dune 9 dune 8, | brought about by the disciplining 
1957 1956 1957° May* 1956° 1957 |of a chief steward in the Eight 
CHEVROLET 7,300 6,757 6,244 31,637 176,824 165,139| Mile parts plant the previous week 
ED SE ° astinnciseitienins 100 102 95 552 2,241 2,101|; and caused more than 20,000 
64 80 48 336 1,945 1,678 workers to be sent home Tuesday 
Seinen “ night, held Plymouth output to 14,- 
DODGE .. 1,850 1,905 693 6,355 40,591 38,088 | 500 cars last week. The previous 
FORD 7,535 6,160 5,526 33,300 143,150 163,313| week the division turned out 13,114 
he 1,348 709 5,086 46,113 $1,717 | units. M as 
INTERNATIONAL ...... 3,164 2,702 2,360 12,956 66,181 pon THER Chrysler units affected 
laa asad 345 252 226 1,392 8,561 8, by strikes last week were De- 
A 90 78 460 1,692 1,665| Soto and Dodge— both down on 
STUDEBAKER  ......... 160 334 147 1,041 6,359 5,310| Monday due to a parts shortage 
ID ncktihincnees 275 386 199 1,386 8,589 7,385 | 
ES 1,610 671 1,069 5,566 27,269 28,652 | 
MISCELLANEOUS*** 60 47 36 254 1,628 1,273 
Total Trucks, U. S..... 24,003 21,334 17,430 100,321 531,143 504,186) 





Total Cars, Trucks, 








it 151,709 126,318 99,821 631,686 3,414,901 3,504,509 
Total Cars, Trucks, 

IIE isiccasaspntonin . 10,665 12,700 10,917 48,657 236,566 232,026 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....162,374 139,018 110,738 680,343 3,651,467 3,736,535 





"Revised. Miscelianeous includes Corbitt, 
Drive, ete. 

N.B.: All U. 8. totals include cars and trucks for military orders. 

***Autocar, Freightliner and Sterling are included in White totals; Brockway included 
in Mack totais. 


Marmon-Herrington, Federal, Four Wheel 





D. C. Assn. Prepares Contract ... 
Loaned-Car Protection 


WASHINGTON.— The Automo- 
tive Trade Assn.—National Capital 
Area has prepared a form by which 
a dealer can protect himself when 
lending automobiles to customers. 

The association said the docu- 
ment had been approved by the 
legal department of a large cas- 
ualty insurance company. 

Called an “Assumption of Lia- 
bility Form,” the statement de- 
Scribes the loaned car as to make, 
body style, serial number, engine 
number and dealer license plate 
number, 


In consideration of the loan, the’ 


customer agrees: 

“1. To return it upon request or 
in any event within (number) days, 
free of any liens or encumbrances 
not now against it. 

“2. To pay you (the dealer) im- 
mediately the full present retail 
value of the vehicle if I fail for 





Tornado Hits Dealership 

FARMINGTON, N. M.—Sage 
Motor Co. here suffered a $15,000 
loss when a tornado lifted the roof 
from the main building and dam- 
aged five new cars. 


any reason whatsoever to so return 
it. 

“3. To reimburse you, immedi- 
ately upon demand, for any loss, 
not covered by insurance which 
you or I carry, which you may 
sustain by lending this vehicle to 
me. 

“4. To release you from any claim 
that I might have against you for 
any alleged defects in the vehicle 
or in any manner growing out of 
my use of the vehicle. 

“5. To use the vehicle and tags 
in conformity with all applicable 
laws and regulations.” 

The customer further acknowl- 
edges that the dealer shall have a 
lien on, and the right to retain, the 
customer’s vehicle pending pay- 
ment of amounts incurred under 
the loan agreement. 

The form concludes with the 
stipulation that any provision 
shall be void if it deprives the 
customer of insurance coverage 
which he otherwise would have. 

In that event, however, the cus- 

tomer is still subject to whatever 
liability the law would have im- 
posed upon him in that connection 
if the car-loan agreement had not 
been made. 


| WASHINGTON. — The National 
| Better Business has launched a 
campaign to wipe out dishonest 
price comparisons in the electrical 
appliance field through voluntary 
self-regulation. 

In a bulletin, NADA urged auto 
dealers to watch this campaign 


| is a growing opinion among many 
| Government officials that Federal 
controls may be necessary to pro- 
tect the public from false, mis- 
| leading and deceptive price 
| advertising. 

NADA asked, “Are the electrical 
appliance manufacturers and 
dealers paving the way for a whole- 
sale FTC or Congressional investi- 
gation of their businesses?” 

NADA continued, “Let us hope, 
as the National Better Business 
Bureaus suggest, that the electrical 
appliance manufacturers and dealers 
are able to solve their problem of 
dishonest price comparisons through 
voluntary self-regulation.” 


“Electrical appliance dealers, like 








automobile dealers, cannot agree) 


Stanford Expands; 
Now Has 4 Deals 


DETROIT.—The Stanford broth- 


ers, Les and Lou, have expanded 
| their operations and now hold four'| 
Dodge and Plymouth franchises in| 
the metropolitan area. 

New outlets are Stanford Auto, 
Inc. (Dodge-Plymouth), West Dear- 
born, and Stanford Plymouth, Inc., 
Lincoln Park. The latter was 
formed by splitting the dual fran- 
chise of Stanford Brothers, Inc., 
also in Lincoln Park. The Plymouth 
exclusive will open about July 1. 


| and this situation because there | 


brought about by a strike the 
previous week at Budd Co. 


The four-day operations gave 
Dodge 6,300 assemblies last week, 
compared with 4,488 on three 
days a week earlier. DeSoto 
turned out 2,000 cars last week, 
compared with 1,597 during the 
three days the division worked 
| the previous week. 

Chrysler division was back on a 
normal schedule last week after 
having been down four days the 
previous week due to the Budd 
strike and the Memorial Day shut- 
downs. Chrysler turned out 3,100 
cars last week, compared with 718 
a week earlier, while Imperial 
jumped its output from 193 to 1,150. 

+. * * 
Paras increase coupled 
with a four-day operation at 





U. S. Car Output 





(JAN. - MAY) 

1957 Pos. Make 1956 Pos. 
I— 692,345 Ford 596,888— 2 
2— 665,562 Chev. 754,639— 1 
3— 316,857 Plym., 215,015— 5 
4— 211,657 Buick 234,419— 3 
5— 198,187 Olds. 220,873— 4 
6— 172,405 Pontiac 168,653— 6 
7J— 153,686 Mercury 118,197— 7 
8— 143,249 Dodge 90,824— 8 
9— 71,642 Cadillac 71,593— 9 
10— 65,735 DeSoto 49,171—11 
1l— 61,201 Chrysler 50,710—10 
12— 41,422 Rambler 42,821—12 
13— 26,688 Stude. 42,768—13 
14— 20,978 Lincoln 24,163—14 
15— 20,351 Imperial 4,885—17 
16— 6,045 Packard 11,402—15 
17— 2,987 Nash 10,303—16 — 
1X — 1,176 Hudson 3,930—18 | 
i 444 Cont’. 970—19 

Total 
2,872,617 2,762,224 





among themselves on a set price or 
a set system of pricing. However, 
| they have a definition of list price, 
as set forth by the FTC, and it can 
| be readily established as to whether 
or not a price, advertised as ‘list’ 
is fictitious or not.” 

In a brochure on the subject, 
the BBB said that comparative 
price abuses have reached such a 
scandalous and critical phase that 
no other alternative exists than to 
challenge the decent elements 
within the great fields of retailing, 


AMC Survey Cites 
Growing Concern 


‘For Economy 


DETROIT.—The increasing con- 
cern among auto owners over 
economy of operation is spotlighted 
in a survey made by American 
Motors Corp. 

Some 86.8 percent of owners who 
replied said the main reason they 
bought a 1957 Rambler “six” was 
economy of operation, In a similar 
survey last year economy was 





Almost 41 percent of the owners 
who switched from another make 
to a Rambler “six” said they made 
the change because their previous 
cars cost too much to operate. In 
last year’s survey the percentage 
was 30.3. 

“The results of this year’s survey 
as compared with the one made last 
year is further proof that more 
motorists now prefer economy tc 
useless high speeds and wastefui 
horsepower,” said Roy Abernethy, 
AMC vice-president of automotive 
distribution and marketing. 

Abernethy pointed to the economy 





Completing the chain is L. J. 
Stanford, Inc. (Dodge-Plymouth), 
Dearborn. The brothers got their 
first franchise—International Har- 
vester—in 1935 when Les. was 20 
and Lou was 23. They later handled 
Nash, Hudson, Studebaker and 
Packard before switching to Dodge- 
Plymouth in 1947. 





record set by a Rambler “six” with 
overdrive on its “penny-a-mile” run 
from Winnipeg, Canada, to Mon- 
terrey, Mexico. The car covered the 
1,956-mile route with an average of 
33.9 miles per gallon of regular 
grade gasoline. The cost of fuel 
averaged out to less than nine- 
tenths of a cent per mile traveled. 


Lincoln brought the Chrysler unit’s 
year-to-date totals within 152 units 
of Lincoln. As of Saturday, Lincoln 
had turned out 21,653 cars to Im- 
perial’s 21,501, 

Lincoln’s four-day operations at 
its Wayne (Mich.) plant gave it 
an estimated 675 cars last week, 
compared with 515 the previous 
week, while Mercury, which also 
did not produce cars at Wayne 
on Friday, turned out 6,000 cars 
last week, compared with 2,722 
during a three-day operation the 
previous week. 

Oldsmobile outproduced Buick 
again last week as it turned out 
7,222 cars to Buick’s 7,100 units. 
The previous week Oldsmobile 
turned out 4,345 cars and Buick, 
3,637. Buick, however, still leads 
Oldsmobile by more than 13,000 
units in year-to-date totals. 

+ * oa 


ONTIAC turned out 6,900 cars 

last week to remain the only 
General Motors unit producing 
more cars than a year ago. As of 
Saturday, Pontiac had turned out 
179,305 cars, compared with 175,449 
during the Jan. 1 to June 9 period 
a year ago. Pontiac turned out 3,592 
cars during the week ended June 1. 

Cadillac jumped its output from 
2,036 units a week earlier to 3,360 
last week, and crept within 531 
units of its year-to-date output a 
year ago. 

American Motors turned out 
2,427 cars last week, compared with 
2,004 a week earlier, while Stude- 
baker-Packard climbed from 774 
units the previous week to 1,472 
units last week. 


* * * 
A BREAKDOWN of AMC output 
showed Rambler with 2,237 as- 
semblies last week, compared with 
1,823 a week earlier; Nash up from 
| 134 to 150, and Hudson down from 
| 47 to 40 units. 

Studebaker turned out 1,462 
cars last week, compared. with 
768 a week earlier. 

Canadian output totalled 10,665 
| vehicles last week, down slightly 
| from the 10,917 cars and trucks pro- 
duced the previous week. 





BBB Attacks Appliance Price Ads 


| distribution and manufacturing 
| in America to immediately join 
their Better Business Bureaus in 
| One major effort toward voluntary 
| action, 
| The brochure quotes Robert 
| Parrish, secretary of the Federal 
| Trade Commission, as saying, “I 
find that the commission has con- 
sidered the term ‘list price’ in a 
number of cases. For example in 
Docket 4857, Plaza Luggage & 
Supply Co., the Commission found 
that the public believes the term 
‘list price’ to be the usual and 
ordinary retail price of such ar- 
ticle, and that any dealings by 
which a price reduction is obtained 
below such list prices represents 
savings from regular retail prices.” 
“The Commission also found that 
the list prices used by respondents 





cited by 81.1 percent of purchasers. | 


in that case were fictitious and sub- 
stantially in excess of prices at 
which said merchandise was sold or 
was expected to be sold at retail.” 


Chrysler Division 
Denies Report 
Of Sales Contest 


DETROIT.—Contrary to a report 
last week in Automotive News, 
Chrysler division is not conducting 
a national dealer sales incentive 
program. 

Burton R. Durkee, director of ad- 
vertising and sales promotion for 
Chrysler division, said local dealer 
groups occasionally set up their 
own sales incentive programs and 
one such was recently concluded in 
the Detroit area. 

A Detroit dealer who had reported 
that both the dealers and the fac- 
tory was. participating in the con- 
test said last week: 

“The 18 Chrysler dealers in Detroit 
decided to conduct a sales incentive 
contest among their salesmen and 
to use some of their own money 
that was left in the old co-op ad- 
vertising fund. The local factory 
officials just administered the con- 
test.” 
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Oregon Dealers 
Install Directors 
At Convention 


PORTLAND, Ore.— The Oregon 
Automobile Dealers Assn. installed 
eight directors at its annual con- 


vention here. They are: 

Wayne Hadley, 
S. Wilson, Corvallis; Julian Eccles, 
Klamath Falls; Robert Thomas, 
Bend; George B. Wallace and S., W. 
Fraser, Portland; W. L. Anderson, 
Lebanon, and Ben Collard, Eugene. 


Directors with one year remaining 


in their terms are W. E. Hamilton, 
Forest Grove; Robert S. Lovell, 
Astoria; M. C. Lynch, La Grande; 
Ray Weeks, Burns; William Ander- 
son and Lyman Slack, Portland; 
Jim H. Busch, Ashland, and Gordon 
Smith, Roseburg. 

Outgoing members of the board 
are Donald V. Cady, Hillsboro; Otto 
J. Wilson, Salem; Kenneth B. Con- 
roy, Prineville; Paul A. Roberts, 
Ontario; C. A. McRobert, Gresham; 
D. D. Moore, Portland; Donald W. 
Densmoor, Albany, and Clarence 
Scherer, Springfield. 


Dealer Pleads Innocent 


To Bogus Check Charge 


DECATUR, Ill—Luckie Stradt-| 


man, St. Louis auto dealer has 
pleaded innocent here to a charge 
of defrauding by check. He posted 
$1,000 bond, pending trial. 

He is charged with giving a bogus 
$1,955 check to C. R. Green at the 
Witt Auto Auction last Jan, 3. 





Salem; Charles 





Dealers Tell Me 


| bile association with 3,500 


me 


Legion Cites Haberfelde— 


George Haberfelde, of George Haber- 
felde, Inc. (Ford), Bakersfield, Calif., has 
received the American Legion Distinguished 
Citizen award from the Bakersfield Legion 
Post 26. Haberfelde has been a dealer 
since 1913. In 1917, he was praised by 
the late Henry Ford for “having the finest 
dealership in the United States."" During 
his early years as a dealer, Haberfelde 
became president of a statewide automo- 
members. 
“Those were the days when if you wanted 
any work done on your car you went to 
a blacksmith shop,” he recalled. 


(Continued from Page 3) 


promoted by a factory’s national 
advertising agency. 

The beautiful art illustration was 
the product which, of course, they 
all sell. The discouraging part of 
the campaign was the signature 
that read—‘See your nearest (name 
of car) dealer.” 

This is, obviously, dealers spend- 
ing their own money in a way that 
only stimulates cross-selling, as well 
as helps the bootlegger. It regi- 
ments all dealers in the line; puts 
them on the same level and implies 
to the public that it does not make 
any difference where the car is 
purchased. 

Then there is the dealer who tells 
me that a good reputation does him 
no good, People are price minded. 
He says only price makes a sale. 
And then he says if he would go 
into business again it would be only 
with a lubrication lift and no over- 
head. Then he could meet anybody's 
price and make a profit. 

> - > 


us a dealer is taking a very 
short sighted attitude. He'll al- 
ways find somebody else that will 
make the public think he can sell 
at a lower price. The public is fast 
catching up on such dealers because 
they are coming to realize they are 
buying trouble and disappointment. 
The future in this trade belongs 

to the service dealer. 


The tide is turning, The dealer 


Sutter to Address 
Michigan Dealers 
At Annual Parley 


LANSING.— Frederick M, Sutter, 
NADA president, will address the 
Michigan Automobile Dealers Assn. 
at their annual convention at 
Mackinac Island. Sutter will speak 
at a luncheon June 29, the final day 
of the three-day parley. 

The convention will open June 
27, and an MADA directors’ meet- 
ing is scheduled for that afternoon. 
Old Timers and Young Executives 
have slated breakfasts for June 28, 
and line group meetings will be 
held June 28-29, 

Final event on the program is 
the MADA annual banquet, Special 
entertainment, including a tea and 
a golf tournament, has been ar- 
ranged for dealers’ wives during 
the convention. 


with the good reputation is even 
now getting the break, All things 
being equal who gets the sale? 
Many service dealers are getting 
better prices. And dealing with a 
service dealer, the customer gets 
more for his money even at a 
higher price. He is getting insur- 
ance on his car investment, He is 
getting permanent value. 


Yes, I am sure we have the power 
and strength within our trade to 
reduce the effects of cross-selling. 


Take advantage of your new- 
found freedom to promote your only 
natural monopoly—your firm name. 
It’s your most powerful and only 
exclusive sales tool. 

You will meet this new challenge 
of change if you will so reflect, in 
your oral statement or printed 
word, your good name so that every 
automobile buyer and all people 
who influence automobile buying 
will feel the same confidence in you 
as do your satisfied customers. 


Obituaries 


L. J. Buckland; 


‘Buck Sez’ Author 


NEW YORK.—L. J. Buckland, 
automotive consultant and writer of 
the “Buck Sez” Bulletin for dealers 
for many years, died May 31. 

Mr. Buckland, who operated the 
Dealers Analysis Bureau, had been 
confined to his home for the past 
two years. 


7 a * 
Lt. Col. H. A. Knox, 82, 


Early Auto Designer 


MIAMI.—Lt, Col. Harry Austin 
Knox, 82, an early designer and 
builder of automobiles, died June 2. 
He came to Miami 10 years ago 
from Washington after retiring as 
head automotive engineer for the 
tractor section of Army Ordnance. 

In 1895, Col. Knox built a four- 
cylinder automobile. He later de- 
signed, built and tested three gas 
ears for Overman Bicycle Co., one 
of which made a 100-mile nonstop 
run in four hours. 

> * - 
Wooster L. Howell 
HARTSVILLE, 8. C.—Wooster L. Howell, 


48, owner of Howell Motor Co. (Oldsmo- 
bile) here, died of a heart attack May 28. 
* * * 


Albin A. Studler 
ALBANY.—Albin A. Studler, 47, owner 
of Studier’s Sales & Service in Delmar, N. 
Y., died here atey 31, after a long illness. 
* 


Earl Douglas Stevenson 
SEATTLE.—Earl Douglas Stevenson, 61, 
former Pacific Northwest service division 
for Ford Motor Co., died of a 
heart attack at his home here. He recently 
had been superintendent of plant services 
for Boeing Airplane Co. 
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Reaching an estimated 150,000 readers engaged in all branches of the nation's automotive industry © nishi 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, ne 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








HELP WANTED 





EXPERIENCED 
SALES MANAGER 


We want a man who can hire, train, 
supervise and maintain a productive sales 
organization for q Ford volume operation 
in a multiple point southern city. This man 
must have drive and ability to take full 
charge of sales department and capable 
of showing prompt results. To a man meet- 
ing these qualifications, we have a very 
attractive salary and bonus pay plan to 
offer, with a secure future. Write full de- 
tails, your experience, former connections, 
age, marital status, also, your present con- 
nection. All information will be held strictly 
confidential if you request. Write Box 
7217, c/o Automotive News, Detroit 26. 





NEEDED—DYNAMIC SALES MANAGER. 
Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen 
not allowed to close deals, Qualifications: 
30 to 40 years of age, good personal 
habits, sober, must be powerful closer. 
Our firm has been in same location for 
25 years, very prosperous and finances 
95% of our own deals, Cars handled are 
Nash, Hudson, Rambler, Metropolitan, 
and recently added all five English Ford 
lines. Starting salary $10,400 per year 
plus bonus, Write resume of experience 
to Southern Motors Inc., 301 East 
Broughton St. Savannah, Ga. Attention: 
Mr. Julius Kaminsky, Pres, Telephone: 
Adams 4-3478. 


CREDIT & COLLEC- 
TION EXECUTIVE 


Leading national fabricator of durable 
steel products is setting up own finance 
subsidiary to finance its installment sales. 
Approximately $7,000,000 now in notes 
receivable with rapid growth anticipated. 
Excellent opportunity for man, 30-45, ex- 
perienced in credit approval and collec- 
tion procedures of installment sales financ- 
ing. Midwest location. Salary in line with 
ability and experience. Our employes 
know of this advertisement. Replies treated 
confidentially. Send full particulars to Box 
7211, c/o Automotive News, Detroit 26. 








FUEL TANK REPRESENTATIVES 
WANTED 


Leading manufacturer of complete line of 
Underwriters approved fuel tanks requires 
representatives to cover major motor truck, 
farm equipment and tractor manufacturers. 
Rare opportunity for an aggressive salesman 
or sales company. All replies in strictest con- 
fidence. Box 7210, c/o Automotive News, De- 
troit 26. 





DISTRICT MANAGER, Automobile or com- 
mercia! vehicle district managers wanted 
to cover Washington, D. C. territory 
and Roanoke, Va. territory. Experience 
helpful, but not necessary, Will train 
right men. Write giving all details. Box 
7203, c/o Automotive News, Detroit 26. 





INTERVIEWING SALESMEN 


Have opening for two aggressive, experienced 
salesmen. 


BILL KELLEY CHEVROLET, INC. 
Hollywood, Fla. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering 


box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 








HELP WANTED 


POSITION WANTED 





| — 
EXPERIENCED SALES MANAGER 


wanted. Salary plus percentage of profits. 
29 year operation with a proven record 
of profit performance. Dual franchise, 
Chevrolet and Oldsmobile, City of 18,000 
located in central Wisconsin, Will inter- 
view on reasonable notice. Write Box 
7182, c/o Automotive News, Detroit 26. 


SERVICE MANAGER for Buick dealer in 
So. Calif. Must be experienced, able to 
handle all phases of complete service 
operation. Reply giving complete details, 
background, availability and salary, Box 
7159, c/o Automotive News, Detroit 26, 
Mich. 





FORMER GM 


DEALER wishes 
sales manager or general manager. 


Young, aggressive, eight years’ experi- 
ence in all phases of this business, Ex- 
cellent references. Would consider job 


with manufacturer, Desire midwest or 


southwest, but not necessary. Box 7205, | 


c/o Automotive News, Detroit 26. 


GENERAL MANAGER OR business man- 
agement manager—15 years’ experience 
in all departments of automobile busi- 
ness—wholesale and retail experience— 
married—family—college education—pre- 
fer location in Alabama or Florida— 
thorough knowledge of selling, manage- 
ment and promotional experience—proven 
record of ability—looking for opportunity 
to take advantage of past experience— 
excellent references. Box 7206, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT - BUSINESS MANAGER) 


large volume Chevrolet-Ford dealer and 
GM business management experience. 
Now located San Francisco—desire Cali- 
fornia location with volume dealer. Can 
furnish daily operating control and as- 
sist management in expense reduction 
and gross profit improvement. Thoroughly 
familiar with dealership management 
and efficient office operation. Box 7207, 
c/o Automotive News, Detroit 26. 


FORMER GM DEALER for 7 years in 

Detroit desires position with dealer in 
single point city, preferably in Ohio. Will 
invest, preferably on a buy-out basis. 34 
years old, married, Proven record with 
sound business principles. Factory ap- 
proval. Box 7218, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER OR owner's assist- 
ant, Shirtsleeve executive with 15 years’ 
experience in ‘‘the big three.’’ Volume 
minded money maker, experienced in 
sales, service, finance and business man- 
agement. Will welcome a_ challenging 
assignment. Prefer northern California, 
Oregon or Washington. Box 7212, c/o 
Automotive News, Detroit 26. 


EX-NEW CAR DEALER, with full back- 
ground of experience and A-1 reference, 
would like to manage 200 to 500 car 
General Motors, Ford or Chrysler Corp. 
dealership in the south on salary and 
profit sharing plan. Box 7187, c/o Auto- 
motive News, Detroit 26. 


job as| 











SALES MANAGER AVAILABLE due t 
sale of business, Unusually successfy 





background, Over 20 years’ automobile 
experience. Can get and maintain vo}. 
ume, Thirty-nine. Married, prefer 309 
car deal or larger. Western U. S. only, 
Reply Box 7186, c/o Automotive News, 
Detroit 26. 

YOUNG, AGGRESSIVE general manager, 


Proven experience, capable of assuming 
full responsibility for successful and prof. 
itable operation. Desires position as sales 
manager or general manager with buy-in 
privilege of Ford or GM dealership. Texas 
location desired. Box 7188, c/o Automo- 
tive News, Detroit 26. 


ARE YOU LOOKING FOR a good man? 
Fifty years of age. Had GM dealership 
over 10 years, Factory district manager 
15 years, Excellent background. Looking 
for position in Florida as manager. Open 
to any good offer. Prefer east or west 
coast town or city. Box 7189, c/o Auto 
motive News, Detroit 26. 


GENERAL MANAGER-SALES MANAGER 
—Experience, integrity, ability and per- 
formance will stand the most rigid in- 
vestigation and scrutiny. Box 7204, ¢/o 
Automotive News, Detroit 26, 





MANAGER 


Former dealer, age 40, interested in Gen- 
eral Manager or General Sales Manager 
500 to 1,500 units. Outstanding record of 
accomplishment in building strong profits 


out of sick dealerships, Daily operating 


control plus proven sales promotion which 
will double volume and profits within # 
days. Interested in either short or long 
term on percentage basis. Excellent ref- 
erences from some of industry's top men. 
Box 7202, c/o Automotive News, Detroit 26. 


GENERAL, SALES OR USED CAR MAN- 
AGER—Seven years’ retail sales manage- 
ment experience with proven record of 
outstanding results. Train, develop hard- 
hitting salesmen for balanced, profitable 
operation. Top references. Southerner, age 
33. No family deals. Box 7131, c/o Auto 
motive News, Detroit 26, Mich. 


GENERAL MANAGER or sales manager. 
12 years’ management experience. Have 
know-how to operate in competitive 
market. Can handle any deal. Will re 
locate. Box 7220, c/o Automotive News, 
Detroit 26. 





DEALERSHIPS AVAILABLE 


AUTO AGENCY—DEALERSHIP handling 
Dodge-Plymouth, wealthy suburb near 
Chicago. Modern building and used-car 
lot. Very low overhead, Has exceeded 
$1,000,000 gross sales in one year. No 
real estate or accounts receivable to buy. 
Should net buyer $50,000 net profit first 
year. Price $39,000 cash. Box 7213, ¢/o 
Automotive News, Detroit 26. 


COOL, COLORFUL COLORADO—handling 
Big Three and International Harvester 
lines. Fine irrigated section. Splendid 
modern plant. Near mountains. Excel- 
lent living—hunting—fishing. Reason: Ii 
health. Box 7209, c/o Automotive News, 
Detroit 26. 





HELP WANTED 


DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings. 
Many territories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR TESTING CO. 


5327 W. Third St. 


Dayton 7, Ohio 


MU 1669 





SALES REPRESENTATIVES 


Now Handling Other Lines Calling On Auto Dealers—You Can Now Sell U. S. 
Advertising Type License Plate Frames & Cut-out Name-Plates—The Standard 
Of Quality For The Auto Dealers—Enjoy The Advantage Of Selling Direct! 


* LIBERAL COMMISSIONS 
* PROTECTED TERRITORIES 
* WRITE OR WIRE: 


U. S. LICENSE FRAME MFG. CO. 


3436 San Fernando Road 


Los Angeles 65, Calif. 


AUTO ACCESSORY MANUFACTURERS SINCE 1930 
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DEALERSHIPS AVAILABLE 


———— 
LERSHIP AVAILABLE, lovely town, 
Seart of beautiful Shenandoah Valley of 


1) Virginia, Rich agricultural section, tour- 
i ist mecca, growing manufacturing center, 
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‘nishings included in lease of 
‘facilities valued at 
* month rent. Nothing but value here. Sell- 


ing 


) diing 
)for any of six Big Three not here due to 
‘jack of existing facilities, Selling to han- 


‘die larger. 
* Automotive Néws, Detroit 26. 























42-year-old facilities on , busiest lane. 
Best location, flood-lighted 25 unit used 


Pjot, gas island, 2 car showroom, 5 stall 


Heavy shop equipment, bins, fur- 
prentng: . attractive 
$50,000 for $150 
at market value. No used cars. 
'$12,000 will handle reputable deal han- 
Dodge-Plymouth, or you may qualify 


Confidential. Box 7214, c/o 


ALERSHIP HANDLING ONE OF BIG 
"THREE, 300-400 cars, ideal western 
New York location. Used-car lot adjoin- 
ing modern showroom and service facili- 
ties. Building can be purchased or leased. 
Substantial cash and factory approval 
required. Box 7215, c/o 
News, Detroit 26. 





200 car potential, Going business, oper- 


rent, Selling because of illness. Located 
in fastest growing area in New England, 
Box 7208, c/o Automotive News, Detroit 
26. 


SS 
DEALERSHIP HANDLING PONTIAC ex- 
elusive in Ohio city—50,000 population. 
Heavily industrialized with diversified 
industries along with being an agricul- 
tural center. No used cars, no receiv- 
ables, no real estate. The best building 
facilities with good lease in entire com- 
munity. Low overhead, All departments, 
new cars, used cars, service and parts 
completely organized to point of effi- 
ciency—only need minimum 
Shows good profit to date. 
cause of ill health. Box 7193, c/o Auto- 
motive News, Detroit 26. 


FOR SALE—400-600 CAR principal city) 


dealership in Southern California, Now 
have Ford Motor Company franchise, One 
of 25 most profitable dealerships in United 
States in 1956. Good profits in 1957. Has 
never made under $100,000 per year since 
1946. 300,000 in trade area, modern fa- 
cilities, good rental. $75,000 handles. 
Partnership split-up reason for selling. 
One partner might consider partnership 
under right circumstances. P. O. Box 
7149, c/o Automotive News, Detroit 26, 
Mich. 

DEALERSHIP HANDLING PONTIAC— 
retailing 500 new, 700 used 
area of 1,000,000. Modern facilities, good 
rental, best location in city. A going 
profitable business with excellent future. 
Can be purchased outright or with Mo- 
tors Holding participation. Reason for 
selling — health. Write Box 7192, 
Automotive News, Detroit 26. 


c/o 





HANDLING GM—200-250 CAR DEAL. 


Thriving midwest city of 80,000 and 
growing. No obsolescence to buy — all 
quick turnover parts, 
adequate shop equipment. Lowest in- 
vestment for the largest return. You'll 
have to see it to believe it. Box 7180, 
c/o Automotive News, Detroit 26. 

fOR IMMEDIATE SALE at bargain price. 
Complete modern dealership layout. No 
used cars or accounts. New building in 
good location available for lease. Must 
qualify for Lincoln-Mercury franchise. 


0. A. Manske, Telephone Lincoln 6-1246| ppucK DECALS: 


or Lincoln 2-7025, Brownsville, Texas. 


§0UTH FLORIDA DEALERSHIP, 300-500 
cars, one of Big Three. Top-notch loca- 
tion, good lease, almost new equipment 
and no problems to buy. Can be bought 
with or without used car lot and inven- 
tory. Substantial cash and factory ap- 
proval required. Box 7172, c/o Automo- 
tive News, Detroit 26, Mich. 

DEALERSHIP HANDLING CHEVROLETS 
in West Texas, Excellent setup. Selling 
about 400 new cars per year. Box 7190, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED . 
WANTED TO PURCHASE CADILLAC 


dual dealership in midwest, preferably in 
town of 10,000-20,000 population. Will 
pay all cash for right deal, but no blue 
sky. Box 7216, c/o Automotive News, 
Detroit 26. 


Bic THREE BUY-IN WANTED—up to 
300 potential. Ohio-Michigan area. Ex- 
Perienced. Replies confidential. Box 7219, 
c/o Automotive News, Detroit 26. 


CAR “BIG 3’'’—Prefer Nassau or 
Suffolk counties. Manhattan or Bronx 
will be considered. Outright purchase or 
equal partnership will be considered. 
Presently a dealer of long standing, as- 
suring factory acceptance. All replies 
held in strict confidence. Box 7156, c/o 
Automotive News, Detroit 26, Mich. 


ANTED: WESTERN STATES GM or 
Ford products, Any size, any price. Cash. 
I have factory approval and guarantee; 
your reply kept confidential even from 
factory, Box 7181, c/o Automotive News, 
Detroit 26, Mich. 








WANTED TO PURCHASE in whole or in 


Part—going dealership metropolitan New 
York or suburban areas. Factory ap- 
Proval assured. Box 7197, c/o Automo- 
tive News, Detroit 26. 


BUSINESS WANTED 


me 


ATTENTION 
CAR LEASING COMPANIES 


We will buy all or part of your assets, 
Present operation and/or inventory. 


Bex 7201, c/o Automotive News, Detroit 26. 


SS — — 


BUSINESS OPPORTUNITIES 


Stns eaaecemensmramnaetiedemaneetennmn 
HOME & AUTO SUPPLIES—Loc. thriving 


community Conn. Estab. 1951. Receipts 
$53,017.78, can incr, Rent $240, Clean 
inventory. Enviable reputation, Profit. 
return on reasonable invest. Prompt ac- 
tion—Oppty. (Brokers protected), Rend- 
log Sales Company, 1780 Broadway, New 
York City. PL 7-5345. 


DEALER SERVICES 


EXPERIENCED AUTOMOTIVE auctioneers 


to liquidate your entire garage, shop, 
tools, automobiles, ete. If you live any- 
where in the northeastern U. 8, and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel, Sch’dy, DI 6-6666 


or EX’ 9-3102. 


Automotive 


ates in the black. New building lease or) 


in trading | 


Minimum but} 





supervision. | 
Selling be-| 





| 
| 











DEALER SERVICES 


"Simplified 
Daily Operating Control” 


Does away with red tape and time 
consuming preparatory work. Tells you 
visually where you stand every working 
day. Gives your break-even point and 
when you have exceeded it in a single 
glance. Dealers send $3.45 today with 
order on your letterhead. You will 
receive it postpaid by return mail, 


Automotive Enterprises 


10600 Puritan Ave. Detroit 38, Mich. 


SALES DOWN? 


Fire up your sales force and generate real 
selling steam with one of these 10 sales con- 
tests designed to put Vim! Vigor! and Vitality 
into your sales activity. 
Send Today! 
All Ten Contests 
$5.00 


SALES CONTESTS 


P. O. Box 417 Flint, Michigan 








INVENTORY SERVICE 


Parts and Accessories | 
+ CERTIFIED REPORTS e 
@ Obsolescence Disclosed 


@ Shortage or Overage Established 
@ Inventory Investment Evaivated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 











“AAA DRIVEAWAY, INC.) 


CHICAGO 


DRIVERS TO ALL POINTS 
ONE CAR...ora FLEET 
Free inside bugscreens provided if desired. | 
343 S$ Dearborn WEbster 9-2364 





DECAL TRANSFERS 


no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc. 8456 Hough, 
Cleveland 3, Ohio, | 





$50 REWARD 


For Information Leading to the Recovery of: 
1955 Red and White Chevrolet Bel Air Sport 
Coupe. 


Engine Ne. 003289FS5F 
Serial No. VC5L013609 


Converted by man calling himself Benjamin 
Franklin Smith, carrying stolen credentials of 
Joe M. Coggins of Fort Walton Beach, Fior- 
ida. Wire collect: Rubidoux Motor Co., 3595 
Market St., Riverside, Calif. 





CARS FOR SALE 





Western - Used 


Car Buyers 
Clean, new car tradeins, superbly recondi- 
tioned, honestly described. 


We are looking for an ovtlet for 15 late 
models monthly, in which both buyer and 
seller can benefit. Will furnish references. 
Not brokers. 


Write for our plan to 
FOURTH STREET MOTORS 
205 N. 4th St. DeKalb, Ill. 
Our Phone No. 6-6351 


CARS FOR SALE 


ATT’N DEALERS! 
1956 


FORDS 
AND 


PLYMOUTHS 


ANY QUANTITY! 
PRICED TO MOVE! 


All 4dr. ex-taxis with heater / defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 


power steering and automatic transmission, 
eo 
Don't woilt . . . call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK ° 


ADirondack 4-6000 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 


Automatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 


Straight Bodies, Good Grilles 
EASY TO CONVERT 
Write—Wire—or Phone 


Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 44635! 
N. Y.'s Largest Volume Taxi Dealer 


West Coast Representative 
AUTOTERIA 
EB. 3104 Sprague Ave., Spokane, Wash. 
Phone: Keystone 5-1639 


600 
CAR STOCK 


WE WHOLESALE DAILY 


“World's Largest Dealer" 
1,000 units turn monthly. 


Phone, write, wire or call in person. 
Cliff Stewart, General Used Car Mor. 


DON McCULLAGH 
Chevrolet 


16700 Harper Ave. 
Tuxedo 1-7600 








ROBINSON CAR LEASING 


FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 
CHEVROLETS, 


ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 


For specific information in any city, address: 
- & . Used Car Mgr. WeEbster 9-2144 
218 S. Wa Ave. Chicago, Ili. 





e BUY DIRECT « 
*B4 — "55 — "56 
CHEVROLETS 
ALL MODELS AT LOW 
WHOLESALE PRICES 
Contact Mark Smernoff 


COOLEY Conrany 


COMPANY 


158 Whalley Ave., New Haven, Conn. 
Lo 2-0101 









Detroit 24, Mich. 


FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
Do Cleveland 


ington, D. C., Pittsburgh, Akron 

Detroi, Flint, Chicago, Miamag Gi, Ue 
nati, Louisville, St. Lowis, Kansas Lin- 
col Neb homa Fort ‘orth, 










| 
| 
| 
| 
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CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 


sines, ambulances and hearses, Must be 
2836 


sharp. Ridgway, Belmont 4-6611, 
N. E, Sandy, Portland 12, Ore, 


OFFICE EQUIPMENT WANTED 


OFFICE EQUIPMENT WANTED. The fol- 


lowing items are needed immediately and 
must be in excellent condition before 
purchase will be considered, 1—National 
analysis distribution machine — model 
20-67. 1—National typewriter bookkeep- 
ing machine—model 32-19 or 31-7, Jack- 
son Chevrolet Company, P. O. Box 174, 
Pueblo, Colo, 


PARTS FOR SALE 


NASH PARTS INVENTORY—$3,400, deal- 


er’s cost, will sacrifice for $1,000. Bill's, 
Inc., 842 State St., Watertown, N, Y. 


BUICK PARTS 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





MERCEDES-BENZ 


PARTS 


(Replacement) 
COLUMBIA MOTOR CORP. 


245 West 5éth Street 
New York City 


Cl 6-4844 











WHITEHEAD-KALES TRAILER. Like| 
$1,895, Selling | 


ACCESSORIES FOR SALE 


ATTN. DEALERS! 


Make $10.00 to $40.00 
MORE per Car 
on Custom-made Car Radios for 
1955-6-7 Chevrolet & GMC Truck 
1956-7 Nash Rambler 
—, Dodge Truck 
ars—Volkswagen, E 
lish Ford, Morris, MG, Volve, 
Hillman-Minx. 
1957 DeSoto - 1955-6-7 Chrysler 
1956-7 Ford - 1955-6-7 Pi 
1957 Mercury - 1955-6-7 Dodge 


1953 Oldsmobile 
UNIVERSAL SPEAKER KIT holding 5 x7 
Speaker; con be used as a Recor Seat 


We have Distributors in every 
State 
For information write or call 
PORTER & DIETSCH, INC. 
2459 University Ave., St. Paul 14, Minn. 
Midway 6-1848 





TRUCKS FOR SALE 


new. Perfect condition. 
reason changed franchise. Hauled Pack- 
ards. ‘55 GMC tractor available. Hutch- 
inson Motor Co., Hutchinson, Kansas. 
MO 3-3356. 


ee 
CHEVROLET TRUCK MANAGERS. We 


would release two 8103's, air over hy- 
| wr brakes, H.D. radiator, 2 sp. axle, 

sp. 
ter, Winter Haven, Fila. 








trans.—H.P. tires. Chevrolet Cen- 





BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS' SPECIAL (F.O.B. Factory Net) 
2.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 
€ * 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
* e 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


TRUCK AND CAR SIGNS made 
with letters. Metal, wood 
masonite letters also. Brass 


Signs for ev 
Inc., 175 Jeff . Lexington, Ky. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 2 


sours, $6 I 
$21.50 


BRAKE HOOK-UP.......... 
QUICK-TOW SBumper- 

$35.00 
TowKinG ,.tc'c, °45° 
Tow Bar Sales Co. 


Exclusive 


Factory Distribvters 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect ."5,55..0 ==. 
40 So. Clinton St., Chicage 6, Ill. 


TRI-KING 3-Point Hook- 


CLASSIFIED WANT ADS 
BRING RESULTS 





stencils. 
ery purpose. Jim Ramsey, 

















* * 
New Subscription Order 
Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [J 
AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
TRADE CONNECTION: 
Car Dealer () Truck Dealer [] Manutacturer 
Jobber 1) insurance (1) Financial [) Supplier 


6-10-57 




















You’re embarking on a challenging 
new venture—which you’ll want to pay off in,every full 
dollar of profit. We’re ready to help you. 

Much of your success with the franchise you’ ve chosen 
will depend on your selection of a finance service. As you 
know, some financing arrangements are still limited solely 
to furnishing funds for wholesale and retail financing. 

We at Universal C.1.T. believe it is our responsibility 
to give a dealer active, profit-building assistance in every 
phase of his operation. Therefore, in addition to the usual 
financing services, we can provide you with many exclu- 
sive services and. benefits that you’re going to want. 

For example, you’re going to want for your salesmen 
the same sales training assistance that C.I.T. has pro- 

ided for more than 24,000 automobile salesmen in more 
than 2,000 conferences. You’re going to want the back- 
ing of continuous national advertising of your finance 


on 


The lime Purchase Plan 






tor Carefree Driving 


To the Man 
Getting Started wi 
, a New Franchise 


Universal C.I.1. Credit Corporation 


IN CANADA: CANADIAN ACCEPTANCE CORPORATION LIMITED 





plan. You’re going to want all the sales aids and mer- 
chandising ideas—unique with Universal C.I.T.—to 
help you sell both new and used cars, profitably. We can 
provide you with all this—and more. 

With over 460 offices throughout the United States 
and Canada, staffed with thoroughly trained personnel, 
we are geared to serve you and your customers every- 
where. We give you all the strength of a national organi- 
zation—through a local office convenient to you, under 
local management, and alert to the particular needs of 
your community. 

Ask your local C.1.T. representative to show you the 
new brochure “‘Exclusive with Universal C.I.T.,”’ that 
tells in brief but graphic fashion the story of still other 
business-building advantages you can expect—and get. 

We think you'll be convinced that Universal C.1.T. is 
the financing service that’s best for you! 


